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CLEAR VISION SIGHT FEED 


The Sight feed glass on the Detroit Model JTS 
Force Feed Oiler is moulded in a dome shape, per- 
mitting clear vision of oil drops from a consider- 
able distance and from any side of the lubricator. 


It remains permanently transparent, never 
becoming clouded or opaque as celluloid will do. 


This important feature, together with twelve 
other distinctive characteristics are fully ex- 
plained in our Bulletin No. 100. Write for a copy. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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y~ HE Columbian Line of Vises includes a In Columbian Vises are embodied ex- 
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vise for every purpose in a full range of 
sizes. Distributors of the Columbian Line 
are able to meet every vise demand from the 
trade. 


clusive, patented features not to be had in 
any other vises. Columbian Vises enjoy a 
wide sale among mechanics who know good 
tools. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 





OlIUMBIAN VISE 


Trade mark registered U. S. Patent Office 
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Every jobber handling the CAPITAL Line of Industrial Brooms 
: 2 and Brushes knows that we will treat him fairly and squarely. What 


we promise—we perform. Protecting the jobbers is our first con- 
sideration. 












From the moment you start selling CAPITAL Brooms and Brushes, 
' on orders brought you by our sales-building dealer co-operation 


Pree, eT program, you will make bigger sales and larger profits than with 
Secceeee® any other line. 


hi i ie Tbh A 

: ; Of course, the RED CAP quality is right—we see to that. This com- 
Wate ee bination of superior merchandise and thorough co-operation with our 
jobbers has made the CAPITAL Line the greatest seller in its field. 


Catalog 17 and details of our sales plan sent 
free on request 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush Street Indianapolis, Indiana 


Brushes-Brooms 


For All Industrial and Trade Uses 











Policy: FAIR PLAY with EVERY JOBBER! 









Electric 
Drills 

Reamers 

Screw Drivers 

Tool Post Grinders 
External Grinders 
Internal Grinders 
Double End Grinders 
Double End Buffers 





Let Us Explain Our Sales 
Proposition 


We are desirous of making connections 


with a few more supply houses to han- 
dle our line in territories where we are 
not already properly represented. 





Our dealer's policy makes possible a é rg 

large sales volume with a minimum capital outlay and our proft * — 

sharing feature effects a further saving. ie 
As Manufacturers of the most complete line of Electric Tools . 


we can take care of all of your orders and inquiries. 








; rw 
| The Hisey-Wolf Machine Co. > 
Cincinnati, Ohio "sR. aed 
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Walworth Malleable Fittings 

















See how this fitting is tapped 


This cross-sectional view of 
a Walworth Malleable Iron 
elbow shows very distinctly 
the precision with which the 
threads taper inward from the 
mouth of the fittings. 


A fitting in which the threads 
are carefully tapped like this 
offers insurance of tight 
joints, safety and mini- 
mum installation expense 
to the user. 








WALWORT 


Furthermore, Walworth 
malleable fittings are tapped 
on automatic machines and 
carefully gauged to insure that 
the threads are within the tol- 
erance allowed by the Ameri- 
can Engineering Standards. 


That’s the extra measure of 
~ care and good workman- 
ship that you get when 
you specify Walworth 
products. 





Walworth Co. General Sales Offices: 51 East 42nd St., New York 
Distributors in Principal Cities of the World 
Plants at Boston; Kewanee, Ill.; Greensburg, Pa.; and Attalla, Ala. 
Walworth International Co., New York, Foreign Representative 
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‘“TOLEDO’S” — MAKE THE HARD PIPING JOBS EASY 
It’s no trouble to handle the difficult piping job when ‘““TOLEDO’S” are used. Light 


and portable, they are put on the pipe anywhere, and with a few easy strokes of the 
ratchet handle the thread is cut. The ““TOLEDO” Power Drive also converts ‘““TOLEDO’S”’ 
into swift, highly efficient, power machines. 













Your customers appreciate ‘‘TOLEDO’S”’, Be sure you can furnish them the genuine. 


THE TOLEDO PIPE THREADING MACHINE CO. TOLEDO, O. 


NEW YORK OFFICE, 72 LAFAYETTE ST. 





TRUCK CASTERS 


HIS Double Ball Race Caster is typical of the Bond 
Line of Anti-Friction Truck Casters. It will carry 
heavy loads without damage and will swivel freely 





Patented when loaded. All strain is taken from the King Pin and car- 
Double Ball Race cied by the sturdy Ball races. It is the standard Caster for 
Type all-around use in the industrial plant. 


| The Bond line of Truck Casters is complete, including a type 
Poca er a scientifically designed to meet every possible requirement. 
seine a weak of Belekal Our Service Department will gladly recommend the type 
information. best suited to your particular needs. 


BOND FOUNDRY & MACHINE CO. 


Manheim, Lancaster Co., Pa. 
New York Office: 256 Broadway 
Chicago Office: Reeves-Bond Sales Co., 39 S. Clinton St. 
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SKF Research Laboratories Reveal 
What the Price Tag Never Shows 


N five minutes’ time service conditions equal to 
two years are imposed on samples of 
marked Ball Bearings and other ty pes of anti-friction 
bearings at our laboratories in Philadelphia, Gothen- 
burg, Hofors and Luton. And this is but one of the 
tests which brings to light the long life and service 


inhe rent in 


one does not vizualize when looking at the price tag. 


-marked Ball binticlinis. Something 


These laboratories are thoroughly equipped with 


instruments of the highest precision for scientific 
investigations and manned by staffs of competent 
engineers who have made the study of anti-friction 
problems a speciality. 


Through the knowledge 


developed in this manner these laboratories are of 


important assistance in the improved production and 
application of anti-friction bearings to the end that the 
’ organization will always live up to its slogan, 


> puts the right bearing in the right place.” 


* INDUSTRIES, INCORPORATED, 165 BROADWAY, NEW YORK CITY 
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More than 100 Factory Offices Throughout the W ("7¢ 


JK 


Puts the 
Right Be aring. 


orld \\ | 





Roller 


Bearings 


“05 


oan nS 
































March, 1927 



































Barrett “Steeleg” Platforms are 
made in sizes and types to suit 
every handling condition, table 
top, box or tray top, stake type, 
sling type, etc. 


Barrett Lift-Trucks are made in 
sizes, capacities, and lifts to suit 
all trucking conditions. 


Sales of Barrett equipment are 
assured profits are quick and cer- 
tain. We have created the interest 
among your trade by consistently 
advertising a quality product to 
meet competitive prices. You take 
the order for Barrett when your cus- 
tomer is ready to buy, and realize 
an attractive profit without invest- 
ing a single dollar. 

Don’t let your salesmen pass up this 
profitable line, while other supply 
houses are sending in orders 
every day for Barrett Lift- 





Barrett ‘‘Steeleg’’ Platforms and 
Barrett Portable Elevators are 
companion units to Barrett 
Lift-Trucks. 





Sell The Barrett Method 
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Trucks, Portable Elevators, and 
‘*Steeleg’’ Platforms without in- 
creasing their inventories or selling 
cost. 

Write us, and let us tell you about 
these easy profits —othersupply men 
are whittling down their overhead 
by selling the Barrett Method. 
Show Barrett Lift-Trucks, ‘‘Steeleg”’ 
Platforms, and Portable Elevators in 
your catalog—established, well ad- 
vertised products are frequently 
called for. Get profits with- 
out investment. 








Factories in Chicago, Toronto, 
Berlin and Paris. 


of the world. 








Offices and 
Distributors in all principal cities 
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BARRETT-CRAVENS COMPANY | 
1333 West Monroe Street, Chicago ; 
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Certain Jobs 
Require WOOD! 


N pulleys, as in everything else, cer- 

tain kinds are better than others for 
certain purposes. And wise manufactur- 
ers select the kind of pulley which has 
proved itself best for the particular job 
where it would be used. 


For example, on big flywheels, or where 
power must be transmitted at high speed 
— experience has proved that good 
WOOD pulleys are far superior. They 
run truer, last longer, weigh less, trans- 
mit more power, and they are less expen- 
Sive in original cost and upkeep. 


What kind of pulleys do you sell—good 


SN Cn eae ne, 
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“After this, 
we'll stick to 
Mason Regulators” 


That’s what the chief says. 
For he knows if there has 
a MASON on that 


pressure, they wouldn’t be 


been 


having any trouble. He 
knows that a Mason Regu- 
lator would put the pointer 
where he wants it and KEEP 
it there. And that’s why 
he’s going to standardize on 
Masons for 


every service 


pressure from now on. 


For lasting accuracy and 





Standard Mason 
Reducing Valve 


, avec like 7 —s | ik oq: . > 
Ww ood pulleys like the REEVES; They positive dependability in Mason Regulators 
| grip the shaft and grip the belt. They : include : 
cannot slip or strip. Do you know pressure control Mason Reg- 





whether or not there is a REEVES rep- 
resentative in your territory? Write or 
wire us for full information on terri- 
tories and discounts. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


EEVES 


Wood Split Pulley 





( 











ulators are unsurpassed. 
These qualities are the logical 
result of forty-three years of 
experience in the design and 
construction of reliable, test- 
proved pressure regulators 
and the reason why the best 


engineers want Masons. 


Let us send you Catalog 62 
describing Mason Regulators 


for every service pressure. 








Reducing Valves 
Standard 
Differential 
Lever Style 
Hydraulic 

Pump 
ernors 

Pump Pressure Regu 
lators 

Blowing 
Regulators 


Engine 


Boiler Feed _ Line 
Regulators 


Hydraulic Damper 
Regulators 


Steam Fan Regulators 


Boiler Pressure Con- 
trollers 


Balanced Valves 
Pipe Line Strainers 


Speed Gov- 
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HAT Wood Transmission Equipment we installed for the 

Mammoth Manufacturing Company a few months ago cer- 
tainly made a home run hit with the production superintendent. 
He just phoned that they are going to standardize their new plant 
completely with Wood's Transmission Equipment. 


“It’s a big order, and what’s better we've got a complete line of 
Wood’s Power Transmission Equipment to fill every requirement.” 


Repeaters—that'’s what every mill supply dealer wants from his 
customers and that’s what he gets when he carries the T. B. 
Wood’s Sons Line of Power Transmission Machinery equipment 
that has made good since 1857. 


OD'S 
7 Wood’s Power 


POWER TRANSM ISSION Transmission 
MACHINERY. Machinery 


Shafting 
Pulleys 
Hangers 

Pillow Blocks = 
Couplings 


Friction Clutches 
Belt Contactors 


\T. B. WOOD'S SONS Conveyors | 
COMPANY Rope Drives | 


Speed Reducers 
CHAMBERSBURG, PA. Etc., Etc., Etc. 
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| Ball Bearing Hanger Boxes 
| ‘The CHICAGO Line’’ CONSIDER THEIR ADVANTAGES 

















i lit present hanger frames. 
j oe ds S Simplest possible construction. 
| Power Transmitting Appliances Lubricate but two or three times a vear. 
Hot bearing impossible. 
No noise—no dirt. | 
No dripping of oil 
Each Bearing fitted with two high class Ball 
Bearings. 
| Chis is only one of many power saving special | 
ties of CHICAGO LINE EQUIPMENT. 
| 
Send for General Catalogue “G" — Just off 
the Press. | 
| Chicago Pulley & Shafting C | 
icago ey ting Lo. | | | 
ENGINEERS, FOUNDERS AND MACHINISTS 
1// Forms of Power Transmitting Appliances 
“DAGGETT” BALL BEARING 
| HANGER BOX 


MAIN OFFICE: 
19 No. Desplaines St. 
i Chicago, Ill. 











WHY TAKE A CHANCE— 


Are You Stocking a Safe Blow Torch? 





| All HUFFMAN torches are now equipped with the new and improved 
| | 
HUFFMAN SAFETY PUMP — LEAK-PROOF 
Look closely at this check valve assembly and note the mechanical construc- 

tion that makes it Leak-Proof— 

1. Plunger guided by shank always slides smoothly 

2. Spring cannot bind or lock 

3. Cork always seats squarely because of perfect alignment of 

plunger at all times 


| h 
HUFFMAN Fie Pat | 


| Gas Furnaces 


offer a greater value in quality, design, workmanship and 
lasting serviceability. Stocking them will show you in- 
creased sales and better satisfied customers. 


Write for our literature and prices 























Huffman Manufacturing Co. Dayton, Ohio | 
When writing to Advertis | 
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The Best Kind of an Introduction 
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O-B No. 20 Line 
Flexitite Disc Gate Valve 


To New Business 


EW accounts are hard to get. But 

just hand a plumber, steamfitter 
or factory engineer a sample Flexitite 
Disc. Watch indifference give way to 
genuine interest, followed by frank ap- 
proval and, in many instances, a real 
order. 





There’s a reason. The trade actually 
wants and needs a leakless gate valve. 
And now, thanks to the new Flexitite 
principle of disc construction, you can 
furnish a gate valve that shuts off ab- 
solutely tight—vever leaks. 


The Flexitite Disc— 
What It Is 
one-piece casting | 
made stiffily flexible by a | 


' 
it's: a 


hollow center and saw 

Wholesalers’ salesmen are glad to | slot edges. The two faces | 

carry a sample Flexitite Disc Gate | ee oe Oe sean 
Vatve Pio ie Pbnent nts ee ietaet | by two posts, cast integra 
dive. ley recognize its instal | with the disc. The slight 
sales appeal. | flexibility which results 


| insures a close contact of 
the disc and seats. The 


Have you seen the Flexitite Disc? 
more the disc is used, the | 








Ohio Brass Company | better it seats. That 
Mansfield, Ohio means a per manently 
326V ie ik-proof gate valve. y 














 OhioBrass Co. 
























DIXON'S} 
Same PAINT 33 


GRAPHITE 


<< FOUR COEORS 33 





DIXON'S 
SILICA —~ PATI NT 


GRAPHITE 


provides your customers with better paint protection 
posed surfaces at lowest cost per year of service. 

The Dixon Line of Graphite Paints fully meets their require- 
ments as to long-life and economy. 





The pigment, flake silica-graphite, provides a tough, yet 
elastic, film that expands and contracts with heat and cold 
without cracking or peeling. The graphite and silica are 
naturally and not artificially combined resulting in long life, 
efficient surfaced protection, elasticity and resistance to 
dampness. 

Write for trade prices and Booklet 71-B. 


JOSEPH DIXON CRUCIBLE COMPANY 


New Jersey 
1927 


Jersey City 
1827 


ONE HUNDREDTH ANNIVERSARY 








JOSEPH DIXON CRUCIBLE CO 
JERSEY C1TY 
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U. S. Selective Speed 
(Motor-in-Base) 
Buffing and Polishing 

Machine 


, fb 





is a factor in 


Buffing and Polishing 


HIS machine has been the recent choice of 


Several motor car and accessory manufactur- 
ers for buffing and polishing fenders, radiators, 


lamp shells, bumpers, etc. No wonder: 


It provides any buffing and polishing speeds 
desired. Shift controls (shown above) enable op- 
erator to shift belts from positive to idler pul- 
leys—making it possible to operate the two spin- 
dles independently—and doing away with the 
necessity of stopping production on both buffing 


wheels when only one needs changing. 


Are the buffing and polishing rooms of your 
customers modern? Can they manufacture their 


products at minimum cost? 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
Oldest Builders of Electric Drills and Grinders in the World 


Cincinnati, Ohio, U.S. A. 


Belts are constantly regulated by 
steel rollers (shown in rear view 
above), eliminating necessity of in- 
termittent adjustments to increase 
belt tension. The U. S. Selective 
Speed Buffer and Polisher is fully 
up tothe famous U.S. standards of 
quality: Chrome nickel steel spin- 
dles. 14 SKF Ball Bearings. Auto- 
matic push-button control, etc. 
Built in sizes of 3, 5,714, 10,15 H.P. 





Portable Electric Drills 


Grinders-—Polishers 
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co UP ORs 


THE INTERNATIONAL NICKEL COMPANY 
67 Wall Street, New York City 


Please send literature, ‘‘What Governs Your Selection 
of Pump Rods?” to the following: 


Company 


Address 


Individual’s Name : Tite. 








) 





Six Important Points to Consider! 


Ready for mailing to 


| PLANT ENGINEERS 
+ PRODUCTION EXECUTIVES }> 
PURCHASING AGENTS 


N order to help you classify ence with many types and kinds 
the factors which determine of pump rods. It covers the basic 
the most suitable material for considerations that should govern 
pump rods, this literature dis- your selection. 
cusses, one by one, the six most 
important standards of compari- 
son. 


If you will just fill in, and mail 
the coupon at the top of the page, 


literature will be promptly sent 
The analysis embodied in these you. That you may not forget, 


folders is, in reality, the “boiled- tear off the coupon before you 
down” result of years of experi- turn the page. 


Mone! Metal is a technical] 
vt 


ekel-Copper allo 1 nickel conte 
ind marketed sol ickel C 


IN 


Monel 


nt. It is mined, smelted, refined, rolled 
name ‘“‘Monel Metal’’ is a registered trade mark 


Ke 
ie 


THE INTERNATIONAL NICKEL COMPANY, 67 WALL STREET, NEW YORK CITY 
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‘Timken Bearings 
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In the epic history of the railroads a new 
chapter opens. Cars regularly equipped with 
anti-friction bearings are here. Timken 
Bearings make it possible. The first standard 
Timken-equipped cars go into operation on 
the Chicago, Milwaukee and St. Paul. 
Timken Tapered Roller Bearings for this 
progressive railroad’s crack flyers, THE OLYMPIAN 
and ‘THe Pronger Limrrep, mark the day of new 
ease, quiet and surety in long distance travel. 
On guard against the wear and waste of 
friction, Timken Tapered Roller Bearings not 
only conserve power, but put an end to hot 
boxes and the whole lubrication difficulty. 
Steel wheels speeding steel grades and curves 
cause stresses which have been thought beyond 
anti-friction bearings. Here again, as in every 
other type of mechanism, throughout Industry, 
the “‘impossible’’ has yielded to Timken 
design, construction, and resources. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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Waterproof 


SCHIEREN BELTS DO LAST LONGER” 
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You Can Really Afford 
to Sell This Brand 


You won't need to waste time intro- 
ducing Duxbak Leather Belting. 
Belt buyers recognize the name in- 
stantly and know the service for 
which belting of this brand 1s 


¢ 








famous. 


ae You can really afford to sell 
in ‘ Duxbak. Its long life and trouble 
free operation will be an addition to 











Mtl : Raa 
iy the service-giving reputation you, as 
eeHaR a dealer, have but ) 
HH 1 dealer, have built up. 
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The Clipper No. 8 Speed Lacer 


The Machine that Laces an 8 inch Belt in l4 Minutes 


ANYG HO nn 
CEE MAB SELES CRC 
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Belt end and p Perfectly “+4 Re » ar ILooks embedded 
7 | ‘.. i sady for final $ flush with surface 
hooks ready for | > aligned hooks a clinching ; ot belt 


lacing } ‘ entering belt ‘ee 
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A New Clipper Lacer 
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A Three-quarter turn of a crank—and the powerful jaws 
of this new lacer force a row of Clipper Hooks cleanly and 
uniformly into an eight-inch belt. Less than 1'4 minutes is 
required to lace both ends of a belt. 


A pressure of 45,900* pounds on the belt is developed by | 

an entirely new principle, embedding the hooks in perfect 

alignment absolutely flush with the surface, thus prolonging . 

the life of the lacing and reducing the wear on the hooks | 

and pulleys to a minimum. And it will lace even the small- 
} est belt with increased efliciency and economy. 


Industrial plant superintendents will immediately appreci- 
ate the value of the new Clipper No. 8 Speed Lacer to their 
plant operation. 


The Clipper No. 8 Speed Lacer is furnished with or with- 7 
out stand. Weight 100 pounds. For complete demonstration 
and prices communicate with your nearest Clipper dealer, 
or with the 


Clipper Belt [acer Company 


GRAND RAPIDS MICHIGAN 


*These figures were determined by 
actual tests made in the laborator- 
ies of the Worcester Polytechnic 
Institute by Prof. Francis W’. Roys, ' 
Head of the Dept. of Mechanical f 
Engineering. 

















NEW YORK ST. LOUIS 


The new DUFF {Genuine Barrett} General Purpose Jack No. 
540, as shown above, is of 15-ton capacity, single acting, auto- 
matic lowering type. It is equipped with swivel top and hinged 
base and can be applied in four ways: {1} straight lifting load 
on head; {2} with chain; {3} with claw; {4} with foot-lift. Double 


socket lever makes it convenient to operate in cramped quarters. 


teen of DUFF Jacks in terms of lifting service. 
When you buy a DUFF Jack you are actually 
buying the ability to lift with safety, definitely known 
Capacities... buying a service not for today alone, 
but for next year and for years to come. 


Over forty years of engineering experience in meet- 
ing the most difficult conditions—modern plant 
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facilities assuring accuracy in workmanship and per- 
fect control of materials—make DUFF Jacks more 
efficient and easier to operate. 


The first cost of perfect lifting service is reasonable 
with DUFF Jacks— and the absence of expensive 
upkeep charges year after year, combines with this 
low initial cost to make them more economical than 
any other jacks on the market. 


DUFF Jacks are GOLD MEDAL JACKS—awarded the Gold 
Medal — the highest award—at the Sesqui-Centennial Exposition, 
Philadelphia, 1926; also at St. Louis 1904, Portland, Ore. 1905, 
and Buenos Aires, 1910—in competition with the world. 


Write for detailed literature on jacks in which you are especially interested. 


THE DUFF MANUFACTURING COMPANY, Pittsburgh, Pa. 


Established 1883 
CHICAGO 


Cable Address “Leverjack” 


SAN FRANCISCO ATLANTA HOUSTON 
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“Why did I hold up this requisition for high speed 
steel taps? Do you know what they cost? Well, thirty-five 
cents each over what you’ve been using—a cool 70% 
extra.” 

“Look at these figures. What if these new taps do 
cost more? We can handle the new production schedules 
without buying the extra machines we talked about yes- 
terday, because we can speed up our present machines if 
we use these high speed steel taps in them. Which will 
it be, a few dollars more for taps or seven $2300 
machines?” 

“You win, Bill. Say, when did you get all that dope 
on taps, anyhow?” 


“Oh, a GTD salesman was in here last week. He 
certainly is on the job and what’s more I’m trying out 
some of his ground thread taps on two jobs, and it looks 
as though we'd standardize on them for certain classes 
of work.” 

—And so it goes— 


High Speed Steel tools are changing shop practices 
everywhere. 
(Continued on next page) 
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HAND TAP 


MACHINE SCREW TAPS 


(Continued) 


Not long ago only the big shops used High Speed Ground 
Thread Taps. Now the wide-awake small shops are realizing 
what can be done with them. They are getting the same benefit 
of lower costs that their big competitors are. That means they 
can quote low enough to stay in business and make money. 


Our business is your business—to help ‘you find ways to cut 
the corners, to turn out better work—to save on cost and add to 
Profit. GYD cost-reducing tools are stocked by leading supply 
houses in every city and at GV D factory branches in New York, 
Chicago, and Detroit. Ask your dealer for information or write 


direct. 
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Coffee Buyers at 
a Brazil ( offer 
Plantation 


Cocheco Belts ~ 
and Cotfee Beans 


A far cry?—not really! Cocheco Belts 


link up with coffee production just as they 
do with a dozen other unsuspected item; 
of our daily life. On the long way from 
the bean to the cup Cocheco Belting takes 
its place as a machine driving medium that 
furthers the numerous processes required 


to produce coffee as we drink it. 


Service and durability are tanned into the 
hides from which Cocheco Belts are made; 
satisfaction is in every roll that bears the 
Cocheco stamp. Longer service, better 
service, lower power transmission costs 
make Cocheco a standard in a wide range 


of industries. 


The Cocheco Booklet — about 
belts — is interesting. May we 


send it? 


“Che PowerBar 
I. B. WILLIAMS & SONS 
Dover, New Hampshire, U. S. A. 


When writing to 
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n index of American. 


524 Atlantic Ave...Boston, Mass 
133 N. 7th St...Philadelphia, Pa. 


6 


Montreal . ; . Canada 
L : : 





46 Washington Blv« 


Industry— 


The outstanding names in industry are over- 
whelmingly represented in a roll call of 
Jenkins Valve users. Those on this page 
and thousands more comprise a roster of 
“Who's Who in American Industry.” 


These names illustrate the kind of steady 
business to be developed by tying up your 
sales efforts with those of Jenkins Bros. 
It pays to sell “known quantity” such as 
genuine Jenkins Valves—merchandise that is the 
standard order of engineers from coast to coast. 
I PONL: 
fore valve buyers in every trade wid ly 
or industry, Jenkins advertising Valen 


appears regularly in over a hun- S-> 


dred publications. 


To keep Jenkins developments be- 


JENKINS BROS. 
80 White St..New York, N. Y 





shicago, Ill 


JENKINS BROS., Limited 


yndon . .. England 





Always marked with the"Diamond" 


enkins \alves 


SINCE. 1864 


< 
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Sell Yale 
Ball Bearing Chain Biocks 


for 
Strength and Efficiency 


The Yale Ball Bearing Spur-Geared Chain Block, 
with the load sheave rotating on large chrome vana- 
dium steel ball bearings, represents the highest 
chain block efficiency yet developed because it 
eliminates sliding friction where friction is greatest. 
This heavy ball-bearing load sheave gives greater 
strength to the block. And every other detail of the 
Yale Ball Bearing Spur-Geared Chain Block is 
constructed with the same exacting care. 





Here are the essential points of superiority 
every salesman should know: 


Steel Safety Hook and Crosshead. Heavy steel forgings de- 
signed to withstand shock and surge loads of several times 
their rated capacity. These permit free swiveling and rocking 

° | 
action. 





Steel Load Sheave. A massive one-piece load sheave, ground 
on an arbor to give perfect concentricity for the ball races and | 
mounted on bearings, each carrying eighteen chrome vana- 
dium steel balls 


| 
| 
Steel Ball Bearings. Large chrome vanadium steel ball bear- 
ings, surrounding the massive steel load sheave, reduce friction } 
and make the Yale Ball Bearing Spur-Geared Chain Block 
more efficient, easier in operation, more lasting in service. A 
better block has never been made. 


Steel Suspension Plates. Heavy wrought steel suspension 
plates connect the upper hook with the ball bearings on whic! 
the load sheave rotates. 


Steel Load Chain. Each link die-formed to perfect uniform 
ity, electrically welded on the side, heat-treated and gauge: 
Every link tested to three times its rated capacity befor« 
assembly in the block. 


Steel Detachable Shackle. Simple to connect by means of 
the steel heat-treated oval pin and stronger than the chain 
itself. This Yale feature avoids the necessity of hand welding 
when attaching the hook. 

Steel Safety Hook. The ‘‘safety valve" of the Yale Block 
Drop-forged from special steel, it opens slowly, without frac 
ture, before any other part of the block is over-stressed —pr« 
tecting the block, the load, and workman. 


From hook to hook a line of steel—with ample 
reserve capacity to meet the emergency, and its 
safety assured by overload tests at the factory, the 
Yale Ball Bearing Spur-Geared Block is an out- 
standing achievement. 











YALE MARKED IS YALE MADE 





The Yale & Towne Mfg. Co., Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ontario 


Hoisting *: Conveying Systems | 
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> times the holes. siniont three : 
times the number of inches 


| drilled ~ these are the facts of the 

testsreported below. _ a 
_. They are typical of many, . 
showing qualitiesinthe New 
Morse Forged Type which can 
not be ignored by any drill user. 








TINE co. 


fon. aa oe 
Date 
BL hve 


Our drill engineers are ready to go 

into your plant now to demonstrate 

what Morse can do on any job. 
Write jor dae tment 
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LOKXS! 
TWIST DRILL & MACHINECO. 


NEW BEDFORD FIASS.U.S 


| Manse High Speed & Carbon Tools Sold by Reliable Dealers 
Every where 
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MEN—and bolts and nuts 


OR eighty-two years 

RUSSELL, BURDSALL 
& WARD have manufac- 
tured bolts and nuts for 
the constantly growing 
demands of American 
machinery—a long time 
in a country that has just 
celebrated its hundred 
and fiftieth birthday. 
Many are the business 
houses that have come 
and gone in the period 
covered by these years. 
But the strength of the house of RUSSELL, 
BURDSALL « WARD has been built firmly on a 


foundation of MEN. From the very founders of 


the business, men whose sons and grandsons 
are still at the helm, down to the humblest 
helper in the shop, hundreds of workers repre- 
sent the second generation of RUSSELL, BURD- 
SALL & WARD employees—and often the third. 


This in itself implies a spirit of fair dealing, of 
honesty, and strength of purpose that must in- 





evitably characterize the 

products made by such an 
organization. 

Empire bolts and nuts 

have thus become the 

standard of American in- 

dustry. Through machin- 

ery and methods devel- 

- x oped in our own plants 

: we are now able to offer, 

ee by the Smith process of 

¥ heat-treating,a bolt witha 

fF minimum tensile strength 

‘ of 80,000 pounds, a cold- 

headed bolt whose head is guaranteed not to 

come off, with threads as accurate as those of a 

hardened and ground gauge, and cold 






punched 
steel nuts the at will not iti fracture or scale. 


Cat 7, S47, pies o or GH tations on request 


RUSSELL. BURDSALL & WARD 
® BOLT& NUT COMPANY © 


PORT CHESTER.NY. 


; _“Dernorr ROCK FALLS, Dis. SEATTLE. SAN FRANCISCO 








EMPIRE 
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@NUOTS 
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A 
REMARKABLE 
INSTITUTION 


At the plants of the Russell, 
Burdsc he Ward Bolt & Nut 
Company, there are eighty-two 
men and women who have 
been with the firm for more 
than thirty years. Leading this 
roll are the men shown belou 

all of whom bold respe nsible 

positions of active daily em- 


ployment: 





Port Chester Plant 





NICHOLAS FOX 
70 years 
started April 13, 1856 





THOMAS KNOTT 
58 years 
started May 1868 


AARON F. ADAMS 
57 years 


started March, 1865 





“x 


S. N. LEFEVRE 
50 years 
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Rahmann Leather Belting has 
earned an enviable position in indus- 
try. For over thirty years it has been 
known as a belt that returns full value 
to the belt user. 


This prestige and the unvarying 
quality of Rahmann Belting, plus 
helpful selling cooperation, are what 
we have to offer distributors. Let us 


send you a catalog and state our sales 
proposition. 














GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Syracuse, N. Y. Philadelphia, Pa. 





Here’s a Real Labor Saver 


For Manufacturers of Goods in Metal, Glass, 
Celluloid, Rubber, Wood and other Materials. 


nro. SAND BLAST 


Will replace the scratch brush for mat finishing and similar 
effects on all classes of goods—it will replace the use of 
disagreeable acids for this work. 

It furnishes a modern, cleanly way of cleaning moulding 
sand from patterns and castings. 

Finishes may be fine, medium or coarse on all materials as 
desired—but, most important, it will always be uniform— 
no streaky, uneven results. 

Any article to be plated should be sand blasted first—it 
will result in a more permanent plate, quicker plate, and 
a saving of time in plating and a saving of current. 

The most inexperienced person can operate it without in- 
structions—the work cannot be spoiled. 


Metal Goods of Every Kind and Description Should be ' 
Sand Blasted to increase Plating Durability. ' 


The sand blasting process is fully treated in 
our catalogue. It improves your plating, mak- 
ing a surface to which the plate will adhere 
more securely and much more rapidly and so sand 
blasting saves time in plating, and improves your fin- 
ish—very desirable ends you will agree. This also applies 
to articles to be painted, sprayed, enameled or otherwise 
treated Mat finishes of various degrees are quickly 
secured 


i \iuaz ~‘LEIMAN BROS., 23 Walker St., New York | 





MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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88 Stock Sizes of 
+ Bunting Bronze Bars 

















































Piece Outside Insid Approx. Piece Outside In-id ; Approx. 
Number Diameter Diameter Length Weight | Number Diameter Diameter Length Weight 
AX 3 ig GEOR 
Az VE 12 2 F 4 2 12 5 
B 14 4 12 4 IG 314 134 Pe 22 
BW 4 Ve 12 315 1H 21% Z 12 1814 
BX 14 V4 12 2'4 J 314 21% 12 1614 
CA 14 4 12 514 JB 314 | 12 a3 
C 1! 3 12 5% {9 314 14 12 29% 
CA |! | 12 334, JD 314 13% 12 263% 
D 134 44 12 7 LS 31, Z 12 24 
DA 134 | 12 ¢ A 31/5 2! 12 21 
There are now 88 stock DX 134 114 12 41 A Je 314 rip 12 18 
sizes of Bunting Phosphor DB 2 4 12 10 KG 3 > IV 12 34/3 
. E 2 | 12 834 KE 334 134 12 33 
Bronze Cored and Solid EA 2 14 12 7i4, KA 3 3, 2 12 291 
Bars as shown on this page. EB 2 Wy 12 5 KF 3 +4 2% 12 26! 
: EX 2'4 | 12 1134 KB 334 214 12 23 
Instantaneous deliveries F 214 14 12 10 KX 3 3, 23/, 12 0 
from the factory and all FA 2% 114 12 814 | KC 4 12 4334 
7 hee Daiiee - I GX 2'4 | IP 15! KH ” 14 12 4014 
branches. Fatterns tor hun- GY 2) 4 12 1334 KD 4 2 ‘2 35 
dreds of other sizes. G 2! IV) 12 1034 | LA 4 214 12 29 
GA 24 13 12 94 B - 3 12 191, 
GE 23 | 12 191, LB 414 13% 12 44 
Pa. GB 23 14 12 16! LE 414, 2 12 4114 
anne GC 23 11, 12 151% LC 4\4 214 12 341 
H 23 134 12 123, LD 4144 3 12 263 
HA 23 2 12 10',; M 414 314 is 21 
' IX 3 | 12 23 MC 41, 11, 12 52! 
r LA 3 Ii'% 12 22 MD 415 21, 12 41 
ANS 3 I, 12 21 MF 434 23 12 43 
IB 3 134 Zz 18 MA 5 3 12 47 
Sy The Bunting Brass & | 3 : 12 143, | ME 313 214 12 70 
- i iC 3 2'4 12 11 MB 6 3 12 9 
Is. Bronze Co. 
Toledo, Ohio SOLID BARS 
Outside Diameter Length Approx. Weight jOutside Diameter Length Approx. Weight 
: - EW o- . cl AGO ; “8 + +, 2\% - 18% 
ar ( ro2s ( 0-68 ’ “ £°8 - Le 
ot fiLAD PHILA SAN tANCISCO “8 12 21% 3 12 zg 
vs s | 12 3 3% 12 3 | 
ng LOSTON | Ve 12 3 31, 12 3534 
S ly 12 3 3 12 4] 
oa 13% 12 51 + 12 4654 
is |! 12 63 41, 12 53 
iri 1% 12 9 41, 12 59 
2 12 1214 5 12 73 
-it 24 12 15 6 12 105 
nd j 
n- 
be 
-Y. 
in 
k- 
re 
i Be Re TT £2 EPR ory 
ie PP. a a hath B Pes 3 & ih 2. 8, R. ‘4 Fe. 2) iv” Z& 
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HE orders you take come 
under the watchful eye of the 
credit man. 


How about the orders your 
company places—the orders that 
you make? 

If the reliability of the manu- 
facturer is checked when you sell 
it should be checked when you 
buy. 

Whether his is a dependable 
source of purchase is important to 
learn before—not after his prod- 
ucts are in your plant. 

What can you expect 
way of prompt 
deliveries? 


in the 
and continuous 


W hat about quality uniformity? 


Ou are YOUr 


= Credit Man hon 


— = tf comes to 


Buying Orders 


Has he the ability to finance 
your orders? 


* * * 


A reliable aid is here-—in this 
publication. Most of the manu- 
facturers in this issue have been 
running their advertising in this 
publication continuously year 
after year. 


They are established. They do 
not advertise something they can- 
not deliver. They cannot deliber- 
ately exaggerate product merit or 
institutional service. 

Why? Because this publication 
is A.B.P.—-meaning it is a mem- 
ber of the Associated Business 
Papers. This means, broadly, 
that this publisher has that basic 
A.B.P. requirement— integrity. 

If a product you need is not 
advertised in this publication, ask 
the publisher to direct you to a 
reliable source. 


This publication is a member of 





The 


ASSOCIATED BUSINESS PAPERS, Inc. 


An association of none but qualified publications reaching 
the principal fields of trade and industry 


Executive Offices: 


220 West 42nd 


Street, New York, N. Y. 


March, 
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Horite to M-F-O at Parkers for Catalog 


Phe Charles Parker Co.. Master | ise Makers. Meriden. Conn.. U.S.A, 
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This coupon brings 
a free sample 


of Kester Solder to prove these 


“sales points” 


HERE is but little sales effort neces- 

sary in making a Kester customer. Any 
one of the following features of Kester 
Solder are sufficient to make a quick sale, 
a clean profit and repeat business 








‘DROP, 


ake sale ross es CLAM Po 
1. Kester Solder needs no aa us . 


it carries its own scientific flux in tiny 


There is an ARMSTRONG 
sockets within itself. 


Lathe Dow or Clamp for 
every purpose- 


Sell the complete line and 
increase your profits, 
. It saves one-third of soldering time. 


ap nei apenteneeda as PREFERRED BY THOSE 
% 


2, It requires only heat—a touch of Kester 
and a touch of heat makes any job com- 
plete. 





separate fluxing. 


2 ee made of pure virgin tin WHO REALL Y KNO W! 


6. Handy packages, one, five, tenand twenty 


pound spools. HOP foremen and superin- 
To prove to yourself that Kester salespoints are tendents everywhere demand 
facts that have built a substantial and profitable ARMSTRONG TOOLS because 
business for our dealers, we will send you a test 


sample free. Send the coupon today. 


they are thus assured of better 
work with greater production. 


Mill Supply jobbers and sales- 
men push ARMSTRONG Tools 
because they sell easiest, bring 
greater profits and, still more 
important, because they give the 


buyer the most satisfactory re- 
sults. 


Sell the Line of Recognized 
Quality! 


Send for FREE descriptive litera- 
ture showing the Complete ARM- 
STRONG Line with sizes, prices, etc. 


ARMSTRONG BROS. TOOL CO. | 
“The Tool Holder People” | 





Af | 4215 Wrightwood Avenue Chicago, U.S.A. 
| 








x | Originators and world’s largest manufacturers 305 No. Francisco Ave. 
I of Self-Fluxing Solder CHICAGO U S A 
\« YOUR JOBBER CAN SUPPLY You . 
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3| 4 467 >MEDARP eouippen LINE 
G67 47 a Of Industrial Applications 
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Emphasizes the Medart policy of 
keeping pace with industrial pro- 
gress by making improvements 
as conceived and when proven 
advantageous. The line comprises 


Wg, 
WWW 


\\ 


WN 


WW 


DOS 
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1 The Spherical Ball x 
Socket Pillow Block 


—when adapted to line shafting and 
other kindred uses, saves power, lubri- 
cant, preserves alignment and practic- 
ally eliminates wear. Provides desirable 
economies, particularly in duplicate 
machinery. Can be modified to suit any 
engineering or structural requirements. 


2 The Ball & Socket Hanger Bearing 
—when applied in either Medart post or drop hanger 
frames for support of line shafting, takes out the 
heavy drag and saves lubricant, wear, fuel and power. 





3 The Unit Mounting 4 The Loose Pulley 





meets the needs of various ma —when Timken equipped 
chine designs and heightens the and adapted to line shafting 
value of duplicate machinery. and countershaft usage, 
Mountings furnished with a num- materially reduces friction 
ber of different type housings to and assists in cutting down 
suit various designs of machines power bills. A trial installa- ' 
or special equipment. tion convinces. t 





This added Line makes Medart a more complete source for mechanical power transmitting ma- 
chinery and allied products than at any time in its nearly 50 years of serving Industry. Ask for ; 
Bulletin on Timken-Equipped Line and for Catalog No. 43 on allother Transmitting Equipment. ; 


THE MEDART COMPANY 


“ormerly Medart Patent Pulley Co.) ‘ 
General Offices and Works, St. Louis, U.S. A. i 


Office and Warehouse in Cincinnati « « « Offices in Chicago, Philadelphia, Pittsburgh, New York and Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


i 

j 

Pa ‘| ; 

| | 
' 
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Everything in Line Shatting Equipment At 
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A PART OF THE MOVER 


Handles play an important part in making 
A straight-grained rock 
maple is carefully selected, turned and culled, 


Badger Car Movers. 


making it certain that only A-No. | handles 
are used. Strength and durability are there- 


by assured. 


The New Badger handles have lately been 


increased 3 inches in length, giving the 


mover a greater leverage which, in turn, 


means more power. These excellent quali- 
ties in the handles coupled with Certified 
malleable castings, and Specially hardened 
steel explains the good reputation of The 


Badger Movers. 


Write for Our Attractive Jobbers’ 


Proposition. 


THE ADVANCE CAR MOVER CO. 


Appleton, Wisconsin 
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Flax Packing 
All Grades—All Types 


Send Us Your Inquiries 


Linear Packing & Mfe. Co., Ine. 
L901-5 N. Marshall St. Philadelphia, Pa. 




















Standard Self Aligning 
Belt Fasteners 


Simplify your tock of belt 


fasteners There are three 








sizes Of plates at d six sizes of rivets to fasten transmis 
ion belts single to 8 ply, and conveyor belts up to >.” 
thicl a 1+} 

self Aligned) Plates 

self Aligned Rivets— 

Rust Proof Plates 

tse fewer rivets, 

Quicker to apply and take up belt 

Curved plates fit the pulley. 

Plates can be used many times 

Upson Worl 
Unionville, Conn., U. S. A. 

Al m ifaetur of Standard Malleable and Steel Fasteners, Upson Boits 

Nuts, Rivets and Climax'’ Wire Rope Clips 
. 


Ma 
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get your copy? 


THE NEW BRISTO CATALOG will interest every 
user of set screws and cap screws. Complete informa- 
tion about the unique dovetailed flute socket design—the 
extra-small diameters —- diagrams and tables, giving 
sizes and dimensions of threads, screws, points and 
wrenches—-the new screw driver type of wrench—and 
latest price list. A valuable reference book. 





If you want extra copies for members of your organiza- 
tion or your friends in the trade, we will gladly send 
them,—to you or direct. Send for yours now. Look it 


over carefully when it comes and see what Bristos can 
do for you. 


— interesting 
informative 


For the most exacting work~ 
use Bristos 















































THE BRISTOL CO., Waterbury, Conn. J ee re re ee rt er ee eT 
Send the new catalog of Bristo Set Screws. Cap NN S56. 5 <p cortiain eee saad Shel eee 


Serews and accessories to 


{ddress ee eee eae ee ee ee ee ee ee ee ee 
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| Remember the Name 
| 
when thinking of 
Wipi d Polishing Cloth 
a iping and Folishing Cloths 
The name “Blue Grass” represents many years of conscientious 
work on our part to put quality and absolute safety into this very 
Guarantee necessary article. The name is registered in the U. S. Patent Office. 
When you are in Louisville, come machines full of hot suds, and then 
BLUE GRASS Wipers into our plant and see how we turn to the hot revolving drums that ster- 
and polishing cloths used cotton clothing into clean, ster- ilize them and make them absolutely 
must satisfy you that ilized wiping cloths. germ-proof. 
: eas We would not extend such an invi- 
they are exactly as tation if there were any part of our DISTRIBUTORS 
represented. If found process that we did not want our’ Do not sell wiping cloths unless you 
otherwise, any and all customers to see. The garments are know their source. The consuming 
shipments are return- opened up to make them all into flat trade wants quality and safety. You 
bl } ee ; pieces, and the buttons and other’ can build up a permanent and prof- 
wee 5) ee Factory fasteners are removed. After being  itable business with BLUE GRASS, 
without cost to you. In sorted they go to the big washing the guaranteed brand. Ask for details. 
this connection you 
have the last word and Louisville Sanitary Wipers Co., Inc. 
are the sole judge. 2 sags AE 
Factory and Office, 759-765 South Preston St. 
Louisville, Kentucky 
Pressed Steel Ladles 
and Kettles 
Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 
Write for Bulletin No. 21 
Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 
MULLINS BODY CORPORATION 
Successors to W. J. Clark Co. 
102 MILL STREET SALEM, OHIO 
? Fig. 838 
Fig. 22 j 
a ——— — 
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“ANCHOR &; TRUCKS 





















No more truck doctors! 


That’s good news for your 
truck customers! 


They’ll welcome this Anchor 
All-Steel Truck. It’s a truck 
that thrives on hard knocks 
and gruelling service. 


Made of steel throughout. No 
wood to splinter or break. 
Light—easy to handle. 


Available in all types and 
sizes. Write us for Catalog 
No. 101. 








ANCHOR POST FENCE 
COMPANY 








yg 


9 East 38th St., New York, N. Y. 





U-BAR 


STRENGTH 














| STRONG as Steel ——~ LIGHT as wood. 


When writing to Advertisers please mention MILL SUPPLIES 











‘swear by 
Cheney 
Hammers 


Ask any of them—the carpen- 

ter, the machinist, the home 

user—they’ll all tell you they wouldn’t part with 
their Cheney Hammers. 


Hammer users—men who know tools—find 
Cheney Hammers just the features that make them 
right for their particular job. Cheney Hammers 
are made of the stuff that lasts. 
effect on them. 
know it. 


Hard work has no 
They’re built for that—and men 


That’s why Cheney Hammers have been the 
favorites with three generations. And that’s why 
mechanics will tell you they wouldn’t swap ’em 
for a dozen other hammers. 


March, 


1927 





For Every 
Oxy-Acetylene 
Welding and 
Cutting Job 


There is an Imperial Outfit for every opera- 
tion for which the Oxy-Acetylene process is 


adapted. Whatever the requirements of 


your shop may be, there is an Imperial Out- 
fit to meet them. Light equipment for light 
work — heavy duty equipment for heavy 
work— outfits for welding only or for both 
welding and cutting—all these, and others, 
are fully described in our new catalog. Im- 
perial equipment has won wide favor in fac- 
tories, shops and mills because of its depend- 
ability and because it produces better work. 


The No. 11 Imperial Welding Outfit shown 
here, includes the new Type X Imperial 
Welding Torch and comes packed in a steel 
carrying case. The price of this outfit is $90. 








Save 2to5 Cents 
per Cubic Foot 
of Acetylene 








£9 
= The Imperial Acetylene 
Le Generator provides acon- 
stant supply of pure acet- 
ylene gas at asaving of 2 
to 5 cents per cubic foot 
over gas compressed in 
cylinders. Approved by 
the Underwriters Labo- 
ratories. No weights, pul- 
leys or motors. Send for 
complete description, 





li 








fi 
\ 








Send for New Complete Catalogs 


Oe la aad i ht hg etc 


THE IMPERIAL BRASS MEG. Co. 


511 So. Racine Ave., Chicago 
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BOSTON WOVEN HOSE & RUBBER CO. 
Makers of Quality Rubber Goods for Fifty Years 


Works: Cambridge, Massachusetts Postal Address: Box 5077, Boston, Mass., U.S.A. 


Makers of BULL DOG Belting, BULL DOG Hose for a dozen different uses. 
BULL DOG Friction Tape and other mechanical rubber goods. 
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Sell Pacemaker | *"* 
and build profits 


You can easily sell Pacemaker belting 

at a reasonable profit and increase : eet 
your list of satisfied customers. Pace- By ico for the 
maker is a superior quality belting ay 

that is backed by 22 years of manufac- 

turing experience and rational adver- 


tising. 


adoption 


are 





ake 
bushings m : : 
jor oul oie 


paundry 





Made of high-grade fabric, impreg- 

nated with pure Para, manufactured 

according to a formula that is the re- 

sult of much experiment and research, 

Pacemaker is winning new friends and It’s Not What We Think 
keeping the old. Write for interesting , About Arguto— 
proposition and sell your customers a ne en ae eae 


it that really counts. That’s why 


leader i the excerpts shown above mean 


more than any statements we 
could make. 


If you want 20 years or more 
of bearing service—minus oil 
and attention—at one-tenth the 
initial cost of bronze, write 


/egpiice I be a. The ft y : today for information. 
y aida pals ase Tl oe ARGUTO OILLESS BEARING CO. 
$ Wayne Junction 
Pace oman! es ean at-on Pa. ws Ga = hee 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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| Another Example of 
| rafnir Leadership 






In keeping with Fafnir’s policy of introducing im- 
proved design, better construction, new materials, 
whenever exhaustive research conclusively shows 
that these contribute to still greater ball bearing 
durability and serviceability, the adoption of 
molybdenum steel in Fafnir Ball Bearings was 
first announced in July 1925. 

Molybdenum steel is now being used in all stand- 
ard types and sizes of Fafnir Ball Bearings, both 
in the rings and in the balls. 

Another example of Fafnir leadership ! 


| Further information in the February issue of) 
Lour publication, The Dragon. Write for a copy 


FAFNIR BEARING COMPANY 
Makers of high grade ball bearings—the most 
complete line of types and sizes in America 

NEW BRITAIN, CONN. 


IRAIRINIUIR 


BALL BEARINGS 





















JST COMPLETE LINE OF TYPES AND SIZES IN AMERICA 
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LAGE en 39 
a NULL, SLUIPPILIDES 


“= YOST VISES _« 


GUARANTEED THROUGHOUT 


Machinists’ 
Vise 




















Combination ; 
Pipe 
Vise 











t . . 
' Machinists’ 
‘ Vise 





k * 
Berea 


12 Sizes il 
2” to 8%” jaw 4 Sizes 
314” to 6” jaw 


— 


Hinge Pipe 
Vise 


Machinists’ 


Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 


1%” to 12” 














12 Sizes 
2” to 8%” jaw 








Pattern | 





1 RN I SLE LOI 















} : , 
4 Sizes LP + a 
<: Holds Pipe % ise 
oL Siz ye 4 } 
Makers r de %” to 8 ie 
fg &”x16 

Vise UY C 
: 
| 
i 
Single and ' 

Double Burner 

: 
i 
All Steel Anvils 
i 
¢ 
, ' 
2 Sizes So | 
7” and 10” jaw 60 Ibs. to 450 lbs. ; 





Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
i Established 1908 


AAR a Maser 
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Reelites 
speed freight 

shipments for 
Continental 


Can Co. 


Groping in the dark interiors of 






freight cars never did placate the 
customer awaiting a rush order 
so the Continental Can Com- 
installe Re 


Clearing W yrks. 


pany clites at their big 
The time saved, plus less dam- 
age incurred in packing, alone 
saves more than the cost of Reel- 
ites. That is just one of the things 
a Reelite w ill do. Another is to 
keep slack cord from the floor, 
where it meets the sharp heels of 


workmen and the heavy wheels 


The 


eelite ~ 


Handy Light on a Reel ov 


March, 1927 











of conveyors. By climinating the 
frequent costly cord renewals, Reel- 
ites effect still further economy. 

Reelites release and retrieve 
clean, dry, unkinked cord, that 
permits the light to be carried to 
any spot where it will prove most 
serviceable. 

To any salesman interested, we 
shall be very glad to send fully 
desc iptive literature covering 
all types and uses of both Con- 
stant Duty and Portable types of ( 

XY 


Appleton Reelites. 
> an | 


APPLETON ELECTRIC COMPANY y AS 
1706 Wellington Avenue + ( U.S.A. Ud 
Ren Green ; f 





ahs 








— 
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Wake This Offer to Your 


Customers 
we of the ability 
of the R-W No 925 


render 


so contident are 
Trolley to 
superlative service that we 
will gladly send it to any reputable 
manufacturer for free trial. Such a 


trial involves no cost or obligation, 


for if the trolley faile to demoan- 
strate its superiorities under actual 
working conditions vou have only 


to send it back at our expense. 
This offer, we believe, is far stronger 
than any claims we can make. R-W 
No. 925 is made in seven capacities 
Ask for this FREE 


—'4, to 4 tons. 


trial 





New York 
Chicago 


Boston 
Minneapolis 


Montreal 


Richards-Wilcox Mf 


“A Hanger for any Door that Slides.’ 
AURORA, ILLINOIS, U.S.A. 






‘Lhere Is Profit For 
You in OveR-Way 
Conveying Equipment 


The Richards-Wilcox line of conveying equipment is complete 
and offers you as a mill supply jobber a most attractive oppor- 
tunity for increased profits. 


The line includes both enclosed trolley-track and |-beam types of 
track, switches, turn-tables, curved track, 


brackets, and all necessary equipment for complete installations. 


trolley cross-overs, 


rhe trolleys, for both types of track, are very carefully engineered 
and are carried in stock in many different capacities to meet any 
demands. 


The Richards-Wilcox Manufacturing Company maintains a staff of 
experienced OveR-Way engineers at each branch office. These 
engineers will gladly work with you in assisting to close your 
prospects. 


Richards-Wilcox conveying equipment is efficiently serving thou- 
sands of industries in all parts of the world. A share of this busi- 


ness can be yours. 


Write to any of our offices for further information. 


©. 





Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Kansas City Los Angeles San Francisco Omaha Seattle Detroit 
RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. V. innipeg 
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ETTING the pace is a stiff job but Oster has that 
habit. For the past thirty-three years jobbers 
have profited by Oster quality, experience and 
cooperation. The future bears even more as- 

surance of the same satisfactory relationship. Have 

you noticed the ever increasing line of Oster Products, 
every tool and machine an engineering masterpiece? 

The past three years have been particularly produc- 


tive and it will pay you to investigate the present 
Oster line. 


STER 


An Oster Power Machine, is 
recognized by plant superin- 
tendents everywhere, as the 
ideal, general purpose, pipe 
machine for factory main- 
tenance. 

Its versatility and adapt- 
ability to nearly all kinds of 
threading work, make it 
easier to sell. 




























Power ..acnines 








Write for full details and prices 
and a copy of the latest Oster 
Catalog, showing the most com- 
plete line of pipe tools and ma- 
chines in the world—manufac- 
turedby The Oster Manufacturing 
Company, 2087 East 6lst Place, 
Cleveland, Ohio. 
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The Power- Boy 
“* Motorize Your Stocks 
and Dies"’ 


Bull-Dog Die-Stocks 
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ase SCOIT VALVES 


A COMPLETE LINE OF 


S abillityy «BRONZE.» IRON-BODY vaLves 


BUILT FOR LONG LIFE 


Since 
1886 


Scott Bronze Regrinding Union Bonnet 
Globes and Angles are quality valves 
in every respect. Combining unusually 
pleasing appearance with the high 
standard of material and workmanship 
characterisitic of all Scott Valves, they 
are specially suited for the higher pres- 
sures and more severe services for 





Prange which this type of valve is generally 
on request selected. Splendid valves, whose 
7 performance equals their appearance. ta, i 
U. B. Globe 
200 lbs. 
97CO VALVE MEF O. 
SIGN VALUE rT G. Cc 


DETROIT MICH. 1 


‘MAXIMUM SERVICE PER DOLLAR’ 




















For Steam Trap Efficiency 








Fa and Low Pressure Traps for use in m 


lines as well as traps for removing air from 
water mains, brine pipes, etc., make up the 
Anderson line. 


Many years of manufacturing experience have 
enabled us to produce traps that meet every re- 
quirement for which you have use for this kind 
of apparatus. 


No. “QO” 


Junior 





The Anderson reputation for high quality, re- 
liable traps is your guarantee of satisfaction. i 


Use an Anderson— 
Its a Trouble Killer 
THE V. D. ANDERSON CO. 


Model “O” : Clev eland. Ohio 
Air Trap : 








336 3rd Ave... New York City 100 Peart St.. Boston 








242 Race St.. Philadelphia 207 Union Trust Bldg., Baltimore ; 
: 
134 Plymouth Court, Chicago Pa ' 
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These Lines Do Sell! 


ERE’S a page of quality products that you'll enjoy sell- 
ing. Each item has been so consistently advertised to 
the trade that little effort is needed to get orders. Attractive 
prices—exceptional quality—prompt shipments—that’s our 
reputation. Send for circulars today. 


1llowell” All-Steel 
st ? boars 






























































March, 1927 





| pipe and 
fittings | 


45 


PPE ENTS 2 


A TTS SAAD ITS SE LS OT OG LLB APT EMD 

















wa 
= 
4, 


if 


‘ay 


| 


Gi 


x 











ALL it the strength of a giant—tre- 
mendous—what you will, Williams’ 
“Falcon” Pipe and Fittings Tongs has it. 


That’s one advantage. Here’s another. 
The double-ended reversible jaw includes 
continuous teeth across its center por- 
tion. Result? A double purpose tool 
equally efficient on pipe and fittings— 
actually two tools at the price of one. 

More, it offers a choice of three or four 
grip positions on each size of pipe, assur- 
ing minimum wear on individual teeth. 


Chain—either Flat Link (illustrated), 
or Cable. 





You'll find it a big seller from the start. 
Order yours today. 





New York 








JI. H. WILLIAMS & CO. 
“The Wrench People” 
BUFFALO Chicago 


OLs 





“FALCON” 
PIPE AND FITTINGS TONGS 





With Proof Tested Chain 
% ." ‘ , % a " 3 a» a \ \ \ \ \ \ \ \ “ \ \ \ aX \ ~~ \ 
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The Keystone Drilller Co. 


Uses WILLIAMSPORT WiRE ROPE for your protection 


not alone because of its uniform superiority but because Keystone, like 
most reliable equipment manufacturers, desire to KNOW for an abso- 
lute certainty, the grade—tensile strength—of the cables they use. 


There can be no guesswork with KEYSTONE and 
there SHOULD be none with ANY manufacturer. 


Careful engineers— men who prefer certainty to uncertainty — are 
demanding Williamsport Wire Rope on their operations for in this way 
only can they know beyond doubt the grade of rope they are using. 


Manufacturers who thus equip their machinery are thinking of your safety more 
than the price they pay for the rope they use—they don’t shop—They specify 


WILLIAMSPORT 


for YOUR protection. 


WILLIAMSPORT 


is the only Wire Rope made, the grade 
of which is marked in plain English— 
This protection to you is worth more 


than the wire rope cost—Don't let care- 


lessness enter into your daily work. 


Know what you re using. 


Insist Upon Williamsport 


















» | aa - nee 
WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works: Gen’! Sales Offices: 
Williamsport, Penna. Peoples Gas Bldg., Chicago 


ee ts ~. 





PLOW STEEL 


WILLIAMSPORT 
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YISTRIBUTORS 





WANTED 


Works lik 


for remarkable new utility truck which 
enables one man to do work of two 


One man plus the Alemite Little Giant handles 
barrels, boxes, heavy chunks of steel and other 
merchandise easier and more efficiently than two 
men with the ordinary truck. 


Leverage, an age-old principle, is 
the secret of the tremendous lifting 
power of the Alemite Little Giant 


Although on the market but a short time the 
Alemite Little Giant has met with the instant ap- 
proval of scores of industrial institutions. A na- 
tionally known concern writes: 


‘‘We have had three of your Alemite Little 
Giant Trucks in operation for the past few 
months. Using an Alemite Little Giant Truck, 
one man can now do the work which previ- 
ously required two men, and he does it in less 
time, with much less physical exertion. 


‘‘The three Little Giants are doing the work 
that formerly required four ordinary trucks 
and eight men to perform.” 


We have an attractive proposition to offer to 
distributors. Full co-operation will be given to 
responsible concerns. Simply pin coupon to your 
letterhead for details. 


Alemite Die Casting & Mfg. Co. 








a shovel 


2640 Belmont Ave. Chicago, III. 
y = Se SBE SE Se ST SE SRE RET ee ee ee ee a=. 
~~” : Kindly send full information regarding the 
5 Alemite Little Giant and your proposition to 
I distributors. 
; Name 
ft Address 
i = : 
a City State 
: By 
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DAYTON 


Safety Ladder 


- 
| 




















| 
; 
| 
; 
' 
| 
| 
: 
| 
| 
Would You Employ 

One-Armed Workmen? 
i 
| You are virtually doing that very thing 
i when you ask a man to work from a 
| step-ladder. le knows he’s not safe— 
To ensure this, each hangs on or steadies himself with one 
TRIMO _ hand. You pay for the work of that 
srietevienenaricaaa hand—why not get it? The Dayton 
ee ee Safety Ladder can’t slip, sway, wabble, 
Because they are built slide or collapse. The wide leg-spread, 
| to “stand the gaff” broad platform and safety rails provide 
TRIMO tools are the absolute security. There is no time 
most economical — wasted in needless ladder adjustments 
| county so as there are or in running up and down for tools. 
a nae Dayton can be placed over machinery or 
i nny tae. close to the wall. Its use is a profitable 
' . investment in better, faster work and in 
‘ Sold by mill supply Ace ; ‘ 
i Sadinte: positive accident prevention. Made from 


steel braced aeroplane spruce in sizes 
from 3 to 16 feet. 


TRIMONT MANUFACTURING COMPANY Write for full information 
pepgieiumnamees wens The Dayton Safety Ladder Co. 


121-123 W. Third St., Cincinnati, O. 


—— S/N 


{merica’s Leading Wrench Makers For Nearly Forty Years 
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C -FAMOUS SEXTETTES 











= O-FAMOUS INVENTORS 





ai 


wr 


ALEXANDER GRAHAM BELL 


© - FAMOUS TOOLS 









JOHANNES GUTENBERG 





ELI WHITNEY 


SIR RICHARD ARKWRIGHT 
The 


TWIST DRILL 
COMPAN Y 


CLEVELAND 
NEW YORK-CHICAGO-LONDON 





LLY Serre 


TRADE MARK REG. U.S PAT. OFF. AND FOREIGN COUNTRIES 
Manufacturers of Carbon and Cle-Forge High Speed Drills ae every purpose; “Mezzo” Super- Carbon 
Drills; Hand, Jobbers’ and Shell Reamers; “Peerless”? High tio | eamers; “Paradox”? Adjustable 


e 
Reamers; “Quick- Set”? Reamers; “Spirex’”’ Machine Taper 9 Reamers; "Chucking Reamers for 
Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; and the “Ezy-Out” Screw Extractor. 


(SER, 

























































































You Should Know 
These Babbitt Facts 








BABBITT 
METAL 


DATA 


f) 


HOYT METAL COMPANY 
SAINT LOUIS 
NEWYORK CHICACO DETROIT 


FIFTY YEARS OF BABBITT MAKING 
since 1875 


PSPS SSSSHSTVSSSSSSSSSSESHSSeeeeeseeses 
TIT TIITIIIITIIIII IT TIT a ae 


HE booklet shown above contains 

a wealth of valuable information 
about babbitt. It has been compiled 
by engineering experts at great expense 
for the benefit of babbitt users. It 
will be sent to you without cost on 
your request. 


Send for your copy of this helpful 
booklet right now before our supply is 
exhausted. You will prize the data 
and information it contains. Just send 
us your name and the book will be 
mailed to you gratis. 


Hoyt’s Great Eight 


Genuine ‘‘A’’ Babbitt 
Electric Railway Babbitt 
Oil Engine Babbitt 
Trojan Babbitt 


Faultless ‘‘A’’ Babbitt 
Gas Engine Babbitt 
Eagle ‘‘A’’ Babbitt 





Standard No. 4 Babbitt 
For your copy of Babbitt Metal 
HOYT METAL COMPANY 


iN Data send your request to 
Department [| 
SAINT LOUIS 
Chicago 


New York Detroit 
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the d de Soil, 
fhe market for Bearium Bearings when intelligently approached Bearium—‘‘the super bearing metal’’—is a wonderful medium 
i very receptive and seems almost unlimited. Our customers for establishing new accounts, satisfied customers, and a good 
uniformly express their satisfaction with the metal, eagerly and profit to the distributor. vA Cb 4 
positively. Pe Z& pw-6, Fa-Q 
y : - 2 ‘“ 
2Zyettr $ ht, 
| Sam F 


Topping Brothers, New York, NV. 


The increasing demand and the high turnover puts 


at the top of the list with us. a 
SBS ae 
CC | Vautatre 


*“Bearium 


4 > 


The Paulsen Supply Co., Ine., Chicago, HU, 


We are very enthusiastic about Bearium Bearings. 





The Strong, Carlisle & Hammond Co., Cleveland. O 














The BE. A. Kinsey Company, Cincinnati, O 


“Bearium” is one of our leading specialties. The manufacturer’s 
cooperation is 100%, Zz 
:~ 


The €. Ss. Mersick & Co., New Haven, Conn 


We anticipate gratifying results for Bearium judging from the 


“rowing sales activities. Leo S Sonar. 


The Strong, Carlisle & Hammond Co 
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“Bearium”™ will do what ordinary bronzes cannot attempt. We z 5 
have yet to receive our first complaint. fhe Bearium proposition certainly is a revelation in merchan- ¥ 
, . J dising. — = < 3 
My f - { LL A ( Pet AK 
Ulotulrthican VR j é 
I. Russell & Company, Inc., Holyoke, Mass Lewis E. Tracy Company, Boston, Mass ; 
All our salesmen like to handle “‘Bearium”™ and results have far ' 
exceeded our expectations. ; =>, Our investigations satisfied us that “Bearium” offered an unusual 
of oo distributing opportunity. a $ 
- fern (fermary A Wakhi\ 
‘ ock & ” . Philadelphia, Pa Hy 
Root, Neal & Company, Buffalo, VN. Y fuddock & Company hi phia 
Even with the added Customs Duties, our customers are willing Our business experience with Bearium Bearings, Inc., has been ' 
to pay the price to get “Bearium. - sa Sand oa : 
HME tah z most satisfactory. ) 
Tae 5 kilo 
H. 4. Harrison Tool Ca., Toronto, Canada C/ t j 
The Lone Island Hardware Co., Long Island City, N.Y 
We can say to you without equivocation that you can take : 
“Bearium” on with the prospects of a very substantial tonnage. : 
Owing to the superior merits of “Bearium’’ we have seen a H 
steady growing demand. The repeat orders are very gratifying. 
vA sf . 
ee a 7 er ' 
f- hn ’ 
Peas ACFE 
4p 
P, . O j 
The C. H. Wood Company, Syracuse, N.Y Coblentz Tool & Supply Co., Erie, Pa 
‘s ” P " . ote . y | x . — P P 
Bearium” is a splendid specialty for the right distributor In our estimation “Bearium” is the best bronze bearing line on 
—-~_> Ce the market. 
<p a ioe Yk 7 
Vf ’ 
Handlan-Buck Mfx. Co. St. Louis, Mo Cook Tron Store Co., Rochester, \. 
. - + ay , ~ , Spee aoe Ga ; 
BE | 7% a, ’ B ; rar rs ; 
ott é ‘ “ 4 ' /‘~X | i i ) | 
& q ja wee. A2vnR.4d4 AR UWE 3G aA VY fee a ZX A i ; oP & ' 
ELLICOTT SQUARE, BUFFALO, N. Y. 29 BROADWAY, NEW YORK CITY 
, 
88 PEARL ST., BOSTON, MASS. 
Foundries: Buffalo, N. Y., and So. Boston, Mass. 
y? ’ ) ié ys 
( / C? \ 1 ai. f/1 V1 i 
; 
| 
' 
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Let those two hands grip the handles of 
a Porter Bolt Clipper and tiiey have the 
power of seventy men,—power to cut 
heavy bolts, rods or chain; power to re- 
move (by splitting), nuts which cannot 
be turned with a wrench; power to save : : 
valuable time; power to cut labor costs; 
power to make repairs quickly—any- 
where. 





Porter tools are used all over the world, 


in factories, in shops, on construction 
jobs, in mines—wherever labor saving 


is a factor. 
Tools make the man 


Write for catalog of Porter Bolt 
Clippers, Wire Cutters, Chain Cut- ‘ ‘ 
ters and WNut Splitters. Order 
through jobber or supply house. 
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BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


Recommended by all the leading car 
manufacturers 
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IN a gasket, it is the material that 
counts; the time and labor of 
#*) cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 











Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphia 
Pittsburgh St. Louis San Francisco 
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O greater tribute to high quality and satisfactory 
service could be given than the frequency with 
which “NATIONAL” Pipe is specified by leading 
architects the country over. In practically every large 
city, the more important office buildings are served 
with “NATIONAL” Pipe in order to insure long life 
and dependable service, 
In these magnificent structures, involving millions of 
dollars and housing thousands of tenants, there is a 
great responsibility on the water, steam, gas and air 


cl enter seal Secale tah 
—f 
yd 





for Of; tice 
Buildings 





lines, that service may be maintained at all times 
There can be no compromise with uncertainty; the 
need here is for modern pipe to meet modern con- 
ditions—pipe that is made by processes which insure 
the utmost reliability. A cross section of the coun- 
try's finest ofhce buildings will show a strong prefer- 
ence for “NATIONAL” Pipe — The Recognized 
Standard for Building Purposes. Made by the largest 
manufacturer of wrought pipe in the world—the only 
pipe made by the Scale Free Process (butt-weld 


sizes '/) to 3-inch) and Spellerized 4-inch and under. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


District Sales Offices in The Larger Cities 








r SIT March, 1927 E 
— j 


56 











Specify 


Powell Valves 


on your next requirement and be convinced of their rugged construction and 


long economical service. 


Bronze, iron, and steel globe, * Standard in quality, distinctive 
angle, cross, check, and gate in design, finest of workman- 
ship, and truly finished prod- 
ucts, thoroughly inspected and 


rigidly tested with more than 


valves—a valve for every pur- 
pose—as well as lubricators, 
oilers, grease cups, whistles, 
water and oil gauges, fusible 


plugs, and a most complete ° eighty years of continuous de- 
line of engineering appliances * velopment for longevity and 
comprise the Powell line. - economy in service. 





Bevess, While. Sine THE WM. POWELL CO. yo 


Mounted Pilot Gate 
Gate Valve, 200 or Valve, 125 pounds, 
300 pounds W. 8S. P. 95 91.955 . : : 170 Ane i. i izes # 

Sizes 14 to 3 inch 2521-2531 Spring Grove Ave. W. Sizes % to 


3 inch, 
Cincinnati, Ohio 











“They always come back for 
more 77 _sewhen you’ve furnished 
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DRILLS - GRINDERS - BUFFERS 


And why not? A good tool, like a good friend, is a thing to 
tie to. “THE CINCINNATI” Portable Electrical Equipment 
has stood the test of time for over a quarter of a century. 
“THE CINCINNATI” tools are as good as high grade material, 
sound design and capable workmanship can make them. 





Write at once for copy of our new catalog and complete infor- 


mation about the fast selling ““CINCINNATI” line. 


The Cincinnati Electrical Tool Co. 


2681 Madison Road Cincinnati, Ohio 








Sales Offices and Service Stations located in principal cities. 
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EFFECT OF LIBERTY BOND REDEMPTIONS 

Just what effect a too rapid retirement of our 
Liberty bonds would have on our commercial and 
industrial life is very clearly stated by C. F. Childs 
& Co., the oldest house in this country dealing ex- 
clusively in government securities. 

While there has been endless discussion covering 
the matter of what to do with the treasury surplus, 
the Childs’ presentation hits the subject from a new 
and more interesting angle than has ever before 
come to the attention of MILL SUPPLIES. Business 
is well agreed that a reduction in income taxes is 
desirable, but the arguments have never been seri- 
ously linked with the after effect of a too rapid 
paying off of the government debt. 

The following statements were made in a recent 
financial bulletin issued by C. F. Childs & Co.: 

For several years, notes, not bonds, have primarily 
received the treasury’s attention in its redemption efforts. 
The Third 414s, which soon mature, are the only ex- 
ception. About $17,000,000,000 Liberty 
originally issued and on October 31st, last, $13,676,- 
000,000 remained outstanding. That is a reduction of 
less than 20% during a nine-year period, but $2,306,- 
000,000 treasury bonds were issued to take the place of 
the retired Libertys, so the net reduction in war bonds 
alone has been less than 6%. At that rate apparently 
it would take 150 years to extinguish the bonds, but 
that is not a correct deduction because with 


bonds were 


each re- 


curring year the sinking fund, which is an annual ap- 
propriation out of taxes, will automatically increase in 
size and eventually be large enough to retire whole is- 
sues of some of the outstanding bonds in a single year. 

That voracious sinking fund may be modified by con- 
gress in future years, when it becomes generally apparent 
to the public that debt reduction by means of the sinking 
fund will never permit tax reduction to result to the 
extent that the sinking fund reduces the debt (principal 
or interest), because of the fact that whatever interest 
the treasury saves by thus retiring the debt must con- 
tinue to be collected from taxes and reallotted and added 
to the sinking fund the following year. 

Regardless of the amount of debt retired by the sink- 
ing fund, we will in effect continue to appropriate taxes 
to pay interest on the entire original debt which the 
sinking fund has reduced until the last bond and note has 
been extinguished. In effect, we save no interest by re- 
tiring the debt with the sinking fund. 

The sinking fund was grafted on to the contracts after 
every bond was floated and is a scientific, sound and 
proper method to perpetuate, but it is not too sacred to 
be modified if found to be more excessive, powerful and 
burdensome than conditions warrant. The dose may be 
too strong for the patient people’s welfare. Even though 
the treasury’s annual surplus and foreign debt repay- 
ments should not continue to be available for debt re- 
duction, the next 30 years may witness the retirement 
of every bond by means of the sinking fund alone. 

It requires a large, if not a ridiculous imagination to 
intimate that this country suffered rather than prospered 
commercially and financially as a result of the war. On 
the contrary, and in the final analysis, the creation of 
our large national debt to finance that war has been a 
positive benefit and a measurable blessing which has 
spread universal prosperity among all strata of society, 
both those who possess the securities and those who 
enjoy the indirect advantages which the debt made pos- 
sible. Undoubtedly its ultimate extinguishment will 
cause virtually all price levels to drop back to the ap- 
proximate levels which prevailed before the war. Con- 
sequently, the hastening of debt reduction tends to 
precipitate general deflation with its attendant disturb- 
ances, which would be tempered if spread over a longer 
period of time. 

There appears to be no certainty that the schedule of 
payments by all the various foreign governments will 
continue to be made in full throughout two coming gen- 
erations. Further modifications, reductions, and possible 
cancellations will probably be effected for various un- 
prophesiable reasons and prove to be mutually beneficial 
for the economic welfare of all concerned, without re- 
acting in the slightest upon our own national prosperity. 

We cannot criticize Europe if its nations are not on 
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their feet eight years after the world war. We, too, 
suffered inflation of currency after all major wars, and 
not until fourteen years after the civil war did we resume 
specie payments and recover from currency inflation and 
deflation. A like period of time granted to Europe would 
extend to 1932. European nations are taxing and col- 
lecting from their people a larger proportion of the total 
income of their nations than this 
country. 

The statements made certainly sound plausible, 
and in case they receive consideration from Presi- 
dent Coolidge, Secretary Mellon and the various 
yrades of brains we have employed to represent us 
in both houses it is possible income 
taxes will be reduced more swiftly than now ap- 
pears probable. Economists, those posing as 
such, are a strange breed, and, like our medical ex- 
perts, seem able to prove quite definitely whichever 


we are paying in 


of congress, 


or 


side of a case their talents are employed upon. 
There is only one thing that is absolutely certain, 
and that is that no one desires to see a re- 


turn to the “good old times” we did not enjoy along 
about the time Kaiser Wilhelm made strong war 
medicine. If Childs is right in his conclusions, the 
best thing possible is to allow future generations to 
pay a considerable proportion of the debt incurred 
in making the world safe for them to live in. 





NEEDED PROPAGANDA AT HOME 

For some years We have been smiling or growling 
rather skeptically at the attitude of some millions 
of our one time overseas friends who owe us some 
billions of dollars. It is high time to take the mat- 
ter seriously, and realize they are no longer friendly, 
primarily because they owe us money, and secondar- 
ily beeause they are compelled to buy staggering 
amounts of our food stuffs, raw materials and manu- 
factured products. 

It may soon become necessary to make an ag- 
gressive move to counteract or punish these gov- 
ernments and hostile nationals, and that by hitting 
them in the one vulnerable spot, the pocket. It hap- 
pens that in the Cosmopolitan for March Irvin S. 
Cobb gives his impressions received during a re- 
cent trip abroad, covering the sometimes thinly dis- 
guised and more often openly expressed hatred for 
Americans and all their ways. There are few men 
better fitted to present these matters to us. He has 
had ample experience in Continental Europe and 
the British Isles before the great war, during the 
conflict, and since. He is a trained observer, a 
clever writer, and possesses ample ability to make 
logical deductions from his experiences. From the 
London bobby to the shopkeepers and laborers in 
all countries they show their contempt for us. The 
highly educated and diplomatic classes may usually 
be excepted from the statement. 

Now for Cobb’s remedy: American tourists are 
spending in of $500,000,000 abroad = an- 
nually. England, France, Italy and Switzerland 
are particularly dependent on this golden flood of 
easy money. Cobb suggests that for a year at least 
our spenders try a dose of “See America first.”’ At 
the end of a twelve months’ money drought these 


excess 
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contemptuous nationals would be ready to embrace 
every free-spending American as soon as he hove 
in sight. Perhaps some of you will try this remedy, 
because it is difficult to understand how a red- 
blooded American can put up with the boos, blats 
and curses heaped on him abroad, in France par- 
ticularly. 

Then along comes Garet Garrett with an article 
in the Saturday Evening Post of February 12th, 
captioned “The League of Debtors.’ The lesson to 
be learned is the same, but Garrett furnishes an 
astounding lot of figures and deductions that every 
one of our readers could assimilate to advantage. 
The principal point made is that our allies have 
made money out of us from the start, have never 
in reality paid us a dollar on account, except in 
where we loaned them an additional dozen 
dollars with which to make the payment. Our debt 
funding commission has already cancelled half the 
debt due us from our allies. Much of it relates to 
money obtained after the armistice in cash and 
goods. A vast amount of the war-time borrowings 
used to bolster up foreign currencies—the 
pound sterling, the franc, the lire. This worked 
against us in two ways. Everything the allies pur- 
chased from us was on credit, while we paid hun- 
dreds of millions in cash in England and France for 
transportation and subsistence of our troops, not in 
dollars but in the inflated value of currencies which 
our borrowed dollars were used to sustain. We paid 
Great Britain alone more than half a billion dollars, 
nearly twenty percent of it for transporting our 
troops across the water. 

We paid France $489,000 in port dues for our 
ships to use her harbors in landing troops and 
supplies, and $150,000,000 custom duties on war 
supplies to be used to fight battles on French soil. 
Sounds rather sordid, does it not? It is astonish- 
ing how easy it is for some peoples to hate those 
who have loaned them money. Our total payments 
in cash to Great Britain for goods and services was 
$2,500,000,000. We paid France $1,750,000,000 
in cash for goods and services. She owed us, and 
still owes $2,000,000,000 for goods and services dur- 
ing the war and $1,000,000,000 more secured after 
the armistice. All the figures quoted are Garrett’s, 
including his summing up. In the final, our allies 
borrowed $9,500,000,000, and we had spent with 
them $4,250,000,000 in cash, thus carrying on the 
wrong side of the ledger a gross of $13,750,000,000. 
During the next 62 vears, if we are lucky, we will 
get part of it back at a rate of interest constituting 
but a small part of what our government is paying 
our people on war bonds issued to secure the money. 
The difference we are paying and will pay annually 
in taxes. So they hate us very cordially. 
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WHAT OF SPECIALIZATION? 

There is a tendency toward specialization on the 
part of many distributors, who, at the same time, 
carry complete stocks of mill supplies. The lines 
on which sales activities are concentrated bear fair 
margins of profit, and salesmen are instructed to 
push them with particular enthusiasm and vigor. 
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Some distributors have trained specialists whose 
duty is to push certain lines to the exclusion of all 
others, and to co-operate with regular salesmen in 
the sale of these lines. Some see in specialization 
a means of making up for the small margins of 
profit on some regular lines. In these days, when 
price-cuting is so prominent a subject of discus- 
sion, the statement is frequently made: “It’s not 
volume that counts, but profit.”” This attitude on 
the part of the distributor must not be misconstrued. 
He does not seek an exorbitant profit on any of the 
yoods he handles. All he asks is a fair average re- 
turn on his investment, and if he can get it by 
specializing on certain lines, more power to him. In 
such cases he carries small profit-bearing lines for 
much the same reason the grocer carries sugar in 
his stock—simply to serve his customers and to aid 
him indirectly in selling lines bearing reasonable 
profit. 





DOES READING HELP THE SALESMAN? 

So much is written and preached about salesman- 
ship that some salesmen are perhaps ofttimes thor- 
oughly exasperated, and would ask for nothing bet- 
ter than to take some of the writers and preachers 
out on the road with them and stage an honest-to- 
goodness contest. 

Yet there is much to be gained by good reading. 
The experienced salesman does not have to take to 
heart every little bit of advice that is given. If the 
shoe fits, he can put it on; if not, all he has to do 
is to leave it off and pass on, looking for the things 
that will benefit him. And chances are that he will 
find one or more points of value in most of the 
articles he reads. 

But, as Frank Farrington points out in this 
month’s article in MILL SUPPLIES, the salesman 
should not confine his reading to subjects giving 
him pointers on how to sell successfully. He should 
read and study advertisements and articles about the 
products he sells and the lines manufactured by his 
customers. He should be familiar with business 
conditions in his own field and in the fields of his 
customers. 

In last month’s issue of MILL SUPPLIES was an 
article on babbitt metal, its casting, fitting, lubrica- 
tion, ete. The mill supply salesman who sells bab- 
bitt metal should read that article. It may benefit 
him immeasurably. <A study of the letters from 
leaders in the mill supply field, which appeared in 
the January issue, would give a good insight into 
what happened in 1926, and what the outlook for 
1927 is. His familiarity with the contents of some 
of those letters would undoubtedly aid the salesman 
in handling customers. 

No buyer likes a bluffer; neither does he like the 
salesman who has only a smattering of knowledge. 
He does not expect the general mill supply salesman 
to be a technical expert, but he does look for him 
to be able to answer a lot of questions regarding 
his lines, and to volunteer other than haphazard 
information concerning them. 





BUSINESS is spotty, as usual, and there is a gen- 
eral easing up of the peak conditions existing about 
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the first of the year. Basic conditions have not 
changed, except for improvement along several well 
defined lines, but business cannot go on indefinitely 
at peak. The financial situation is very satisfactory, 
the railways are making money and spending it 
most generously, to the great advantage of many 
industries. Incidentally, low priced cotton has lifted 
the textile industry out of its slump, with an im- 
proved price for cotton at the same time. Stand- 
ardization is getting in its work. Efficiency in man- 
agement is more general, labor is giving a better 
return on every dollar paid to it, so on the whole 
the prospects for business during the remainder of 
1927 are far from unsatisfactory. 

INCIDENTALLY distributors and manufacturers will 
have an excellent opportunity to do something really 
worth while during the triple convention next June. 
Their interests are closely allied, and they might, if 
they would, sit in as a big board of directors guid- 
ing a single business, agree on a few things, and 
then see they are done. In that case there would 
be a lot more people talking than is usually the case 
at the joint meetings. The need is for hearing from 
more men closely associated with our own indus- 
tries, and fewer trained spell binders and humorists. 

EXECUTIVES, at least those of the tired business 
man class, who boast they throw ninety percent of 
all literature and form letters coming to their desks 
into the waste basket, without giving them much 
or any consideration, are undoubtedly missing a lot 
of information, and some amusement. The get- 
rich-quick stuff, for instance, will give more laughs 
per minute than will an expensive vaudeville en- 
tertainment. Requests for information from fellow 
industrialists, trade associations and _ business 
papers, mostly intended for use in constructive 
work, are given waste-basket treatment much too 
frequently. 

THERE is a possibility of considerable misunder- 
standing regarding reservations for the triple con- 
vention on board the Steamer Noronic, leaving De- 
troit on June 13th next. The ship takes care of 
more than six hundred people, and there is a con- 
siderable percentage of these accommodations still 
waiting for customers. The ship cost, including 
meals, is but $70, half of which is to be paid when 
reservations are made. If you do not secure accom- 
modations, or you change your mind about taking 
the trip, you are given a dead line date covering 
the return of your deposit. The convention ought 
to be a great success both from a business and 
pleasure standpoint. Why wait? 


CONSIDERING that spring has apparently decided 
to refrain from lingering very long in the lap of 
Winter, it might be well to locate some lighter 
underwear and prepare to go after that business 
we had in mind to prepare for as soon as the ice 
in our rivers and lakes evidenced signs of breaking 
up. The time is not so very far away now, so let’s 
overhaul the ship. 
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MARCOGRAM NUMBER ONE 


WHEN PURCHASES ARE 
CONCENTRATED THE 
JOBBER’S DOLLAR HITS 
THE VERY BULL’S-EYE 
OF BUYING POWER 


( This is particularly true of 
Mechanical Rubber Goods. It is 
important for you to know that 
THE MECHANICAL RUBBER 


COMPANY provides the most 
. complete and concentrated line. 








The Mechanical Rubber Company’s line gives 
distributors these combined advantages: 


ost complete line of mechanical rubber goods 











CLEVELAND, OHIO 


NEW YORK Cl 


the Jobber” | 








Che Mechanica} Rubber Co. 
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Analysis of Distributors’ Problems 


Manufacturer Gives His Version of Situation and Urges Confi- 


dence and Co-operation Among Producers, Dealers and Competitors 


C. D. GARRETSON* 
President, Electric Hose & Rubber Co., Wilmington, Del. 


In my travels throughout the country on business, | 
have met and talked with a number of jobbers. They all 
agree that they are facing a very serious problem. The 
more we read the newspapers and periodicals, the more 


there seems to be the thought that the jobbers are 
doomed to go out of business. This has started me to 
giving the subject very serious con- 


jobbers thought that they shouldn’t work for the manu- 


facturers but for themselves. They gradually got the 
manufacturers’ goods under the jobber’s brand. Then 
they began to pick out the best items from the different 
manufacturers’ lines and had these made under their 
own brand, and thus made one complete line under the 





sideration and I am of the opinion that 
we feel as we do about it because we 


VR. GARRETSON’S PLATFORM 


1. Adopt and live up to a fair and 


jobber’s private brands. 
Getting things into his own hands, 
the jobber then started to work the 


haven’t thought the matter through. ‘ . . manufacturer down in price, ofttimes 
: . consistent buying policy. : , 
It is going to be my endeavor to ; a by methods that were not fair, and 
. . ’ 2. Adopt and live up to a definite . 
think through the jobbers’ problems, and fair sales policy. these methods some continue even 
and to arrive at a conclusion which | 3. Develop an aggressive, creative today. It was a common occurrence 
hope will be helpful. In order to think sales force. for the jobber to give to another manu- 
this problem through, I must be bru- 4. Stand up for fair profits. facturer misinformation about the 
tally frank, as I feel that I must state 5. Concentrate on natural terri price he was paying for a particular 
the facts as I find them without any tory. brand of goods, and by working on the 
attempt to soften these facts for fear 6. Concentrate on a well rounded- desire of the salesman to make a sale, 


of hurting somebody’s feelings. The 
matter will be treated absolutely with- 
out having any specific firm or man in 
mind, and I hope that these thoughts 


7. Support 


tribution. 


will be accepted in the spirit in which 8. 

they are intended—to be helpful. petitors. 
Maybe I can do this better because 9. 

I was in the jobbing business years 


ago and have kept in close touch with 





out line of goods, which you 
can sell consistently. 

manufacturers 
have consistent policies of dis- 


Work constructively with com- 
Be a better jobber; make peo- 


ple want to do business with 
your company. 


ofttimes get concessions from this 
manufacturer in order to get in. 
When the price concession was made, 
or the concession of other nature, the 
first manufacturer received the infor- 
mation and usually started to get the 
business back. In plain language, the 
jobbers were butting the heads of the 
manufacturers together in order to get 


who 








jobbers, even though I have been in 
the manufacturing business for the 
years. 

Let us first state what we conceive to be the jobber’s 
problem. The jobber finds that he must carry large 
stocks. He must travel salesmen over a constantly 
decreasing territory. He must meet the competition of 
other jobbers, who are struggling just as he for 
business that constantly exposes him to the cross-fire 
of price cutting. Not only that—the manufacturers of 
the very goods he is trying to sell are often out in the 
field actively competing with him; and in many cases 
at the same price which he himself must pay for the 
goods. In addition, he also finds that large consumers 
feel that they are purchasers of sufficient volume to 
warrant their dealing direct with the manufacturer. 
They are eliminating the jobber, due to the fact that the 
manufacturers sell them at prices as low as, or even 
lower than the jobber pays for the same goods. 

I admit that this seems like a rather hopeless picture 

but is it? I know jobbers today who are doing a 
bigger and more profitable business than ever before. 
They have triumphed over the adverse conditions and 
are highly successful. 


last twenty-two 


is, 


CONDITIONS ARE RAPIDLY CHANGING 

Years ago the jobbers represented the manufacturers. 
They bought all of their line from one or two manufac- 
turers and didn’t shop around or consider handling 
competing lines. They handled goods under manufac- 
turers’ brands only. Gradually this changed and the 


*Editor’s Note: Article taken from booklet captioned “Thinking Thru,” 
by permission of the author. You will note Mr. Garretson refers to the 
dealer and distributor as ‘‘Jobber.” 








concessions, and figured that they could 
get these concessions more readily by having the manu- 
facturers fight among themselves. 

Then the manufacturer ofttimes saw the jobber take 
business on his samples and prices and give the business 
to some other manufacturer who would make conces- 
sions to the jobber. The jobber did get the manu- 
facturers fighting among themselves, but, as so often 
is the case, after they got tired pummeling one another, 
they turned on the party who had egged them on to 
fight and now the jobber is reaping just what he sowed. 

The manufacturers started by opening their own 
branches under the guise of more efficiently serving the 
jobber by having stocks nearer to him. It was only a 
short step for the manufacturer, out of these branches, 
to sell the large consumers goods under his own brand 
and thus the manufacturer started taking the jobber’s 
business away from him. From the large consumers 
the manufacturer next went to the retail dealers and 
took some more of the jobber’s business away from him, 
and, finally, some companies are selling not only out 
of their own branches, but also direct from the factory, 
anybody, whether he be jobber, retailer, or consumer, 
and at the same price they make to the jobber. 

That the jobber is aware of his plight is proven by 
the discussions that he and his fellows hold at their 
trade association conventions and in any gatherings of 
their own. Many of the jobbers seem to be in abject 
fear of the situation, and with fear in their hearts, they 
are beaten before they start. 

You may be wondering by this time why all this 
solicitation on our part for the jobber. To be very frank 


(Continued on Page 64) 
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The Salesman Who 
Knows Is the Salesman 


Who Sells 


Dodge sales engineers 
should be used to educate 
your sales force through 
sales meetings arranged 
when these engineers are in 
your territory. They will be 
glad to discuss practical 
problems with them on 
the merits of individual 
products. 
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SHE properly qualified dis- 

tributor of Dodge prod- 
ucts is more than a store 
salesman. He is a consultant 
to industry. He represents an 
organization of unlimited re- 
sources for the manufacture of 


industrial equipment. 


With the aid of Dodge prod- 
ucts, data and engineers, the 
Dodge distributor assists ex- 
ecutives of industry to equip 
their plants for smooth and 
economic operation. He is 
backed by huge stocks of me- 
chanical equipment* at the 
Dodge Plant in Mishawaka 
and the warehouses at Oneida, 
N. Y., and Chicago. His value 
to industry in maintaining the 


*Power 
Special 


Transmitting, Material Handling, 
Machinery, Dodge-Timken Bearing 


Applications. 





utor~ 


Consultant to Industry — 


uninterrupted flow of the 
world’s production is almost 
beyond estimation. 


There are 500 Dodge Distribu- 
tors operating under 13 differ- 
ent sales offices, putting Dodge 
experience and facilities at the 
command of all industry—and 
thereby making their service 
to their respective communi- 
ties exceedingly valuable. 


Dodge Manufacturing Corporation 


Mishawaka, Indiana 





Distribution 


Fifteen District Sales Offices 
located in Chicago, Milwau- 
kee, Minneapolis, Cleveland, 
Cincinnati, Oneida, Boston, 
Philadelphia, New York, 
Newark, Atlanta, St. Louis, 
Houston, San Francisco and 
Portland cooperate with 500 
leading mill supply and ma- 
chinery dealers in making 
Dodge service immediately 
available to industry. 
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(Continued from Page 61) 

about the matter, we are, I believe, the one manufactur- 
ing company left in our particular line who market our 
product exclusively through jobbers; therefore, we are 
sailing in the same boat as the jobber and face the 
possibility of passing out with the jobber or abandoning 
our present policy and competing direct with other 
manufacturers for the business. 


DISTRIBUTOR NOT PROPERLY FILLING PLACE 

I do not feel that the position of the jobber is without 
hope. I am going to try to show that the jobber has an 
economic place in our business structure. But, by the 
same token, I must also show that he is not properly 
filling it now. If I can point out the way to the jobber 
by which he can fill his proper place economically, then 
I will not only be rendering a service to the jobber, but 
incidentally helping my own business. 

When the manufacturer operates a branch, stocking 
goods and selling those goods to the retailer and con- 
sumer, that branch is fulfilling all the functions of a 
jobber in his particular line. The manufacturer, there- 
fore, is not only the manufacturer, but also the jobber. 
There is no question but what it the manufac- 
turer a certain amount of money to operate his branch 
and this operation cost must then be paid either out ot 
the cost of the goods or the profit. 

If we agree that we are entitled to a reward for the 
service we render, it then becomes perfectly obvious 
that the manufacturer who operates a branch and sells 
goods out of that branch at the same price that he sells 
goods out of his factory is either getting too much 
for the goods he ships from the factory, or too little 
for the goods he ships from the branch. 


costs 


DIRECT SELLING MORE EXPENSIVE 

This same principle holds good with those manufac- 
turers who, while not operating branch businesses, sell 
direct to retailers and consumers. It seems perfectly 
obvious that to do this they must have many more 
customers than if they confined themselves to jobbers’ 
sales only, and more customers mean more salesmen 
and a greater selling expense generally. 

I think I have shown that these manufacturers are 
rendering the same service as the jobber, but without 
being paid for this service an adequate reward; or, to 
phrase it better, they must take the reward for this 
service from the quality of the goods they make because 
there is no question that the service has to be paid for. 
Furthermore, it also seems logical to me that the jobber 
can render this service more cheaply than the manu- 
facturer, as he spreads his expense over so many more 
lines and over a much greater volume of business than 
does the manufacturer handling his own line only. Such 
being the case, there is a place for the jobber, but the 
jobber must see what this place is and how he can render 
his service economically. He must also help to show the 
manufacturer who is competing with him the uneco- 
nomic position in which t!:at manufacturer is placed. 
By the co-operation of all parties concerned, a real un- 
derstanding should be arrived at. If this is not done, 
in my opinion, the jobber, as he now is known, will pass 
out and his place will be taken by the manufacturer- 
jobber. 

Wouldn’t it be wise for the jobber to bring his lines 
down to the number of items on which he can give ade- 
quate representation ? 


MANUFACTURER AND DISTRIBUTOR NOT ENEMIES 
Many people think that buying is a different operation 


from selling, that they can buy one way and sell 
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another. When we sell we are annoyed and irritated 
by a buyer who seems to try to beat us down, take ad- 
vantage of us, or seems to want us to act like we were 
slaves. Yet the very next day, when a salesman comes 
in to sell us something don’t we do just the same things 
to him that the other buyer did to us? 

Be fair! Hasn’t it been your experience that the ave- 
rage jobber sells one way and buys another? Doesn’t 
he waste a lot of time trying to beat down the manu- 
facturer’s price—or to get other concessions he shouldn’t 
have? Doesn’t he sometimes strain the truth a little in 
trying to gain a temporary advantage over his com- 
petitor? 

A little concession—and out of it grow the causes for 
a lot of trouble in the jobbing industry. The manufac- 
turer who has to give the concession ceases to deal as 
openly with the jobber—he wants his money back. The 
other manufacturers are driven into a fight to get busi- 
ness for themselves. The jobber uses his advantage to 
start a price war that other jobbers have to enter—and 
the final result is the chaos in which the jobbers are 
now operating. 

The jobber and the manufacturer are not natural ene- 
mies. They ought to be the best friends in the world. 
The jobber really doesn’t belong on “the other side of 
the desk.”” As a matter of fact, his correct place is to 
enjoy the confidence of the manufacturer as an esteemed 
and worthy part of his machinery of distribution. 

My solution of the buying question is to pick out a 
concern in whom you have confidence, not only in their 
goods, but also in their methods of doing business. Pick 
out what you are going to buy from them, put yourself 
in their hands, and you will always get the best. Then 
you will save the time for constructive effort that you 
formerly wasted in shopping around. 

Are you afraid of what will happen? Are you afraid 
that the manufacturer won't treat you as fairly as you 
would treat him if you were in his place? Do you fear 
that he will give concessions to another jobber who 
fights on price—or that the manufacturer will go out 
and undersell you himself? 

If you do feel that way, just come down to earth and 
realize that you are just the average human business 
man; that your motives are no higher than those of the 
average business man, and if it is safe for the other 
fellow to trust you, it is safe for you to trust the other 
fellow. 

PRICES ENTER TOO STRONGLY INTO SELLING 

Business experience seems to demonstrate that price 
is the biggest factor in getting the initial order, but 
that quality and service are the things that bring the 
repeat orders. 

How many jobbers are really training their salesmen 
to sell goods? How many of us measure a salesman’s 
worth by the amount of orders he brings in with him? 
Don’t many of us from fear really feel that we have to 
have the low price? We let the buyer talk about price 
almost exclusively and we don’t sell him really the thing 
that he is interested in—the service that the goods will 
render and confidence in our company. 

These things, when once sold to a customer, are hur- 
dles which the price salesman cannot take. 
salesmen realize this? And maybe the reason they don’t 
realize it is that you, the employer, haven’t trained 
them but are urging them all the time for more business 
and more business, without stopping to realize what 
kind of business you want and what kind of business 
you are getting, or how they are getting it. 


How many 


How much business do you want? I will tell you how 
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much I want: “All that you want to give me and not a 
bit more of my goods than you can sell.” 

Have you ever stopped to think how you handicap your 
salesmen by not having a definite and fair selling policy, 
how, when they see you allow concessions to get busi- 
ness, they naturally infer that price is the sole consid- 
eration? But how about this direct factory and other 
jobbers’ competition in selling? Other jobbers should be 
your hardest competition if they are actuated by the same 
motives that should actuate you. The direct 
competition should be more easy to dispose of. 


factory 


DISTRIBUTOR CLOSER TO LOCAL SITUATION 

The factory branch is not a local institution; its pol- 
icy is dictated and it is controlled as part of a machine 
operating thousands of miles away. There can’t be that 
same personal interest between that factory branch and 
its customer that there is between you and your cus- 
tomer. You should be quick to sense changing local 
conditions and you can meet them, whereas the factory 
branch usually has to take them up with somebody else 
at the main office. 

All in all, you have every advantage over the factory 
branch, but these advantages, a few which I have enu- 
merated, are of no value if you don’t appreciate them, 
and cannot avail if you are in the mental attitude that 
the only thing you have to sell is price. 


DISTRIBUTORS HAVE A COMMON PROBLEM 

If we are right in our thought that there are forces 
working to eliminate the jobber, then your competitor 
is facing the same problem that you are, and you Cer- 
tainly ought to get together with him to master this 
common problem. 

When we talk about getting together with our com- 
petitors, don’t our minds immediately Jump to the 
thought of agreeing with them on prices? Then don’t 
we think of times in the long past when we did agree on 
prices and how a few hardly waited a respectful time 


after the agreement before they cut those prices and 
secured some of our business? 
Price fixing is illegal and probably unfair—but there 


is nothing illegal or unfair in our telling our competitors 
our prices after we make them. If you know your com- 
petitor’s actual and he knows yours, and 
believe and respect each other, this will eliminate price 
cutting. 

By price cutting I do not mean cutting under your 
competitor’s price, but rather price discrimination ; 
is, where you give a lower price to one of your customers 
than you will give another who buys the same quantity 
and quality of goods at a given time. In other words, 
I am maintaining that in building up a definite policy 
you have but one definite price and never deviate from 
it. 

You can rest assured that the price is never cut and 
the matter kept secret. The man who received the « 
price has just got to tell your competitor about it t 
prove that he is a good buyer. Price cutting is an un- 
ethical practice and every unethical thing that we do 
is a direct financial burden to our business. 


price, you 


that 


PRICE CUTTING SETS BAD PRECEDENT 

Let me prove this. When we have cut prices, just 
what have we done? We may have sold a bill of goods, 
yes, but we have put the knife into one of the biggest 
confidence. How many of us would 
spend large sums of money in, say advertising, if we 
could be guaranteed that by the spending of that money 
we would absolutely gain the confidence of our 


business 


assets, 


cus- 
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tomers? Yet, for the $1000, or $5000, or $10,000 order, 
the profit on which can amount to very little, we are 
willing to sacrifice that confidence which we would give 
so much to maintain, and once we have cut our price, 
we have established a precedent which the buyer is 
going to remember and going to insist on our following 
in future transactions. 

A number of jobbers have said to me, “Why don’t 
you put us in position to name the same prices that the 
other manufacturers do?” Those who have made such 
an inquiry certainly haven’t thought the question 
through. Other manufacturers, having adopted a policy 
of competing with the jobbers, are going to be con- 
vinced that that policy is wrong, not by our precipita- 
tion of a price war, but by facing the economic facts; 
facing the fact of whether the jobber can market the 
manufacturer’s goods as efficiently and economically as 
the manufacturer himself. 


EXPLAINS HIS COMPANY’S SELLING POLICY 


As part of our policy we sell to jobbers only and have 
but one price to all, regardless of the quantity of goods 
they buy. We aim to make and do make 10 percent net 
on our sales. Our customers are told this very frankly 
and we believe that we are entitled to this 10 percent 
for our services. Ten percent on our sales we admit 
very frankly means 20 to 30 percent on our capital, but 
we believe that our customers are only interested in the 
amount of profit we make on our individual sales to 
them. The number of times that we can turn our capi- 
tal is of advantage to them, as this lowers our cost. 

I have said that the manufacturer’s and the jobber’s 
interests are mutual. In an endeavor to show this in a 
practical way, we share profits with our customers in the 
following manner: After ten percent of our capital has 
been deducted from our profits and 25 percent of the re- 
maining profits deducted for profit sharing with em- 
ployes, 25 percent of the then remaining profits is set 
aside for profit sharing with customers. This fund is 
distributed among the individual customers in the pro- 
portion which each individual customer has helped to 
make those profits. This, you can see, requires that we 
should certify to each customer at the end of the year 
the amount of net profit which we have made on his 
individual business. We are glad to do this because we 
have no secrets in our business. 

The distribution of this fund is made as soon as con- 
sistent after the end of the year and is in cash. There 
are no strings tied to it and the customer cannot give it 
away, but must keep it for himself, as it represents 
transactions which are past. It is not a rebate, but truly 
a sharing of the profits because there is no guarantee 
whatsoever that customers will get anything until profits 
have been made. 


KEEPS NOTHING FROM COMPETITORS 


We keep absolutely nothing from our competitors, 
and we give them any information they want about our 
operations. We furnish them unsolicited our prices, and 
generally play the game with them with the cards on 
the table face up. The result has been that we are com- 
peting with them to give service, and better service, at 
the lowest possible price. We are not fighting, but com- 
peting to give, and the result has been that they do not 
believe all the misinformation about us that they did in 
time past, and that this branch of the business has be- 
come the most stable in the rubber business. We realize 
that our competitors are just the same kind of men as 










LeeLee 











Master wheels 
sizes ranging from 4” to 15" in 
diameter and all sizes have a 
standard 2” opening 


are made 


ustment to fit any size 
i 4 


is made by the use of Osborn 
A set of adapters 
arbor will be 
furnished with each wheel 


Adapters 
to fit your size 





Riehl Secti 


cor 
together 
arr 





Monitor Sectionsarefurnis! 
in sizes ranging fron 
in diameter and with arbo 
les from )4” to 24” 


hol 


A BETTER 





istructior 


with the 


ount of 


insures 
ish. Size 
t n 


y si 


The aad- 


in 


shatt 


ons—The type of 
of these sections, 
additional 
wire in the sec- 
a longer wearing 
s 4” to 15”. Arbor 
ize desired. 


Osborn Master Wheels Unit-Built 


AMET a 
2 


WEARING BRUSH 


March, 1927 




















£0 


XK Ay Adapter for 
Master Wheel 


+ 


for Long-Wearing Economy 


Factories and mills in every part of the country know 
the satisfaction of using wire wheels bearing the 
familiar Osborn trademark. 


They have learned that because of special long-wear- 
ing wire and Osborn methods of construction they can 
count on longer and better service from Osborn wire 
wheels. Every wheel is guaranteed to stay together 
for its full life. 


Master Wheels are made with standard 2” openings 
and may be fitted to any smaller size arbor by using 
inexpensive Osborn Adapters. This means smaller 
stocks for both distributors and users. 
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ourselves and our associations with them have proved 
this to be a fact. 

I wouldn’t have you believe this policy of ours has 
absolutely smoothed out all the rough places, because it 
hasn’t. It has smoothed out many, and we believe that 
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many more are in process of elimination. That this 
policy is right I am firmly convinced and, having tried 
the experiment, if I can get others to see the wisdom of 
adopting such a policy in their business, and thus help 
others in their business, I will be quite content. 
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Supply House Catalogues Out 


New Books Have Been Published 


That many supply houses recognize the catalogue as 
a business getter is evidenced by the fact that 
companies have recently published new catalogues 
through R. R. Donnelley & Sons Company, Chicago. Fol- 
lowing are brief descriptions of these catalogues. 

Thos. W. Kiley & Co., Inc., Brooklyn. The 1927 hand 
book of steel bars, beams, angles and tees, plates, 
and shafting. The contractors’, 
workers’, factory and builders’ supplies. 
pages and is bound in heavy craft 


eleven 


sheets 
iron- 
It contains 272 
paper, printed with 
Page size, 414x101, 


book also shows 


return address ready for mailing. 
inches. 


KE. M. Hanson & Co., Inc., Philadelphia. Catalogue 


if tools and shop supplies, made in the 4!,x10'y hand 
book size, containing 556 pages. This book is bound in 
yellow cloth, and stamped and shaded in a light blue 


+ 


bridge at 
beautiful 


with a picture of the new steel 
Philadelphia on the front 
appearance. 

Mills & Lupton Supply Co., Chattanooge. Catalogue 
15, consisting of 514 paves and given to illustrating of 
mill, mine, contractors’ supplies equipment 
machinery of all kinds. The bound in a gray 
Holliston cloth, stamped with blue and black ink. The 
company has also brought out a separate book of 
trical supplies. 

Whitehead 
machine shop equipment, tools and machinists’ supplies, 
standard page size of 


suspension 


cover, giving it a 


and and 


book is 
elec . 


Sales Company, Chicago. Catalogue of 


715x10%% 

° 258 pages, bound in gray cloth, stamped in blue with 
the Whitehead design on the front cover. 

Mideke Supply Co., Oklahoma City. Catalogue E oft 
mill and supplies and power plant equip- 
ment, of a standard page size of 7!oxl0°., inches, con- 
sisting of 336 pages. Bound in a dark gray cloth and 
stamped in red and black ink. The company also has 
a catalogue of plumbing and steam goods in the course 
of preparation at Donnelley’s and will 
the field. 

West Virginia-Kentucky Hardware & Supply Co., 

Huntington, W. Va. Catalogue A of mill, mine. 
trical and hardware supplies. This is a complete book 
of 1028 pages. It has a standard page size of 7!.x10°. 
The bound in a beautiful light blue 
imitation leather, stamped in yellow and black ink. On 
the front cover is the picture of “Chief Logan,” 
the company uses as a trade mark. 
McCarthy & Rogers, Inc., Buffalo. Catalogue 
No. 8, with a complete showing of steel, hardware, metal, 
tools, supplies and motor car accessories, consisting of 
864 pages, and bound with red cloth, stamped with 
imitation gold. A special feature of this catalogue is 
the brass and copper section, in which the illustrations 
are printed in the brass and copper color. 

The Dreher-Conklin Supply Co., Columbus, Ohio. 
Catalogue No. 27 on plumbing, heating, mill and mine 


of a inches, consisting 


machinery 


soon put this in 


elec- 


inches. book Is 
which 


Beals, 


Recently by Several Distributors 


supplies, consisting of 292 pages of carefully selected 
items. This bound in a beautiful two-tone 
imitation leather, stamped with red and gray ink, which 
gives it a most attractive outward appearance. 


book is 


Coates & Rainear, Inc., Philadelphia. Catalogue No. 


7, which, quoting from the title page, ‘‘covers in the 
largest scope possible the hardware, supply, tool and 
machinery requirements of mines, mills, railroads, 


builders, contractors and industrial plants.” It consists 
of 414 pages, with a page size of 7x10 inches. 
Bound in vellow cloth and stamped with red and black 
ink. 

J. E. Dilworth Co., 
of machinery and 
Tlox10°., inches. 
blue cloth, 


Inc., Memphis, Tenn. Catalogue B 

mill supplies. Trimmed page size 
Consists of 656 pages. Bound in dark 
stamped with vellow ink. 

Casanave Supply Company, Philadelphia. Catalogue 
No. 26 on the mill, mine and factory supplies, contractors’ 
equipment and carpenters’ and machinists’ tools sold by 
the company. Complete in prices and specifications and 
thoroughly illustrated. Contains 
Pages measure 7's by 10°, inches. 


and cover. 
The company issues 
a separate catalogue devoted exclusively to its line of 
automotive equipment. 


402 pages 


+o 
Fire Extinguisher Shipments 

Shipments of fire-extinguishing equipment during Jan- 
uary totaled 78 pieces of motor apparatus and 44,449 
of hand types, compared with 129 of motor and 40,270 
of hand types in December and 32 of motor and 45,659 
of hand types in January, 1926, according to figures 
received by the Department of Commerce from prac- 
tically all manufacturers in the industry. Reports to 
the department from 40 companies, of which 22 make 
motor apparatus, 23 soda-acid and foam types, 9 carbon 
tetra-chloride types and 8 hand-pump types (including 
non-freezing), showed that during the year 1926 ship- 
ments totaled 981 pumping engines, 505 motor apparatus 
of other types, and, in the hand-type division, 341,915 
carbontetra-chloride, 244.638 soda-acid (including foam) 
and 17,309 hand-pump (including non-freezing). 
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Do You Need a Thousand Dollars? 
Alvan T. Simonds, president Simonds Saw & Steel Co., 
Fitchburg, Mass., is again offering two prizes, one of 
$1,000 and one of $500, for the 
economic subject. 


best essays on an 
The contest is to be open to everybody 
everywhere, but he reach the rank and file 
rather than professors and advanced students of eco- 
The essays are to be brief, 3,500 to 5,000 words, 
written for the ‘“‘man on the street.” It is Mr. 
Simonds’ hope that he will assist in arousing a greater 


desires to 


nomics. 


and 


interest in economics and thus increase general economic 
intelligence. 
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Mill Supply Distributors 
Selling 
Johnson Leather Belting 
Have the Distinct Advantage 
of Furnishing Superior Quality 
and 
Profitably Competing With Manufacturers 


Selling Direct to Consumers 


Iohnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 
product 
General Offices and Factory 


423-43D Kast 56th Street, 


New York 1M. 


Distribution Entirely through the Mill Supply Distributor 
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Demand Should Climb Back to Normal 


Valve and Fittings Index Indicates Present Ordering Level is Too 


Low and That Foundations Are Being Laid for Gradual Rise 


JOSEPH H. BARBER 
Assistant to President and Chief Statistician, Walworth Company 
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Chart Showing Actual Movements Since 1924 
December Preliminary Index—101 
January Preliminary Index—( See footnote) 

The monthly index is not based upon any single com- 
pany’s ew pe } i¢ mCe, but is de ve lope d from broadly Sé€ le che d 
measures of the quantity of demand in all those indus- 
valves and fittings. The 


. } ) . . 
corrected for trrelevant seasonal fluctuations and price 


tries that use index has been 


variations, 


General demand as measured by our index has been 
sagging at low levels over the vear-end. Yet, for many 
reasons it now appears that the general sagging showed 
up at its worst in December. Foundations are already 
being laid for a persistent, though no doubt gradual, 
climb back to more normal levels. 

At times it is well to review the fundamental bases 
underlying the index we are discussing. 

First: 

The index is not based upon any single company’s 
experience, but 


Broad Index of Demand 


is developed trom broadly selected 

measures of demand in all those industries that use 

valves and fittings. 

Se cond: Me asHres Jobbe } De mand On Manufacture rs 
The index does not measure consumers’ demand, 

but rather the volume of 

manufacturers. 


jobbers’ ordering upon 

A jobber’s confidence or doubt is 

reflected in his ordering. Therefore, the index is 

a composite of jobbers’ opinions concerning the pros- 

pects tor future business. 

Third: Turns Corners Ahead of Other Barometers 
By its nature, the index shows changes in senti- 
ment clearly and reveals its critical turning points 
usually well in advance and without bias as to the 
disturbed conditions prevailing in particular indus- 
tries or particular territories. 

Consequently, individual experiences should be checked 
ayvainst the average experience as measured by the index. 
Then, for his own guidance, one may set up a rule that 
the index always turns up or down ahead of his own 
experience by, let us say, three months. If, in the gen- 
eral index, December does prove to have been the lowest 
point of demand, he would then calculate that in his own 


case the low point would be reached and passed three 


2th en OR coe 


months later, or in March. Such a rule, when discov- 
ered, will also help him in translating into policies for 
his own business some of the broader discussions of the 
general index. 

In one of these general studies some months ago, we 
discussed the “fits and starts” in monthly ordering that 
showed up in the historical record of the Index. By this 
term we referred to one of those sudden and great up- 
ward surges of order placing that would last three or 
four months before the balloon was punctured and order- 
ing slumped to unreasonably low levels for three or four 
months. This seemed to happen about once a year, but, 
as our studies showed, these fits and starts were becom- 
ing more restrained and the succeeding slumps _ less 
severe as the years rolled along. 

Now, as a matter of record, fits and starts seem to 
have all but disappeared. Instead, we seem to be in a 
period when there are just minor irregularities in the 
month-by-month levels of ordering. As the first chart 
here shows, April and May in 1926 were a little low. 
June and August were a little high. Then, at the end 
of 1926, November and December were a little lower than 
April and May, but January now comes in a little higher 
again. Chart B below shows that the ‘smoothed trend” 
of demand was generally downward throughout the whole 
of 1926, and when we take account of this, these month- 
by-month irregularities appear to be only minor fluctua- 
tions about the “smoothed trend.” 

An historical study, such as that shown in Chart B, 
gives us some basis for knowing when demand really is 


“high” and when it really is “low.” For instance, in 
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Chart B. Monthly Record and Smoothed Trend of 


Walworth Index 


the months of January, February and March of 1923, 
demand was at levels too high to be maintained for very 
many months without a setback. Judging by the level 
of the “smoothed trend” in the early part of 1923, we 
know that January, February and March ordering then 
was considerably greater than the going trend of real 
requirements. 

Whether the “smoothed trend” is itself rising or fall- 
ing, ordering that is at “too high’ a rate for a few 
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The new catalogue No. 9 of Carey Machinery & Supply Company of Balti- 


more, is one of the recent catalogues built on the Donnelley Unit Selection 


Plan, and like a great majority of Donnelley compiled catalogues, this cat- 


alogue was another “repeat order.”’ 
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What a Good Catalogue Will 


Do for Your Business 











A new general catalogue built to your measure on the 
Donnelley Unit Selection Plan will do more than anything 
else to give you the following advantages. 


1. It will assist your salesmen to do inuch 5. It will give catalogue representation to 
more than “‘price haggling on staples.”’ the manufacturers whose agencies you 
It will aid them to present your whol have taken on during the last five or ten 
line, including the profitable specialties. years —representation that manufacturers 


reasonably expect from their jobbing 
2. It will help you to co-ordinate your bus 


agents. 
ness, from buying to selling, and to con- 
centrate all of your salesmen’s efforts 1 6. It will greatly stimulate the morale of 
pushing just the goods you wish to sell. your salesmen. Ask your own men what 
y believe a good catalogue will do to 
;. It will translate the buyers’ needs int help them cover their territory more ef- 
terms of your ¢g ods, and h Ip to stimu ( ¢ or vou. 
te the flow of mail orders and tel 
orders, your most profitable orders. 7. It will constitute a standing invitation 
uv Vv ’ may pos ly be dissatis- 
4. It will help maintain ng p with th ce they are receiving 
on your whole line with the buy competing houses. And the busi- 
uring the 95 p it of the tim thus infl u to vou will not be 
yu men al 10t with them. l through mo 1g pric 


We shall be glad to send you samples of what we are doing for other job- 


bers, and better yet, to make a Survey of your individual selection cf goods 
for a quctation, without expense or obligation to you. If you take prompt 
action, you can have the catalogue at work for you before the opening of the 


}- 1] hy 


Jobbers’ Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT CHEH AGO, ILL. 
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ce 1}. endurance prize of the pack- 
Ing world goes to a set of Sea 
Rings captured alive in the stuffing 
boxes of one cf Chief 


Martin's pumps. Here’s what he 


Engineer 


says about them: 

“Please let me submit to your 
“( Yidest dea Ring Packing Contest’ ? 
the record of our International Steam 
Pump Company’s No. 76896, 7" x 
gi" Vertic al triplex acting 
plunger pump, driven by a 20-H.P 


. single 
motor. 

*Johns-Manville Sea Ring Pack- 
ing was installed in this pump Sept 
10, 1915. 

*’ This pump has been overhauled 
twice during this time and the sam« 
Sea Ring Packing was used over and 
The pump runs 


ver each time. 


RPC Vl 


SAVES\“/POWER %.. 


—writes Charles F. Martin, 





in“The Power Specialist” 


from twelve to sixteen hours per day, 
and pumps on an average 125,000 
gallons of water per day against an 
elevation of 252 feet. 

“A notable thing about this pack- 
ing is that the plungers have never 
needed to be trued up, although 
several babbitted bearings have been 
worn outand needed to be replaced. 
‘The plungers on this pump and the 
Sea Ring Packine are. still in fair 
condition and apparently good for 
several more years of heavy service.” 

Of course, all Sea Rings don’t 
last as long as Mr. Martin’s 
ditions vary too much. But 
after time Sea Rings have proven 


con- 
time 


their ability to outlast ordinary pack- 


just by weeks, but) by 


months and vears. 
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A “Power Specialist” prize went to 
Chief Engineer Charles F. Martin, 
Bovs? Industrial High School, Lan 

Ohio, for his elever 






caster, 


\ OUr name on the coupor below 


bring The Power Speciali t free 
ot charge every month. It 3 a 
vely magazine full of interesting 
power plant news, contest pecial 


tories, article and a few thing 
Send vour name 


will be sent to you 


Johns- Manville 
Corporation 
292 Madison Ave. 
New York Citys 


/ 
Send ‘T he 


with out cost to me. 


Power Spec ialist 


J Name 


Position... Firm 
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(Continued from Page 69) 
months may suddenly have a set-back. The slump may 
be over-done and then demand will be temporarily “too 
low.” So it is important to have such a record as Chart 
B. It helps us to see that a particular month, such as 
December of 1926, was “‘too low.” The position of the 
“smoothed trend” would not warrant demand staying so 
low as the actual December level for more than a month 
or two, unless that “smoothed trend” itself should sag 
sharply and stay there. 

But mightn’t the “smoothed trend” do just that? To 
be sure, last month we argued that declines seldom last 
more than twelve to fourteen months, and that the time 
limit would be up shortly after December of 1926. Ac- 
cording to such a formula, the decline must have about 
run its course, with the prospect of early steadying before 
a new rise. Still, must we confidence on time 
formulas alone? It would be heartening to supplement 
such assumptions by sane reasoning. And this is pos- 
sible. 

We live in a 


base 


country that has known continuous 
growth, decade after decade. It is the normal condition 
of growth that each year should be larger than its previ- 
ous year. Yet, actually, 
interrupted. If gains 
vears, there usually 


this annual 
have 


growth is often 
fast for several 
sagging. There 
toward definite 
Nevertheless, at times, it 


been too 
follows a vear of 
is, after all, only an average tendency 
growth that we can count on. 
means much to know that we can count on an average 
growth. 
Previously we have kept our charts just as simple as 
free from statistical folderols. Our 
100 per cent mark has always represented only the aver 


possible and any 


age level of activity during a certain span of time. We 
have never assumed that the 100 per cent level had any 
special significance. It hasn’t. There is no reason why 
any future period of four years should average as low 

100 per cent level of the 1921 to 1924 


Pace 2 | 
but, 1f Wwe Should be tne 


us the 


four vears 
admit that, then what 


average 
level during 1927 


if demand were to average exactly at 
the level of the natural, long-time growth of demand? 
[f we really want an answer to that question, then we 
must depend upon a statistician’s deductions. The st 


atis- 
tician has 


answer. Rapidity of 
growth will vary according to the conditions of differing 
The automobile industry grows faster than 
the clothing industry. 


means for finding an 


; : 
Industries. 


The automobile i idustry’s growth 
depends primarily upon the growth of the surplus income 
oft 


the salary and wage earning public. 
On the other hand, the clothing industry can grow 
only about as fast as does the population of the country. 
The statistician can single out the individual record of 
a particular industry and can figure out what its growth 
should average year after vear. This has been done in 
the case of the Valve and Fittings Index, and the caleu- 
lated long-time growth of demand is shown on Chart C. 

Naturally enough, this average long-time growth is pic 
tured as a straight line, slightly rising. That straight 
line really shows how the Valve and Fittings Index would 
be drawn continuously 7f there were no month-by-month 
irregularities, if there were no “fits and starts” in order- 
ing and 7f there were no broad wave-like movement even 
in the “smoothed trend.” 

And all of this speculation should be 
we are concerned about the next movement of that 
“smoothed trend Though there are broad wave-like 
movements that seem to be repeated every few years, 
it is clear they all are related to this long-time growth 
line. First, the broad wave rises over, and then it sinks 
under, this line of long-time growth. Our measurements 
of business activity probably never will be so precise as 


valuable because 
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to prove that each recession exactly offsets the peak that 
just preceded. Yet it is clear that the depth of a reces- 
sion does have a necessary relation to the preceding 
peak. 

An optimistic conclusion is then almost inevitable, 
because by the end of 1926 the smoothed trend of demand 
had already swung about as far below the long-time 
growth line as the early 1926 peak had been above the 
growth line. It is true that ordinarily a recession occurs 
rapidly. And the reaching of the bottom of a decline 
does not mean that necessary readjustments have been 
completed. It may possibly take several months to com- 
plete the readjustments necessary for a rise. 

Moreover, history shows that the upward process of 
reconstruction is always deliberate and more prolonged 
than the decline. In the present case there is no pros- 
pect that a great surge of demand is just around the 
corner, nor would anything be gained by a return to 
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Chart CC. “Smeoothed Trend” of Walworth Index vs. Its 


Long-Time Giowth 


“fits and starts” in ordering. But there is justifiable 
knowledge that the present ordering 


level is “too low,” and that the foundations are now being 


confidence in the 
laid for a gradual climb back up to the somewhat higher 
rdering levels that are the really normal levels. 
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SOL THERN SHOW PROPOSED 
Pextile Hall Corporation Would Stage Machinery Ex- 
hibit in Greenville, S.C. 
The Textile Hall Corporation, 
considering sponsoring 


Greenville 


in October 

Greenville, S. C., is 
a Southern Machinery Show in 
October, and has sent a circular letter 
and tentative applications for space to leading manufac- 
turers of 


next 


engines, generators, dynamos and machinery 
throughout the country in order to ascertain opinion 
regarding the proposed show. The Textile Hall Corpora- 
tion is the same organization which manages the success- 
ful Southern Textile Exposition, held in Textile Hall, 
Greenville. The machinery exhibit would be staged in 
the same place, but no textile machinery would be on 
exposition in the latter show. 

Sponsors of the proposed exposition believe it would 
attract buyers from all parts of the south. Greenville 
is on the main line of the Southern Railway, about half- 
way between Salisbury and Atlanta, and the Seaboard 


Air Line and Atlantic Coast Line have connections. 


<~—<oPr 


Friction Losses Investigated 

In an effort to measure the losses of power due to fric- 
tion in machine bearings, the mechanical engineering 
department of the faculty of applied science at McGill 
university, Montreal, Canada, is carrying on experiments. 
The investigations deal with the relations between fric- 
tion and running clearance, in addition to the load carry- 
ing capacity of the lubricant. 
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HESE gage cocks are rec- 
ommended for hot oil, am- 
monia, and other dangerous } iH 
liquids. They can be fur- Qj "see 
nished with either male or ———— 


female connections, also in- % ( 
tegral or removable seats. The one piece stem and _— 2 
removable seat may be either steel, stainless steel, Poe 68 
or monel metal. A ground joint instead of a gasket a 

is between body and bonnet. In the event of glass 
breakage, the ball checks automatically seal the 
cocks and prevent any loss of liquid. The stems 
may then be screwed down and the glass replaced 
without danger. 
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A BLU GERACE CON TN 


he Three-Way Convention NextJune 


Wrong Ideas About the Steamship Noronic and Conditions That Will 


Prevail 


In the past the announcement of a triple convention, 
featuring the three mill supply associations, aroused only 
favorable comment far convention headquarters 
were concerned, with no fear of favoritism or criticism 
over the assignment of rooms. 
filled up in line with the priority date of reservations, 
the late comers being compelled to go to other hotels. 
That was the fact, and only the negligent ones were to 
blame for the results. 


as 


as 


The favored hotel simply 


This vear the situation is entirely changed, and there 
is a considerable misunderstanding as to what conditions 
will exist on the steamer Noronic when it sails northward 
out of Detroit June 13th. 


In the first the impression has gone out that 


on 


place, 


reservations are so numerous that it is about hopeless 
to ask for accommodations on the boat. That is en- 
tirely untrue. The Noronic will take care of approxi- 


mately 600 people. On February 17th there were but 
275 reservations booked, accompanied by checks for half 
the the trip, covering the dates June 13th to 
17th. The total boat for each individual is $70, so 
your check for $35 should accompany each reservation, 
to be sent to the Northern Steamship Company, 110 W. 
12nd street, New York City. 


cost ot 


cost 


The supposition is that you 


will be allotted quarters on the ship tm line with the 
date of your reservation. 
That plan is all right if it works. It has been 


agreed that a joint committee, consisting of either one 


or two members from each of the three associations, 
shall be appointed to pass on these reservations without 
fear or favor. The trouble is that there has been delay 


in naming these committeemen, and for some unknown 
reason the date of passing on reservations has been set 
for March 30th. 
the first 
quarters. 


There seems no good reason why, for 
instance, 300 applicants should not be given 
definite If the priority understanding is worth 
anything, these 300 who have taken action and deposited 
their money should have whatever slight advantage there 
may This 
the 


occur later 


be in securing the more desirable staterooms. 

would prevent most of 
favoritism that may 
when people match up their assignments with late 
plicants seemingly having the best of it. 


early action automatically 
chances for charges of 
ap- 
Quick action is 
the only salvation for the committee to be appointed. No 
one envies them their job, but are dangerous. 
There is no use ignoring the proposition, for it is there. 


delays 


rHE NORONIC OFFICIALLY DRY 

The next thing to be taken care of in a public way is 
the fear, frequently expressed, that the voyage is to be 
very wet That 
The boat is dry, and the wet goods 
on the boat will have to be carried on board by the con- 
vention people, and there is no reason to believe condi- 
tions in this respect will be any different from what they 
would be were the convention held in a hotel. How can 
it be, unless vou think that there is more pre-war and 
stuff in Detroit than there is in Chicago, New 
New Atlanta Richmond? 
unbelievable to anyone who knows existing condi- 


because the Noronic is a Canadian boat. 
fear is groundless. 


hootler 
York, 
It is 


+ 


Cleveland, Orleans, and 
ions everywhere. 

well 
because of the attitude of 


conventions have been 


All the mill supply 
ducted and orderly, not only 


con- 


The Ship Officially Dry- 


Plenty of Room for Everybody 


officers, but on account of the high standing and general 
decency of the members as a whole. If there should be 
present a would-be rioter or two, never doubt the re- 
straining action of the majority, who will protect the 
good name of the associations and the personal comfort 
of their wives and daughters present. So, again, go 
ahead and make your reservations, sure of a unique op- 
portunity to do business undisturbed by absenteeism as 
a result of golf, other outside amusements, or business 
visits to customers in the city where the convention is 
being held. Everybody will be attending meetings, and 
to the business in hand. In addition a water trip, on a 
fine ship, seeing the Detroit river, Lake St. Clair, Lake 
Huron, the Straits of Mackinac, the “Soo” river, with 
its wooded shores and islands; Whitefish Bay in Lake 
Superior, and famous Georgian Bay, will be worth every 
day and dollar spent. 

Altogether, the June convention 
that you are willing to make it. 
great from every angle. 


promises to be all 
The possibilities are 


YOUR QUARTERS ON BOARD SHIP 
thing, and that is your 
toward your quarters on the ship. In 
there are but 


One more mental attitude 
the first place 
ten so-called bedrooms—three to an asso- 
ciation, with one over for some favored veteran or guest. 
That’s all right with all of us. We are of the rank and 
file of the army, and certainly do not expect to occupy 
officers’ quarters. Anyway, they are worth nothing in 
particular, except You will 
spend mighty little time in your staterooms, and gen- 
eral bathrooms will take care of you nicely under condi- 
tions remote from heat and dust. 


for entertaining purposes. 


Above you have the entire story, it is believed, with 
the one thing now desirable, that 
allotment of 


of making an 
quarters for those who defi- 
nitely complied with all the requirements. One deck 
may have some advantages over another, but all are good, 
that. 


deck, 


early 


definite have 


though there are widely diversified opinions as to 
Some favor the and upper 
others prefer the less rolling position of quarters on the 
second or third deck. 


wind rain swept 
Some prefer a stateroom forward, 
some aft and some half-way between, or amidships. 

In case it may strike you that the attendance of 
promises to unusual, consider 
When the reservations were at the 275 mark 


women 
facts: 
, 7) were for 
That ratio will be steadily 
future reservations are made. 
a certainty, for the reason that generally ladies inter- 
ested in the trip saw to it that the head of the house 
moved quickly, while the lone man for himself, and the 
executive trusted with securing places for his male asso- 


be please these 


the gentler sex. reduced as 


That is not a guess, but 


ciates and assistants, is prone to take his time and keep 
the money in the till, realizing that June is still a long 
way ahead. In any event, it is a sure thing that ever) 
man who has a desire to attend the convention, and has 
any reasonable excuse for being there, will be allotted 
a place on the Noronic. 

There follows a list of all reservations, furnished MILI 
SUPPLIES from New York, by mail and telegraph, up te 


(Continued on Page 78) 











Our new book,” The 
Atlas of Mechanical 
Conveying,” explains 
the cAtlas Duo-Rail 
System in detail. 
Write for a copy of 
this interesting and 
instructive book. 


iv) 


sil qu 
rhe yur 
‘x \yle 


ation \S 
. r >¥ 


won 
organiZi 
you for 


g nol 
initial 


stributor? 




















Hanger 


TH— 


Ics - 


least 


I 
easons” 


Jor ATLAS DUO-RAIL Supremacy 


-s, HIGH TE 


XPENSE 


WI 
It’s the best —yet costs the 


Hange 


P 


acto 


CENTERED SUSPENSION 


COMPLETE UNIT 


HIGH SAFETY 
RAIL RIGIDITY 





> 
is 








a! 


SY 


Ss and 


labor an 














Ce rH Sia cwT7 








































D 
Ala 
1M 
\ 

riolr 
\t 
5 
Vel 
b 


D> 
) 
D> 
H. 
Qu 
l 
R 
‘ 
\T 
lO 
M.S 
Son 
VW 
Q 
\ 
Stre 
uy \ 
( 
Su 


ed 
. 
beacll 
a Ma 
WW 
lro 
« 
( 
( 
| 
‘i 
Cit 
Ho 
Su 
\ 
M S 


OO 


« 
4 ) 
~ 
( 
D 
ib ) 
yn Ss 
mod ss 
J. Ke 
) i 
Tor 
c & ( 
H 
> 
VI 
aN > 
y ~ 
ty 
M S 
Mel 
4 Su 
y \\ 
T 
i 
~ 
l 
U ( 
c.4 
( 
WW 
rs J 
H: 
& Bo 
(¢ 
A 
I 
To 
j or 
£ ( 
~ ’ 
Ha 
mhe 
n-Ospno 
J Sut 
yr-Pa 
Su 


C 
hy} 
] 
tl 
OC 
( 
( 
\ 
} 
& 
( 


report them to the steam- 


ATIONS FOR 


SUPPLY 


Page 35) Wilcox Company, M. L., 





ee eo 


Toledo, 
ley. 

Wilson Hardware ¢ 
ony |W... Keith. 


been care- 


0., B. LL. 


, Beau 


RESERVATIONS FOR MAN 


Advanee Car Mover Co., 


DEALERS UN 


W.C. Stoble and Mr. 
American Screw Co., 
and William I. Henning. 
American Supply and Machinery 
New York, F. 1). Mitchell and 
Arn Bros. Co., Chicas 


tion, 
trong Too] 
Atkin w Co., Ki. GK 
Son Co., 


Indianapolis, 
Barton & HH. Ei. 
Mfg. Co., 
Mrs. W. C. 
Hazerodt. 


Black & Decket 
Blacl Mr. and 


1 Mr. and Mrs. H. B. 


ati 
Bunting Brass & 
( 


‘hicago Be 


Bronze Co., Te 
Iting Co., Chicago, H. 
We 

} ws 
Mall Bedingfield. 

A ago Pulley «X Shafting c.. 
S. A. El 


Ch Capo Scre 


licson. 
Co., Chic: 
Chisholm-Moore Mfe. 0, 


Columbian Vise & 


< TOW] Columbu McKinnon Chain Coa., 
Ky ( ri Brisbin and one other epresentat 
Te H B Tce Crawford Publishing Co., Chicag 
eee Coop Mr. and Mrs. J. H. MeNa 
( ntvedt and Edward J. McOske1 
Mob M rl" ‘ J . ul J. M K 
( hman Chuck Company, Hart 
T ™ I en lve 
: a oe Delia I r Wo x P} i ) 





NIC R “ J Y ( 
4 mit 
} Misst Inc., Henry. P 
\ \ \ 
’ M , ) Manu turing Co., Mish 
C + | 
uM tr PO Eugene S. Grant, J. H. Dray 
lyonnelley & Sons Co., R. R., ¢ 
p Beezley, J 
: I ba Ci The, 
| Di Steel I cin Lo Chi 


W. | Good Co., B. F., Akron, Ohi: 
Te) nd R. W. Stanton. 
M M G } ( ver Tire & Rubbe Co., Ak 


Grauer. 


C. P. Parker and G. A. 
; ht Co.. Wo 
e, H. F. St. Georg Greene, Tweed & Co., 


New York, 


Inc., 
Broom 
LUX 
Ne \ 


Ind 


York, 
Columbus, Ol] 


ng Co., New York, 


Ses Co., 


C6... A. 


ions 


Lamson & 
| Rope 


1 & Son St. I 


ning 


Libbey Gla ‘g. Co., Toledo, 


Lumen Bearing Co., B 
Sampson. 
Lunkenheimer 


Jones and two other representative 


SS AT NARUTO OTC ET AEP AOREF OT 0 8 ASE TET OR VE: 


Mr. and 


Appleton, Wis., 
Providence, 


+ 


Philadelphia, 


Baltimore, 
Allen, Mr. and 


Chicago Nipple & Mfg. Co., Chicage 


Mfg. Co., Clevelar 


‘Henderer’s Sons, A. L., Wilmingt 


Mfg. Co., 


and Jol 


uffalo, P. 


Co., The, Cineinnati, 


Mrs. 


mont, TeCX., M 


UFACTURERS 


two 


Gregory. 


KR. i., Chifo 


Manufacture! 
one tant. 


ro, Mr. and 4 


assl 


foun 
one 


Mr. 


Nedo, one rep 


KE. Ellsworth 


, Dixon C. \ 


» Mr. and M 
Mi. and 


ford, Conn., 


J. M. Hottel, 


and Mrs. F. 
Mr. and 


anapoli 9 H. 


in W. ( 
Ha Vey Cor 


Nathan Friel 


oul 


, Mr. and 
J. A. Carson 
J. Hoeffle: 
Mr. M) 


and 


ANS EERE ao ace 


represent 


Mrs. R. 


Ind an 


m: 


March, 192; 
rina aarnee tensa 


Cc. J. Stan 


rand Mrs. 


representa 


Allen Manufacturing Co., Hartford, Conn., Mr. and Mrs 
; and Mrs. R. E. 


rd G. Dyer 


oc? Ac 


SOC1A 
Irs. Horace 
Ti VE 


representa 


R. E. 


Mrs. 
S. Mitten 


na 
Buffalo Bolt Company, N. Tonawanda, N. Y., two repre 


resentative 


and A. J. 


iNliams and 


W. Knott. 
M Ben 


Thomas H. 


B. Conklin 
ipolis, Mr. 


and John 


Cleveland, Roy Boffenmver. 


Mrs. W. C. 
and @. C. 
and R. D. 


*s, David C. 


nce Os 














are ee 








Se A ESR SR ILD REIL 








os 


(items swine 














es 2 = 2 meet ons ote acters © AOA PRO PATINA PATA LD LEE 


McGraw-Hill Company, New York, James A. MeGraw and S K F Industries, New York, D. W. McAllen. 

William Buxman. Skinner Chuck Co., New Britain, Conn., Mr. and Mrs. 
Mechanical Rubber Co., New York, Mr. and Mrs. B. F. Robert B. Skinner. 

Reuther and Mr. and Mrs. John F. Rawls, Jr. Skinner Company, M. B., Chicago, Mr. and Mrs. M. B. 
Medart Co., The, St. Louis, Mr. and Mrs. E. T. Creiger Skinner and Mr. and Mrs. K. G. Merrill. 

ind Mr. and Mrs. J. In. Henry. Spartan Saw Works, Springfield, Mass., Mr. and Mrs. H. F. 
Monare Metal Co., Chicago, H. L. Lemon. Strout. 

; eninge pee ee are ae Se eee we meee Standard Pressed Steel Co., Jenkintown, Pa., H. T. Hal 

| oma V. oran. ] ve anc 3 f “re 

National Tube Co., Ne Orlean Mr. and Mrs. Hugo °™ Mand J. W. Priel. 


re eb hehe Standard Tool Co., Cleveland, W. P. Ro and H. ¢ 


. as . . Mc Kear 
Nicholson File Co., Providence, R. I., F. Herbert Smith and 33 ay : , ‘ - 1 
Win. EH. Bamell Stockham Pipe & Fittings Co., Birmingham, Mr. and Mrs. 
: - Harrell. x WT. Stockh: 
() ( Iron & Steel Corp., Pitt burg 1, George r. Bailey Db. W. Stockham. 


1 EB. T. Sproull. Swartwout Co., The, Cleveland, Mr. and Mrs. D. K. 
Ohio Valley Pulley Works, Maysville, Ky., Mr. and Mrs. SWartwout. 

S. P. Browning and Mr. and Mrs. R. S. Howland. Transmission Ball Bearing Co., Buffalo, Mr. and Mr 
Osborn Manufacturing Co., Cleveland, C. W. 
Ottemiller Co., Wm. H., Ine., York, Pa., W. H. Ottemill 
} Creston Ottemiller. U 


LOo., Charle ‘ Me Wen, Conn., Hi. E. Thaye ina iat . » 





Conn., two representatives. 
, Mr. and Mrs. F. J. Hemler. : 
ting Co., New York, Mr. and Jf 





G. H. Allen Mi W. H. 
Penberthy Injector Co., Detroit, Mr. and Mr A. JD. Victor Sa iddletown, N. Y., Robert B. 
Thon 





Pittsburgh Steel Co., Pitt burgh, George W. Jone 

Y tive Lock Washe Co., Newark, N. J., E. E. Ross and — - : 
y F F . Whitman rane ietroit ¢ rporation, Jetroit, 

R. L. DeNourie Pie cee I ) or} tion ( 

duake City Rubber Co., Philadelphia. Mr. and M ! - on i - si «is Silanes ede la 

George W. Schultz. jena innets a ieaieas tte i secu Abell s Pines ak oo a ; 

S Company, A. W., Chicago, A. E. Paxton, Merritt Lun Wright Mfg. Co., Lisbon Ohio, W. F. Wright, C. F. 


Vineent Steel Process Co., Detroit, two representatives. 


I Ho ! ik DB ! me othe tative ' 
e C 
a 
Midwestern Power Show a Success 
Second Annual Exposition and Conterence Attracts Many to Chicago 
= sstu rom every point of view was the second George C. Harris; The Hydraulic Press Mfg. Co., Columbu 
Midwestern Engineering & Power Exposition Ohio, P. C. Pocock; International Nickel Co., New Yon 
Midwest Power Conference, held in conjunction in L- Muller-Thym; Jenkins Bros., New York, H. B. MeLellar ‘ 
( n cy , February TI — H. A. Taif, George Davidson, R. B. Osgood, W. E. Luede ' 
Iseum, licago, In February. ne conterence 1 pn : Machine ‘5 ‘hicae It 
from February 15th to 18th and the exposition W. A. Jones Foundry & Machine Co., Chicago, Walt 


LaScelle, C. A. Heidenreich; The Lunkenheimer Co., Cinen 
nati, C. A. Brown; Manning, Maxwell & Moore, Inc., New f 
rh ig Coliseum exhibition spaces were completes York, W. P. Bradbury; National Tube Co., § 
filled wit! Moths of manufacturers displaying almost T. W. Gamble; Nice Ball Bearing Co., Philadelphia, M. H 
thin mceivable to be used in engineering and Lescure; The Wm. Powell Co., Cincinnati, William Heilig: 


Howe worl Manutacturers came from all parts. oft The Rawlplug Co., Ine., New York, Harry G. Janton; 


lispl their product and the exhibit Reading Steel Casting Co., Bridgeport, Conn., R. T. Hatel 
| PS ptt \ hoe oI i ) ul me al ll¢ A i \ APELS Ss = A ae & 
. Reev Pulley Company, Columbus, Ind., A. E. Shibley 
\ varied, interesting and many of them novel. : - ; : , 
e ; Rollway Bearing Co., Inc., Syracuse, N. Y., S. J. Kais 
Use o wer In Industries Was the Malin tople f he Sarco Co. Inc. New York, C. Wells; Scully Steel & In 
nference during Its) sessions, Phe program of th Co., Chicago, R. M. Siewert; S. K. F. Industries, Inec., New 
nference included two inspection trips and a banquet. York, ID. W. MeAllen, H. M. Metz; M. B. Skinner Co. 


The conference and exhibit attracted many engineers Chicago, F. A. MeMurray; Strom Bearings Co., Chicag 

ted in power and engineering vork, Miss Cora C. Smith; The Swartwout Company, Cleveland, 
1. M. Barrett, L. P. Russon; Timken Roller Bearing Co., 
Canton, Ohio, L. M. Klinedinst, G. }). Thewlis; Henry Vogt 
Alexance Bros., Philadelphia, represented by H. G Machine Co., Louisville, W. A. Jackman: Walworth Com 


ers interes 


Following is a list of some of those who had exhibit 


Watson, R. R. Liggett, C. S. Benson, J. L. DeRabots pany, Boston, W. C. Mattox, F. M. Churchill; Wright 
Ame a Steam Pump Co., Battle Creek, Mich., H. P. Austin Co. Detroit, C. B. Walter: American Blower Co., 
Barton; Barco Mfg. Co., Chicago, J. T. Ross; Bearium Bea et) t: American Schaeffer «& Budenbereg Corporation, 


ngs, Inc., Buffalo, Henry G, Pagani, F. A. Robertson, Brooklyn; Barrett-Christie Co., Chicago; Boylston Stean 
W. H. Judy, A. A. Matthews, A. W. Corrigan; The Br Specialty Co., Chicago; A. W. Cash Company, Decatur, Ill: 
Company, Waterbury, Conn., H. T. Weeks, L. G. Bean; The Chicago Pump Co., Chicago; Crane Co., Chicago; The 
Buffalo Forge Co., Buffalo, C. C. Cheyney; Chicago Rhopac 


ig 
Products Co., Chicago, N. E. Johnson; Clipper Belt Lae Marshalltown, Iowa; Foster Engineering Co., Newark, N. J.; 
Co., Grand Rapids, Mich. G. E. Farmer; G. M. Dav Gits Bros. Mfg. Co., Chicago; Kieley & Mueller, Inc., New 
Regu ator Co., Chicago, G. C. Davis; Joseph Dixon Crucible York: ieaaweii Machine Co.. Orange, Mass.: Link-Belt 
Co., Jersey City, N. J.. E. C. Pleam, P. H. Griffin; Dodge Company, Chicago; J. FE. Lonergan Co., Philadelphia; 
Manufacturing Corporation, Mishawaka, Ind., J. E. Cham Merman Polar Bearings Co., Stamford, Conn.; Ramsey 
berlain; Lewi M. Ellison, Chicago, Lewi M. Ellison; 

Everlasting Valve Co., Je ey City, N. J George M. 


Chain Co., Inc., Albany, N. Y.; Safety Automatic Wrench 
2 Elton, Co.. New York; Snap-On Wrench Co., Milwaukee; Thomas 
Jrv.: The Fafnir Bearing Co., New Britain, Conn., R. N. Coupling Co., Troy, Pa.; The Uehling Instrument C 
Hemenway; Arthur Harris & Co., Chicago, A. J. Harris, Paterson, N. J. 


Crane Packing Co., Chicago; The Fisher Governor Co., 
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, Build Your Business 
| a Bath ig no \ \ ) ith 

| Quincy Compressors 
With the idea of installing Air Compressors in every de 
i partment becoming more popular daily, every mill, foun 
dry and shop in your territory is a possible prospect for Air 


Compressors 


As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
f compressors that will sell your reputation as an A‘l 
jobber. Start might. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another 





Quincy Compressors are manufactured in types and sizes 
MODEL “W" WATERCOOLED 


for practically every industrial air job—are original designs 


sides Py ae wanes pe not imitations. Only the highest grade materials are used 
Mocel Vs 4340x5” poms in Quincy construction and after the final factory inspec 
Model W-4 fMy 5” ey 5 cu. ft tion, every Quincy Compressor is guaranteed free from 
M V-2 and large mplete f feed Inbr flaws or defects. Silent running, life long trouble-free 


service, quick pumping, are just a few of the features of 
Quincy Compressors. And our service starts the day you 
take on the line 


This space will not permit us to tell you all of the advan 
tages of a connection with Quincy Compressor Co. But 
the coupon below, signed and mailed, will bring you the 
omplete story. You'll not be obligated in any way by 
sending for information. And it may prove profitable all 
around 


Quincy Compressor Co., 
302 Maine St., Quincy, IIl. 


If you can convince me that it will mean money in my pocket 


becon e rT Quincy Compressor jobber, come ahead 
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Illinois 
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Transmission Committee in Meeting 


Executive Body Plans Award for Slogan and Emblem and Confer- 


ence of Advertising and Sales Managers—New Secretary Present 


The executive committee of The Power Transmission 


Association met in New York on 


for 


based on ideas 
transmission of 


tion’s use, 
economical 
installation. 

The committee also set April Ist 
for the next meeting of the entire 
board of directors, to be held at the 


Old Colony Club, Chicago. It was 


also decided to call a conference of 


advertising and sales 
various industries and companies in- 
terested in the association’s activ- 
ities, this meeting to be held in 
Cleveland, at Hotel Statler, on Satur- 
day, June llth. The new executive 
secretary, W. S. Hays, was present 
at the New York meeting and made 
suggestions as to future activities. 
It is stated that reports of progress 
on new memberships were very satis- 
factory. 


A letter recently sent to members 
of The Power Transmission Associa- 
tion by President W. H. Fisher, dis- 


cusses the activities of the preceding 
two months. This letter 
ceived too late for publication in the 
February issue of MILL SUPPLIES, 
but there is enough of interest in 
it to warrant publishing it at this 
time. Following is the letter: 
Although you have received little in- 
formation during the past sixty days 
relative to our association work, we 
want to assure you that considerable 
progress has been made toward the 
beginning of real constructive work. 
You appreciate the 
this apparent lack of news 
consider that the officers and members 
of the executive committee, who have 
undertaken the work of organizing and 
developing the 


was re- 


will reason for 


when you 


association, are all heads 
of manufacturing establishments, who, 
like yourselves, have had many extra 


duties of their own during the last 
month of the old and the first month 
of the new year. 

Regardless of this fact, meetings 
were held in New York on lecember 


8th and January 20th. The work done 
and the plans developed at these meet 
will result ult 

mately to the advantage of each of our 
various allied industries. 


ings we are positive 


Then, too, we had no executive secretary. 
to act hastily in this matter because the success of the asso 
ciation depends so much upon the secretary, and the consid 
eration and selection of the right man requires a great deal 


if investigation 


< 


So you will 


which means time. 
understand that we 
to the a 
write and advise 


time left to you of 


February 28rd, and 
among other things authorized an award of $250 for the 
best slogan and emblem to be presented for the associa- 
the most 


power, 


managers of 


were working and giving 
sociation all the time we could, but we did not have 
our 


different from 


and 
given 


efficient 


for any tive secretary. 


Officers and Directors of the Power 


Transmission Association 


President HW. H. Fisher. 

Vice-Presidents Frank H. Willard, 
Benjamin A. Keiley, William R. Simpson, 
S. A. Ellicson, Wylie K. Lee. E. D. 
VUckoun. 

Treasurer —-L. H. Shingle. 

Executive Secretary —H. S. 
Drexel Bldg... Philadelphia. 

Board of Directors 


Division W. H. 


Hays, 791 


Power Transmission 
Fisher, secretary T. B. Wood Sons Co.. 
Chambersburg, Pa.; George C. Miller, 
president Dodge Manufacturing Corpora- 
tion, Mishawaka, Ind.; J. E. Henry, secre- 
tary The Medart Company, St. Louis. 

Leather Belting Division —- Frank H. 
Willard, president Graton & Knight Co.. 
Worcester, Mass.; Edward H. Ball. presi- 
dent Chicago Belting Co., Chicago; 
George H. Fisher, president Fisher 
Leather Belting Co. Inc., Philadelphia. 

Fabric Belting Division--Benjamin A. 
Keiley, president R. & J. Dick Co., Ine.. 
Passaic, N. J.; Z. F. Harshton, president 
imperial Belting Co., Chicago; John F. 
Duffy, treasurer Scandinavia Belting Co.. 
Vewark, N. J. 

Pulley Division—VW illiam R. Simpson, 
vice-president The American Pulley Com- 
pany, Philadelphia; S. P. Browning, 
president The Ohio Valley Pulley W orks, 
Inc., Maysville, Ky.; George L. 
president’ Reeves Pulley C 
Columbus, Ind. 

Hanger Division —S. A. Ellicson, presi- 
dent Chicago Pulley & Shafting Co., Chi- 
Charles M. Murray. president 
Transmission Ball Bearing Co., Inc., Buf- 
falo; H. T, Hallowell, president Standard 
Pressed Steel Co., Jenkintown, Pa. 
Division Wylie Kk. Lee. 
president Clipper Belt Lacer Company. 
Grand Rapids, Mich.; William D. Young, 
vice-president Cling-Surface Co.. Buffalo. 

Tanners and Curried Leather Division 


Reeves. 
ompany, 


CagZO; 


{ecessories 


E. D. Mcekown, vice-president) Hans 
Rees’ Sons Co., Ine. New York City; 
Hiram 8S. Brown, president Central 
Leather Co. New York Citv; L. H. 


Shingle. president Shingle-Gibb Leather 
Co.. Philadelphia. 

Rubber Belting 
be appointed later. 


Division Vembers to 


We did not want an ultimate 


We are 


roster. 


that 


work. It 


will be 


now on. 
are confident is a good man, who will develop our associa- 
tion upon the ideas conceived by its founders. 

At the January meeting, by the unanimous action of the 
executive committee, W. S. Hays, 791 Drexel building, Phila- 
delphia, was selected and engaged for the position of execu- 


We have selected a secretary we 


Mr. Hays is an electrical engineer, 
a graduate of Sheffield-Yale, and has 
had several years practical experience 
with the General Electric Company and 
other electrical interests in power in- 
stallation work. He also was connected 
with the McGraw Publishing Company, 
publishers of technical trade papers, 
which work he gave up when the 
McGraw and Hill interests merged. 
He has since been specializing in secre- 
tarial work. 

The combined experience of prac- 
tical work in electrical power develop- 
ment and work with engineering trade 
papers should fit him especially well 
for the position of secretary of an 
association such as ours. 

Your executive committee feels par- 
ticularly fortunate in being able to find 
these qualifications in a man who is an 
electrical engineer, as this enabled us 
to select a secretary who has not been 
in any way associated with any of the 
industries of which this organization is 
composed. It was felt very desirable 
to find a man in some outside field, so 
that it would be thoroughly understood 
that there is no particular industry 
more interested than another in this 
united effort to benefit all manufac- 
turers interested in making materials 
used for the mechanical transmission 
of power. 

It was decided at this meeting to con- 
tinue our solicitation for membership 
on the basis of the original organiza- 
tion and investigation fees, which were 
as follows: 





Companies rated A and over—$150 
Companies rated B and B+— 100 
Companies rated C and C+— 75 
Companies rated ) and D+— 50 
Companies rated E & under— 25 


This fee table is based on R. G. Dunn 
ratings. 

After we have exhausted our poten- 
tial membership, we will then be in a 
position to base our working 
ment upon the amount required for the 


assess- 


work decided upon and the number of 
members then belonging to our asso- 


We have now over one hun- 
dred members, and the outlook is very 
bright indeed for our having at least 


ciation. 


membership of three hundred. 

During the past sixty days we have completed our organ- 
ization, and attached to this letter you will find a complete 
quite 
these men who have offered their services voluntarily 
and freely should be sufficient warrant for your further inte? 
est in the work? and for the attracting of every other manu 
facturer whose business will be benefited by 


confident that you will feel assured 


this movement. 
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Build Your Business 
With 


Quincy Compressors 


With the idea of installing Air Compressors in every de 
partment becoming more popular daily, every mill, foun 
dry and shop in your territory is a possible prospect for Air 
Compressors 


As a Mill Supply Jobber, you are in an excellent position 
to furnish the compressors needed, and collect a good profit 
from every sale. The first move is to get behind a make 
of compressors that will sell your reputation as an A+] 
jobber. Start right. Put your weight behind Quincy 
engineer-built Compressors and every Quincy you install 
will sell another 


Quincy Compressors are manufactured in types and sizes 
for practically every industrial air job 
not imitations. 


are original designs 
Only the highest grade materials are used 
in Quincy construction and after the final factory inspec 
tion, every Quincy Compressor is guaranteed free from 
flaws or defects. Silent running, life long trouble-free 
service, quick pumping, are just a few of the features of 
Quincy Compressors. And our service starts the day you 
take on the line 


This space will not permit us to tell you all of the advan 
tages of a connection with Quincy Compressor Co. But 
the coupon below, signed and mailed, will bring you the 
omplete story. You'll not be obligated in any way by 
sending for information. And it may prove profitable all 
wround 


Quincy Compressor Co., 
302 Maine St., Quincy, Ill. 


If you an 


that it will 


convince me mean money in my pocket 
dD or i Quincy Compressor jobber, come ahead 
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Transmission Committee in Meeting 


‘xecutive Body Plans Award for Slogan and Emblem and Confer- 


ence of Advertising and Sales Managers—New Secretary Present 


The executive committee of The Power Transmission 


Association met 


tion’s use, 
economical 
installation. 

The committee also set April Ist 
for the next meeting of the entire 
board of directors, to be held at the 
Old Colony Club, Chicago. It was 
also decided to call a conference of 
advertising and sales managers of 
various industries and companies in- 
terested in the association’s activ- 
this meeting to be held in 
Cleveland, at Hotel Statler, on Satur- 
day, June 11th. The new executive 
secretary, W. S. Hays, was present 
at the New York meeting and made 
suggestions as to future activities. 
It is stated that reports of progress 
on new memberships were very satis- 
factory. 


based on ideas for the 
transmission of 


ities, 


A letter recently sent to members 
of The Power Transmission Associa- 
tion by President W. H. Fisher, dis- 
cusses the activities of the preceding 
two months. This letter was _ re- 
ceived too late for publication in the 
February issue of MILL SUPPLIES, 
but there is enough of interest in 
it to warrant publishing it at this 
time. Following is the letter: 

Although you have received little in- 
formation during the past sixty days 
relative to our association work, we 
want to assure you that considerable 
progress has been made toward the 
beginning of real constructive work. 

You will appreciate the reason for 
this apparent lack of news when you 
consider that the officers and members 
of the executive committee, who have 
undertaken the work of organizing and 
developing the association, are all heads 
of manufacturing establishments, who, 
like yourselves, have had many extra 
duties of their own during the last 
month of the old and the first month 
of the new year. 

Regardless of this fact, 
were held in New York on Decembet 
8th and January 20th. The work done 
and the plans developed at these 
ings we are positive will 


meetings 


meet 
result ult 

mately to the advantage of each of our 
various allied industries. 


Then, too, we had no executive secretary. 
to act hastily in this matter because the success of the asso 


ciation depend 
eration 
which means time. 
So you will understand that we 


f investigation 


in New York on February 23rd, and 
among other things authorized an award of $250 for the 
best slogan and emblem to be presented for the associa- 
most efficient and 
power, 


so much upon the secretary, and the consid- 
and selection of the right man requires a great deal 


were working and giving 
to the association all the time we could, but we did not have 
time left to write and advise you of our 


for any given _ tive secretary. 


Officers and Directors of the Power 


Transmission Association 


President’. He. H. Fisher. 

Vice-Presidents Frank H. Willard, 
Benjamin A. Keiley, William R. Simpson, 
S. A. Ellicson, H ylie K. Lee. E. D. 
VcKouwn. 

Treasurer—-L. H. Shingle. 
Executive Secretary —H. 8S, 


Drexel Bldg... Philadelphia. 


Board of Directors 


Hays, 791 


Power Transmission Division — W. H. 
Fisher, secretary T. B. Wood Sons Co.. 
Chambersburg, Pa.; George C. Miller. 
president Dodge Manufacturing Corpora- 
tion, Mishawaka, Ind.; J. E. Henry, secre- 
tary The Medart Company, St. Louis. 

Leather Belting Division Frank H. 
Willard, president Graton & Knight Co.. 
Worcester, Mass.; Edward H. Ball, presi- 
dent Chicago Belting Co., Chicago; 
George H. Fisher, president Fisher 
Leather Belting Co., Inc., Philadelphia. 

Fabric Belting Division--Benjamin A. 
Keiley, president R. & J. Dick Co., Inc.. 
Passaic, N. J.; Z. F. Harshton, president 
Imperial Belting Co., Chicago; John F. 
Duffy, treasurer Scandinavia Belting Co.., 
Newark, N. J. 

Pulley Division—V illiam R. Simpson. 
vice-president The American Pulley Com- 
pany, Philadelphia; S. P. Browning, 
president The Ohio Valley Pulley W orks, 
Inc., Maysville, Ky.; George L. Reeves. 
president’ Reeves Pulley Company, 
Columbus, Ind. 

Hanger Division —S. A. Ellicson, presi- 
dent Chicago Pulley & Shafting Co., Chi- 
Charles M. Murray, president 
Transmission Ball Bearing Co., Inc., Buf- 
falo; H. T. Hallowell, president Standard 
Pressed Steel Co., Jenkintou n, Pa. 
Division Wylie K. Lee, 
president Clipper Belt Lacer Company. 
Grand Rapids, Mich.; William D. Young, 
vice-president Cling-Surface Co., Buffalo. 

Tanners and Curried Leather Division 


cago; 


iccessories 


E. D. MekKown, vice-president Hans 
Rees’ Sons Co.. Inc.. New York City; 
Hiram SS. Brown, president Central 


Leather Co.. New York Citv; L. H. 
Shingle. president Shingle-Gibb Leather 
Co.. Philadelphia. 

Rubber Belting Division 
be appointed later. 


Vembers to 


We did not want 


roster. We are 


#1 


work. It will be 


different from now on. 
are confident is a good man, who will develop our associa- 
tion upon the ideas conceived by its founders. 

At the January meeting, by the unanimous action of the 
executive committee, W. S. Hays, 791 Drexel building, Phila- 
delphia, was selected and engaged for the position of execu- 


We have selected a secretary we 


Mr. Hays is an electrical engineer, 
a graduate of Sheffield-Yale, and has 
had several years practical experience 
with the General Electric Company and 
other electrical interests in power in- 
stallation work. He also was connected 
with the McGraw Publishing Company, 
publishers of technical trade papers, 
which work he gave up when the 
McGraw and Hill interests merged. 
He has since been specializing in secre- 
tarial work. 

The combined experience of prac- 
tical work in electrical power develop- 
ment and work with engineering trade 
papers should fit him especially well 
for the position of secretary of an 
association such as ours. 

Your executive committee feels par- 
ticularly fortunate in being able to find 
these qualifications in a man who is an 
electrical engineer, as this enabled us 
to select a secretary who has not been 
in any way associated with any of the 
industries of which this organization is 
composed. It was felt very desirable 
to find a man in some outside field, so 
that it would be thoroughly understood 
that there is no particular industry 
more interested than another in this 
united effort to benefit all manufac- 
turers interested in making materials 
used for the mechanical transmission 
of power. 

It was decided at this meeting to con- 
tinue our solicitation for membership 
on the basis of the original organiza- 
tion and investigation fees, which were 
as follows: 


Companies rated A and over—$150 


Companies rated B and B+— 100 
Companies rated C and C-+-— 75 
Companies rated I) and D+-— _ 50 


Companies rated E & under— 25 

This fee table is based on R. G. Dunn 
ratings. 

After we have exhausted our poten- 
tial membership, we will then be in a 
position to base our working assess- 
ment upon the amount required for the 
work decided upon and the number of 
members then belonging to our asso 
ciation. We have now over one hun- 
dred members, and the outlook is very 
bright indeed for our having at least 


un ultimate membership of three hundred. 
uring the past sixty days we have completed our organ 
ization, and attached to this letter 


you will find a complete 


quite confident that you will feel assured 
that these men who 


have offered their services voluntarily 


and freely should be sufficient warrant for your further inter 
est in the work? and for the attracting of every other manu 
facturer whose business will be benefited by this movement. 
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You'll have, in the Whiting Line, a belt that you can 
recommend without any qualification and that you 
can match against any other brand without doubt as 
to the results. 


Sound, honest belting is the basis of the Whiting busi- 
ness—belting which any dealer can back with his 
reputation for selling high-grade goods at fair-and- 
Square prices. 


And the service back of Whiting Belting is what 
every dealer would like to receive——personal atten- 
tion to every order, prompt deliveries, and a follow- 
through that means satisfaction for everybody. 


We are still looking for a few dealers of the right type, 
in mighty good territory where there's real business 
in belting. 


Why not write, today, for the real facts on Whiting 
Belting and the Whiting dealer proposition. 





Whiting Leather & Belting Co. 


General Office and Factory: Long Island City, New York 


STEERBAX STEERBAX 


WATERPROOF 


Reg U S Pat Off 


Factory Branches at 
24 Noble Court 314 Market Street 221 N. Sheldon St. 


CLEVELAND, O. NEWARK, N., J. Cuicaco, IL. 
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upply House 


Handling of Wire 





Rope 


Discussion of Its Adv isability and the Methods of Stocking It and 


Preparing Orders, with Views of Manufacturers and Dealers 


With the end in view of determining the most approved 
methods of handling wire rope in supply houses, MILL 
SUPPLIES set out, by means of personal call letters 
manufacturers and distributors, 


and 
to obtain information 
nis subject, but the investigation soon developed into 


an inquiry into the general subject of 


wire 


marketing 
through distributors. 





It was found th 


+ 





much wire 
‘ope Is being sold 
that supply 
where 


through sup 


ply houses; house 
listribution, handled 


rly, is successful, and 


hat it vorks hand-in-hand 
with the sale of other items 


handled by distributors. The 
upply house, it seems, 
a logical distributor 


Wire rope. The supply house 
salesman is calling on the in- 


trade 


sell 


cons 


that 


antly, and, 


if he can trade belt 


ng, transmission machinery, 
ack. and the many other 
en e Nandles, WNyY can Nhe 
not also sell them wire rope for 
their elevators, cranes, hoists 


vors and other apparatus 


required? If 


the distributor carries marine 
ind lroad supplies, he will 
more markets for wire 
Dp and the contractor, to 
vhom many mill supply houses 
ib iser of this prod- 
lr} n ipply house car 
ve the consumer quick ser 
e for most of his wire rope Right and Wrong Me 
needs, and chances are that he Rope. Tllisst if ) F > 
will gather in many “pick up” Cable 
rders that the manufacturer 
he represents might not obtain were he selling direct 
The supply house representative is calling on the trade 


lia 
lirect el 


sell numerous 


n ' 
items. Even aside from his 
sell wire h 


rts to rope, e might be 
demand occurs. At any rate, 
are generally hand. The 


because of his larger te 


“on the ground” 
hen a sudden he and his 
house close at manufacturer’s 


ma) be 
district, and 


his calls on the industries are probably less frequent th: 


repre sentat ive, 


able to hit 


rritory, 


only the high spots in a given 


ose ot the 


supply house salesman. 


One handles wire 
unable to 


selling effort s oft 


distributor who 
raises the objection that he is 


tion 


supply house rope 


meet compet! 
manutacturers, 
to the nature of the product. That 
sort of competition is also met in other lines handled by 
supply houses. 


because of direct 


but this is hardly due 


The principal objection raised to supply house distri- 
bution from 


that of 


the manufacturer’s standpoint, and 
some distributors, 


from 
is the argument that the line 
is too technical for the average supply house salesmen 


to handle—that he is unable to specify the particular 





fhods of 
rushed Ou 


Company 


> 


requirements for a certain application. But 
tion 


this objec- 
is well answered by a representative of the American 
Cable Company, Inc. 
as Well as to the 
“Our 


department 


“That applies to our own salesmen, 
supply house representatives,” he said. 
own men often have to write to our engin 
the rope 
particular purpose, and the 
supply like- 
wise. The danger lies in the 
that of 
salesmen specifying where they 
should not 


“Our 


ering 


for information as to best for a 


house can do that 


opposite direction, 
attempt to do so. 
greatest difficulty in 
selling a distributor on the idea 
of selling wire rope is in over- 
that line 
is too technical for him to han- 
lle. When a distributor shows 


coming his tear the 





{ 
he means business, we send one 
of our engineers to him and he 


| goes out with the 


salesmen ant 
instructs them.” 


He said that his company 
has found that where supply 
houses have gone into the busi- 

ode, E - = a 
% ness seriously, distribution by 


that method is very successful. 
Methods of 
rope in 


Some 


stocking wire 
vary. 


iron turntables 


houses 


supply 
use Cast 
tor the racks 
while 


heavy 


heav ¥ reels and 


to hold the smaller ones, 


simply lay the 


otners 





reels on the floor and use chain 
blocks or jacks 


to put them in 
place for unreeling. 


In two houses visited by the 


Ha) Wire 


\ wel ica he 


dling 


are measured automatically, 


and in one of these the rope is 


carried from its stock reel, 
through the measuring machine and onto another reel 


by means of a motor. In another house rope being pre- 


pared for delivery was being measured by a yardstick 
Anothe) favorite method of 


measuring in a majority of cases seems to be 


uses a tape measure, but the 
by plates 
inset in the floor at regular intervals. 
Some reel their 


approved method is by motor. Cutt 


houses hand, but the 
ng in most 


i 
metal-cutting shear. 


rope by most 
instances 


For 


cutting large sizes one house uses a larger machine, with 


is done 


with a hand-operated, 


a scissor-like cutting arrangement. Two others use a 
special ratchet cutter manufactured on the coast. <A 
third house uses a special automatic rope cutter, manu- 


factured by J. Voleske, Portland, Ore. The writer was 
told of another cutter, manufactured by a firm in Texas. 
One blade of this cutter is stationary, the other works 
down into a groove over the wire, and a sledve is used 
to drive the blades through the wire, thus producing a 
clean cut. 

Following are four interesting statements from supply 
houses on handling wire rope: 


Ree ene ee es eee ee 


writer some sizes of wire rope 
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Ready for Work—Any Time—Any Place 


Sales and Service 


Atlanta 
Boston 
Buffalo 
Chicago 
Cleveland 
Dallas 
Denver 
Detroit 
Indianapolis 


Kansas City 


Factory, machine shop, mill- 
wright department, power plant, 
etc., etc.— it makes no difference 
where the holes are needed, a 
“Van Dorn” 142” Heavy Duty 
Millwright Drill and Bench 
Drill Stand will speed up the 
job. Every industry, large or 
small, can profitably use one or 
a battery of these machines for 
production or maintenance. On 
or off the stand, either day or 
night, these drills can be used 
wherever there is a lamp socket. 


The Van Dorn Electric Tool Co. 


Makers of Portable Electric Drilling, Reaming and 
Grinding Machines 


Cleveland, Ohio 


Branches 


wee 


Powered with the famous 
“Van Dorn” Motor (built com- 
pletely in our own plant) these 
drills are without equal for con- 
tinuous drilling operations. 
Proof is that companies like 
Fisher Body, Buick, Otis Ele- 
vator, American Bridge, etc., 
are using thousands of these 
drills. 

Have you investigated the pos- 
sibilities of this line? Your ter- 
ritory may be open. Write for 
full information. 


~. ME) 



































Sales and Service 
Branches 


Los Angeles 
New York 
Philadelphia 
Pittsburgh 
St. Louis 
Salt Lake City 
San Francisco 
Seattle 
Toronto 
Winnipeg 
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J. C. Cowan, manager, supply department, Alamo Iron 
Works, San Antonio, said: 

“We have a very simple, yet effective way for handling 
all of our rope. First, we will give you an idea of our 
method of caring for our full coil lots of regular wire 
rope, from *%% in. to 1 in., inclusive. This we purchase 
on reels containing 5,000 ft. each, as we find it is more 
profitable to buy these full reels, due to the fact that 
we have less remnants. 

“We have provided for these reels in our warehouse 
ball bearing turntables. These turntables are approxi- 
mately 12 in. in diameter, and consist of a top and bottom 
cast iron plate, approximately 11% in. thick, with a ball 
race cut in each of them, and we use six 1 in. balls for 
the small sizes, up to and including °, in. rope, and 
eight 1 in. balls for the turntables for the °4 in., 7% in. 
and 1 in. size rope. Each of these turntables has a hole 
through the center for a piece of 2 in. pipe, this being 
approximately 18 in. to 2 ft. long. We use a wooden 
platform, to which this piece of pipe is fastened in the 


} 





Wire Rope Measuring Machine Manufactured by 
Will Gis po) t Wire Rope Company 
center and the ball bearing turntable is placed loose 
iround the pipe on the platform. 
“When the reel arrives at our warehouse, we place 
mn our chain block, set it on end over the 2 in. pipe 


reel, and stand the base of the 
Then, taking one of our elevat- 


in the 
reel upon the turntable. 


hrougn the hole 
to its place, putting all of 

very compact space and 
between rows of reels. 


ing trucks, we move the reel 


tovether in a 
an aisle wa\ 


the reels close 
leaving When these 
reels are once placed they are not moved until it is neces- 
sary to replace them. We have a common block attached 


to one of the pillows of our warehouse at a convenient 


place, and if a piece of °%4 in. rope is wanted, we walk 
over to the *?4 in. reel and loosen the end, bring it over, 
run it through the block and then measure out the re- 


quired amount of rope wanted. 


“For measuring we have a steel floor marker. This 
marker runs 100 feet down our warehouse, and the 
winding reel is at the end of this marker. By use of 
this steel marker we are able to measure off 100 feet 


as it is wound onto the reel on which it is to be shipped. 
For shipping reels we make in our shop a light, compact 
all-steel manufactured from *4 in. or 1 in. scrap 
reinforcing welded These we use for 
ropes up to as long as 1,500 to 2,000 feet. 


reel, 
bars together. 
On longer 
use the original factory 
accumulate. We have able 


larger 
which we 


lengths and ropes we 


reels, never been 


) 
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to find 


a satisfactory measuring machine, though we 
have tried various kinds; and if anyone is able to tell 
us of one which is not too expensive and yet is accurate, 
we would like to know something of it. 

“Our tiller rope, coming in small coils and being light, 
is handled on a stand which is arranged so that the coils 
can be placed in position and the rope simply pulled off 
from the rolls while they are revolving on a piece of pipe 
which is stationary in the stand. 

“Now with reference to the supply house as the 
logical distributor of wire rope, we believe beyond all 
question that it is, especially in the Southwest, where 
factories are so far away and delivery so important in 
many instances. Our wire rope is used for many pur- 
poses in this section. Of course we sell contractors for 
their hoisting equipment. We also have quite a few 
drag line machines in this section, as well as rock 
quarries, mines, etc. 

“We educate our salesmen to a limited degree, in- 
structing them in the different constructions and various 
uses of the different types of wire rope. We do not 
try to make experts out of them, however, but, with the 
close co-operation we have from the Williamsport Wire 
Rope Company, with its warehouse and sales force in 
Houston, only 200 miles from here, we can easily obtain 
the necessary help on special deals.” 

C. J. Stanley, 


vice-president and 


general manager, 
The M. I. Wilcox Company, Toledo, Ohio: 
“We have represented the Broderick & Bascom Rope 


Co. for a great many years, and this business originated 
largely as did the paint business, through selling to the 
marine trade. 

“Sales to the marine trade form a small part of our 
business on wire rope at the present time, however, as 
our big outlet is to the erection and building contractors, 
stone quarries, lime plants and the industrial trade. The 
industrial trade are large users of wire rope, as it is 
needed on their passenger and freight elevators, travel- 
ing cranes, locomotive cranes, electric hoists, air hoists, 
etc. The mill supply distributor’s sales- 
men call on the industrial trade and there is considerable 
wire rope business to be secured there. 


monorail hoists, 


“We carry wire rope in full reels in our warehouse, in 
sizes from “y inch to 1 inch. 


foot reels, and 


We handle larger sizes of 
find that is about as 
large a reel as we can handle to advantage on the larger 
sizes of wire rope. On the other hand, we handle as 
large reels as possible to eliminate short ends or rem- 
nants. These reels stand on the floor of our warehouse, 
and when we cut wire we put a pipe pin on the spindle 
through the hole in the reel and raise the reel from the 
floor on automatic jacks. The floor of our warehouse 
is marked in units of 5 f the entire length of the 
units being 100 feet, and after the wire is drawn from 
the reel over the floor by hand and measured, it is 
re-reeled on a special reel which we have at the other 
end of our warehouse. 


wire in 3,000 this 


feet, 


To cut the wire we use a special 
automatic wire rope cutter, and this cuts rope in all 
The machine is made by J. Voleske, Portland, 
Oregon. This is mounted on wheels, and has two knives 
that the wire fits in between. It is operated with a lever 
and is so geared that one man can cut practically any 
size wire that can be put into the machine. 

“The smaller sizes of wire, 3 16 inch and 
carry in 5,000 foot reels on stationary racks. The reels 
are arranged so that they will revolve. We cut this wire 
in the same way as we do the larger sizes.” 

Don D. Henderson, service department, Clyde Equip- 
ment Co., Portland, Ore.: 

“Unfortunately we do not 


sizes. 


under, we 


have sufficient warehouse 














Keep the basement and 


wheel pits dry with the 


EAGLE EJECTOR 


TEAM or water pressure does 

the work—no moving parts, no 
priming or waiting, and no freezing 
as the ejector is empty when idle. 
Can be placed anywhere within 
range of the operating pressure, 
takes up almost no room, and is 
always ready and efh- 
cient at a turn of the 
valve wheel on the op- 
erating line. If you 
want the operation au- 
tomatic — to keep all 
water drained down to 
a fixed level—we fur- 
nish with foot valve on | 
the suction and ball- | 
float-operated pressure | 
valve. 
With water operation, |S 
about twice as much | | 
water as enters from = 
the pressure line is 
ejected. With steam 
operation, 250 to 15000 
gal. per hr. can be 
ejected, depending 


i 
i 
| 
j 














j 
i 
| 


upon ejector and pipe size, pressure, lift, and tem- 


perature of the water. 


The Eagle Ejector handles either clean or dirty 
water, and remains dependable, as the wearing 


parts are hard bronze and do not corrode. 


Its use 


is the one practical solution where space limita- 
tion, excessive cost or noise prohibit the use of a 


pump. 





OU can sell Sherwood products to critical customers 
with every confidence that you are acting for their 


as well as your own best good. 


The prices, quality and service will enable you to 
compete successfully against all comers, and the further 
cooperation and inducements that we offer are too good 


to neglect. 


Ask us for details and at the same time why not have 


1s quote on your next stock order? 


This Sherwood Catalog FREE 


} 
cator Cocks, 






Drainers, Force-feed 
Sieht-feed Lubricators, Oil and 
Grease Cups, Oil 
Gauge 
Pressure Gas Valves, 
ers, Fusible Plugs, etc. 


Ask for Catalog 18-S 


Send for your copy and keep it 
handy as a guide to proper selec 
tion of Injectors, Ejectors, Cellar 
Oil Pumps, 


Gauges, Indi 


Cocks, High- 


Flue Clean- 


- Sherwood Manufacturing Company 


¥ 1713 Elmwood Ave., Buffalo, N. ¥ 


G A GOOD NAME TO REMEMBER WHEN BUYING 


POWER PLANT and INDUSTRIAL SPECIALTIES 
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NON-SPINNING 
HOISTING ROPE 


ICKWIRE Spencer Non- 

Spinning Hoisting Rope is 
especially designed for back haul 
or single line derricks, for shaft 
sinking and mine hoisting where 
bucket or cage swings free with- 
out guides. This rope prevents a 
free load from rotating or spin- 
ning. 


It is made from (1) 6 strands of 
7 wires each, Lang’s lay (wires in 
the strands and the strands them- 
selves twisted to the left) laid 
around a hemp core. (2) These 
strands are then covered with an 
outer layer of 12 strands, 7 wires, 
regular lay (wires in the strands 
twisted to the left and strands 
themselves twisted to the right). 


Other Wickwire Spencer wire 
ropes are carefully built for spe- 
cial tasks. Wickwire Spencer 
transmission, haulage or standing 
ropes for all purposes are made 
with a generous margin of 
strength above requirements. They 
bring economy through their long 
life, reduced replacements, fewer 
delays and greater safety to 
workers. 


WICKWIRE SPENCER 
STEEL COMPANY 
General Offices: 


41 East Forty-second Street, 
New York 


Western Sales Office: 


208 South LaSalle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles seattle 
put ccc oreo { 
Wickwire Spencer Steel Co., ; 
| Dept. 3-Ms, tl BE. f2nd st., New York City l 
Please send me your catalog ‘‘Wire Rope.” 
| I 
1 Name 1 
I | 
| I 
1 Address I 
I i 
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-WICKWIRE SPENCER 
PRODUCTS i 
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space to handle the rope in the most economical manner. 
The large reels are left standing on edge in rows. To 
run off rope, we jack up the reel, run through a shaft, 


which has a square chuck, fitting the square core of 
the reel, and run the line to our reeling machine. On 
the smaller sizes, the reels are laid flat on their sides 


on dollies and turned on a ball joint. The rope is meas- 
ured by hand, tape measure, as we have found this to 
be most nearly accurate. It is reeled on a machine 
designed by the Hazard Manufacturing Company. This 
is driven by Reeves variable speed transmission, so that 
the larger diameter ropes can be handled at convenient 
speed, and smaller sizes of rope more rapidly.” 

Charles C. Rose, president, Central Supply 
Little Rock, Ark.: 

“We stock our wire rope under a powerful traveling 
crane and matter of but a minutes to 
a roll of any weight, unwind trem this roll any quantity 
and wind it on another reel, or on a collapsible reel which 
we 


Company, 


few raise 


It isa 


have, which enables us to ship small quantities in 





coils without reels. 
‘The wire rope business is not satisfactory to us, as 
some factory is always quoting prices to the large users 
—_ 
ix 
» DF) 
q 
y 
Specia Ratchet Cutter for Wire Rope, Distributed by 
Mill & Mine Supply Co... ot attle 


which do not leave us a sufficient margin of profit. Since 


we now sell it, however, we believe we will continue s« 


{ do.”’ 


Robert Gillespie, president and treasurer, Mill & Mine 
Supply Co., Seattle: 

“We stock our wire rope in an ordinary warehouse, 
mount the reels on a shaft and run the wire from there 
t winding When the desired length is 
reached, use a special ratchet cutter, for which we 
and which sells at $225. 
chine to cut both large and small ropes. 
plied several of 


Oa machine. 
we 
are agents, We use the same ma- 
We have sup- 
these to the American Cable Company 
and others. 

“Our measuring 
ordinary 


marks on the 
The winding machines are rather 


is done by floor by an 


steel plate. 


complicated affairs. We designed them ourselves and 
had them made locally. We have two such machines, 
both electrically driven. One has two speeds and the 


other three speeds. It is merely a system of gears con- 


tained ina frame. There is a space for a reel on a shaft, 
and on the side there is a coiling device, which is neces- 
sary in lengths of 150 feet The 
machine is the better. 


less, three speed 
t 


and 


“Wire rope is all right for supply houses to handle, 
provided they know their business. But it is a technical 
line and can be sold only by persons who know what 


they are talking about and can supply the right rope for 
the right place. We believe, however, that if the proper 


87 
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supply house is obtained, it is the best way to distribute 
the rope, because if the manufacturer handles it direct, 
his expense is too much on the one line. 

“We have eight salesmen, all of whom are well versed 
in the technical knowledge of wire rope, which they have 
gained from experience ranging from eight to twenty 
years. We used to own the Pittsburgh Wire Rope Com- 
pany, Pittsburgh, and consequently have a manufactur- 
er’s knowledge of the subject. 

“What we want you to know, however, is that were we 
starting in the wire rope business today, we would sup- 
ply ourselves with machines similar to those we now 
have, namely, tensile and torsion. On stated occasions, 
we would hold a regular class, which all our salesmen 
would attend. Testing would be gone through and in- 
formation would be exchanged. This class would be in- 
structed by some person who knows the wire rope busi- 
ness, and we are quite certain that after two years, with 
meetings, say, twice a month, the salesmen would have a 
very good knowledge of what they are talking about. 
Our field knowledge is obtained by actual contact with 
the consumer. 

“We never ship a piece of wire rope to any person 
without first of all finding out what it is going to be used 
for. With our knowledge of the business and this in- 
formation, we are able to reduce our claims at least sev- 
enty-five per cent. The average consumer knows nothing 
about the proper construction of rope to use, and unless 
the seller is able to inform him, the result is nothing but 
trouble.” 

John A, 


small 


Granger & Sons, Chicago, stock their reels of 
wire on racks, and the heavier rest on the 
floor, being raised on jacks when some of the wire is 
removed. 


reels 
to be The small wire is measured in a small 
motor driven machine, the rope being run between two 
revolving drums, which control the indicator. The large 
sizes are measured on brass plates on the floor. For 
cutting the smaller sizes of rope, the company uses a 
hand-operated, metal cutting sheer, but for the larger 
sizes it has a heavier hand machine which cuts scissor- 
like, from the back toward the front. 

In another Chicago supply house, the smaller sizes of 
rope, on their reels, hang on racks, while the reels of 
larger rope are placed on turntables. 
on plates placed in the floor. 
more are 


Measuring is done 
All lengths of 500 feet or 
furnished on reels and are reeled by means of 
a reeling machine. <A shaft is inserted in the reel on 


which the rope is to be wound, and is placed on the 
reeling machine. The shaft has a cog wheel at one end. 
This meshes with another wheel connected to a motor, 


which turns the reel, winding the rope about it. Reeling 
of lengths of less than 500 feet is done by hand. For 
this purpose two cross pieces of wood are used. In these 
pieces are holes, in which pegs may be set in accordance 
with the length to be coiled, and the rope coiled within 
them. The company uses a hand-operated, metal cutting 
shears for cutting the rope. 

In handling their stock of wire rope, J. T. Wing & Co.., 
Detroit, have a motor driven apparatus, which carries the 
rope from one reel to another and measures it at the 
same time by means of a recording machine with drum 
arrangement. 

The tollowing views of three wire rope manufacturers 
will be of interest: 

George T. Born, Broderick & 
Louis: 

“Our wire 
through mill 
that some lines must be handled by special rep- 
resentatives or branch houses. General distribution, 


Bascom Rope Co., St. 


exclusively 


not distributed 
Their use varies so widely 


ropes are 
supply houses. 


sales in 


Ne es 




















Ask Any Salesman ‘of 


Plumbing and Heating Supplies 
Mill, Mine and Factory Supplies 
Wholesale Hardware 
Wholesale Drugs 
Dental Supplies 


or any line which is sold 
from a Salesman’s Catalog 


about 


i (ALAN COVERS 0 


USE 
Loose Leaf 
oks 
Jor 
Records 






You will find that 
he Carries one or 
wants to— 





Kalamazoo Loose Leaf Binder Company 


Factories at Kalamazoo, Mich., and Los Angeles, Calif. 
Sales Offices in Principal Cities 
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You Know Pyrene 


But You Don’t Know 
The IMPROVED 


RE 
EXTINGUISHER 


If you are not selling this extinguisher 
you are overlooking a profitable item 
with an all-year sale—it pays to handle 
Sven, Fire Extinguishers. 


You have a potential market for them 
among your present customers, in every 
line of industry — mill, shop or factory. 


A Type for Every Hazard 
a 


We make an extinguisher to meet 
every condition. 





In addition to the 
improved 1 and 1/2 quart Greg Fire 
Extinguisher, these include 2!'2 gal. 
Guardene (Soda and Acid Type), 2'2 
gal. Phomene (Foam Type), 5 gal. 
Accurate Pump Tank (Anti-Freezing 
Type), and 10 and 40 gal. Phomene 
(Foam Type) Indoor and Outdoor 
Engines. Also recharges for all types. 
Write for descriptive literature of 


tand1%Qt. any of these extinguishers. 


Snag Fire 
Extinguisher 


Cash In on the Big gyene Fire 
Extinguisher Advertising 
Campaign — 

It Will Build Business for You 
Line up with the Beg Fire Extinguisher ad- 
vertising campaign now in full swing in mag- 
azines with national circulation. It will increase 
the demand and make #eg Fire Extinguishers 


easier to sell. It will pay you to investigate 
our selling proposition. 


Stock Grex Fire Extinguishers Now 
Be ready to give quick service 
PYRENE MANUFACTURING CO. 
NEWARK, N. J. 

**Fortify for Five Fighting”’ 
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however, is through the mill supply house, due chiefly 
to its ability to give prompt service to the trade. 

“Our range of sizes runs from 1/16 inch cord to wire 
ropes of 2°4 inch, or larger diameter. The larger diam- 


eters are never handled through mill supply houses, in 


fact are usually made up on order only. The principal 
sizes handled by the supply house are “xy, 4, °, and 
some %4 inch, though this varies considerably with the 


the 
is supplying. 


location of distributor and the 
diameters, and, as 
are ordered by the mill supply house 
shipment trom the factory. 

“Wire best measured by 
floor, a something 


particular trade hi 


Larger rule, long 


lengths, for direct 
rope is 
run of 


pulling it off on the 
over 100 with meta 
numerals inlaid in the floor, being best for this purpose. 
Measuring devices have been made for wire rope 
to those used 


feet, 
similar 
for electrical wire, etc.), but we have not 
found these sufficiently accurate, nor practical for the dis 
tributor. 

“Hand coilers are, as a rule, used by all mill supply 
houses, for, as mentioned above, most long length orders 
are shipped direct from the factory. Power coilers, of 
can be installed, but these would be made up 
special, depending upon the particular requirements in 
each instance. 


course, 


“Practice in regard to the salesmen of the supply houses 
also varies considerably. Some houses employ experi- 
enced wire rope men, though the majority are the regular 
supply salesmen, coached by interviews or special trips 
with our own traveling representatives, who will go, if 
necessary, right into the man’s own territory and study 
conditions with him.” 

Carl P. Brodhun, assistant general sales manager, Haz- 
ard Manufacturing Company, Wilkes-Barre, Pa.: 

“There is no standard method of handling wire rope 
by supply houses. Some like to use cast iron turntables 
with the reels lying on their sides. Some build wooden 
racks to hold the reels, with a traveling chain block to 
set them in place, and, again, some houses use a pair of 
jacks for each reel. With small sizes of rope no special 
equipment is needed, but where long lengths of heavy 
sizes are handled it is obvious that some sort of power 
reeling equipment must be provided for the best econ- 
omy. We have on several occasions designed and manu- 
factured reeling machines for some of our agents, but 
we do not make a business of supplying these to others. 

“A comparatively small proportion of Hazard wire 
rope is handled through supply houses, but it is our pol- 
icy to have our own wire rope specialists train one or 
more of the supply house salesmen so they may be able 
to recommend the proper type of rope for various re- 
quirements. We have found the mill supply house a 
valuable aid in supplying our wire rope to contractors, 
quarries, sand and gravel pits, coal and metal mines, etc.” 

S. H. Gault, advertising manager, A. Leschen & Sons 
Rope Co.: 

“Most of the supply house salesmen who handle our 
wire rope are regular supply salesmen. However, 
we try to give them some of the fundamental wire 
rope principles, both through literature and our own 
salesmen, who oftentimes travel with them. The proper 
application of wire rope to the numerous machines and 
equipment on which it is now used, however, is an ex- 
ceedingly big problem, and oftentimes it requires the 
attention of an experienced engineer.” 

MILL SUPPLIES wishes to acknowledge its indebtedness 
to previously mentioned manufacturers and distributors 
for assistance rendered in gathering material for this 
article, likewise to the Wickwire Spencer Steel Co., Inc. 





LONDON AGENT AIRS VIEWS 
Executive of Fry's Limited Tells of Difficulties Involved 


in Taking on American Lines 


The managing director of Fry’s (London) Limited, 
24-26 Water Lane, London, England, agent and distribu- 
tor for manufacturers of hardware, tools, iron and stee! 
goods, in a letter to MILL SUPPLIES states that “recently, 
as a result of an advertisement in your journal, we got 
into touch with a well known pipe wrench maker, and 
hope to do a good business with him, as a sample ship- 
ment proved satisfactory. 
“We take this opportunity to point out that one of 
the biggest difficulties we find in starting up with Ameri- 
manufacturers is that they wish to start off with 
huge quantities or guarantees for large initial turnovers, 


can 


without giving firms on this side a reasonable opportun- 
itv to test the market 
such undertakings. 
“This probably 
two lines of 


before committing themselves to 


accounts why we only handle one or 
American goods at the present time.” 
Fry’s Limited distributes exclusively to factors, deal- 
ers and exporters: 
include the British 


it does not sell to users. 
Isles and Dominions. 


Its markets 


+<or 


Industrial Truck Shipments 

A total of 90 electrical industrial trucks and tractors 
were shipped during January, compared with 118 in 
December and 111 in January, 1925, according to figures 
submitted to the Department of Commerce by the nine 
leading manufacturers in the industry. Of this num- 
ber, 6 were tractors for domestic use, 67 all other types 
for domestic use and 17 exports. During the year 1926 
1,415 electrical industrial trucks and tractors were 
shipped. These included 190 tractors for domestic use, 
1,127 all other types for domestic use and 98 exports. 

—<+or 
House Threatened by Fire 

The Zina Goodell Corporation, Salem, Mass., distribu- 
tor of mill supplies, hardware and auto accessories, was 
threatened by fire and suffered a slight loss from water 
and smoke when flames broke out in the Stanley Turn 
Shoe Co., which occupies the second floor of the supply 
company’s building, Wednesday evening, February 9th. 
The blaze was confined to the shoe company’s quarters. 
Presence of mind on the part of the firemen in covering 
the goods of the Zina Goodell Corporation with blankets 
protected the stock, with the result that very little was 
badly damaged by water or smoke. 


or 


American Tools Used by Britain 

According to W. L. Cooper, commercial attache of the 
United States Department of Commerce in London, Eng- 
land’s coal strike did not seriously affect production of 
machine tools. Production of machine tools in the 
United Kingdom in 1926 equalled that of 1925, and the 
same was the case with exports. Imports of tools were 
approximately 20 percent greater than in 1925, and were 
largely from the United States and Germany. American 
machine tools were demanded chiefly by the automotive 
and electrical industries. Ship-building, locomotive and 
textile plants fell below normal level in tool importation. 
however. Comparatively high-priced American tools 
were often preferred to the cheaper British and German 
products. It is predicted that sales of American ma- 
chine tools will show an increased volume during 1927, 
in line with the general improvement in British indus- 
try. 
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SAMSON CAR MOVERS may not have 
the power of yard or switch engine's but 
at the same time they are a mighty good 


Substitute and wnatever e 
er they more than make up for in time 
ana Service by always be ng ready wher 
needed 
They are a RECOGNIZED STANDARD 
of high quality and workmanship with 
NATIONAL REPUTATION 








YOUR JOBBER CARRIES 2 
BE GLAD TO ORDER THEM FOR You 
6.D. Rowect & Son 
1697 APPLE TON WISCONSIN 1927 
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As enthusiastically reviewed as 
a best seller 





How the Trade Comments 
on Our Catalogue C 


“You are always in the lead with something original and 


attractive. 


“Beautiful, complete and something high for competitors 


to shoot at.” 


“Neatest job in the catalogue line I have seen in a long 


time.” 


“Surprised at the information you have given.” 


“First shovel catalogue that gives a complete description 


” 


of various grades. 


“Heretofore it has just been ‘shovel’. Catalogue C de- 


scribes the shovel and tells of the market for it.” 


“You have overcome a great difficulty for jobbers.” 

“It is certainly a work of art.” 

‘Just a step ahead in merchandising shovels.” 

“A simplified method with a comprehensive price list.” 


“Most artistic supplement ever developed for a shovel 


catalogue.” 


“Attractive and displays your product in an intelligent 


and useful manner.” 


“Not only a work of art but very complete.” 


‘Removes the ‘bug bear’ in ascertaining proper cost price 


on various models and patterns.” 
“We like the loose leaf idea.” 
‘Just what shovel men have been waiting for.” 


“Fine and shows a lot of thought and hard work.” 


Catalogue C, everything about Wood, Stuart and 
Piqua brands, the best carbon steel shovels made, 
with prices so you can understand them at a glance. 
Copy of Catalogue C cheerfully mailed on request. 


THE WOOD SHOVEL AND TOOL CO. 
PIQUA, OHIO, U. S. A. 


“The largest and most complete shovel plant in the world.” 
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This House Sells Paint in Big Way 


The M. I. Wileox Company, 


Has Developed This Branch 


In view of the importance of the subject of supply 
house distribution of industrial paints, the experience 
of The M. I. Wilcox Company, Toledo, Ohio, (distributor 
of mill, railroad and marine supplies, cordage and roof- 
ing) in handling paint is interesting, for here is a house 
which has developed the paint business into one of its 
biggest lines. 

For this company the adoption of paint as one of 
regular items natural The 


its 


Was a course. business of 





The M. I. 


Home of Wilcox Company 
The M. I. 
chandlery 
in its 


Wilcox Company was established as a_ ship 
or boat supply house long ago as 1844 
location on the Maumee river, which is 
navigabie for big ships operating on the Great Lakes. 
The shipping on the Great Lakes at that time was done 
mainly in sailing vessels, and the Wilcox brothers, who 
established the business, supplied the sailing vessels with 
the things they required, including sails, cordage and 
groceries, paint was first handled through orders 
received from the marine trade for painting ships. 


as 


present 


and 


While the original handling of paint was a matter of 
course, the development of branch of the business 
to its present magnitude was undoubtedly largely due to 
the ingenuity, far-sightedness and consistent effort of 
the individuals the company. When salesmen in the 
supply end of the business called on the industries, they 
had paint to sell, and they sold it. With the representa- 
house calling on various classes of trade, the 
company gradually worked into handling paint for all 


this 


in 


tives of the 


ot 
them. Now the company not only sells paint to the 
marine and industrial consumers, but to the dealer as 


well; has, in addition, a considerable trade with painting 


contractors and decorators and operates a retail store. 

“We feel that the supply house is the 
for paint for industrial 
plant is 


logical outlet 

industrial 
states C. J. 
Stanley, vice-president and general manager of The M. 1. 
Wilcox Company. “It 


purposes, as 


every 
a user of paint for some purpose,” 


is necessary to paint roofs, stacks, 


boilers, iron and metal, concrete floors and the various 


In the last few 
vears there has developed a big outlet for paint in paint- 
ing 


ripes which run through the plants. 


interiors of industrial plants, such as walls and ceil- 
ings for light reflecting purposes, which creates cleaner 


and more sanitary conditions for employes, increases 
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Toledo, Founded in 1844, 


of Business on Large Scale 


efficiency and saves light. A good many industrial plants 
also use paint in production. 

“T think this is a field that the supply jobber can cover 
to very good advantage, but we cover the paint field more 
thoroughly than this, as we sell to the dealer, and also 
have a considerable trade with the painting contractors 
and decorators. Our regular salesmen cover a very large 
part of the field, but, in addition, we have two special 
men who devote all of their time to the paint end of the 
business.” 

The company carries its wholesale stock of paint in 
full case lots in the same building in which it has 
retail stock, but bulk and barrel goods are carried in 
five-gallon packages, half-barrels and barrels in the ware- 
house. 

Shortly after the establishment of the business, the 
Wilcox brothers established a ‘“‘sail loft’? and commenced 
the manufacture of sails. In 1884 the business was in- 
corporated under the name, M. I. Wilcox Cordage & Sup- 
ply Company, which was later changed to The M. I. 
Wilcox Company. While the company no longer has a 
demand for sails, it has developed a canvas manufactur- 
ing business, in which awnings, tents, tarpaulins and 
various other canvas items are produced. 


“4, 
1S 


In connection 
with the canvas department, the company handles oiled 
clothing, such as slickers, apron pants and hats, and has 
developed an extensive business in these lines. Camp 
furniture, such as chairs, tables. cots and cooking equip- 


ment, are carried in the canvas department, together 
with a complete line of porch and garden furniture. 


including chairs, tables, couch hammocks and umbrellas. 
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Section of Wilcox Company's Retail Store, 
Paint Display 


Showing 


The canvas department specializes on “tailored awnings.” 
A sales force of six men, covering a large part of the 
United States, is operated in connection with the canvas 
department. 

In the store department, which covers the supply end 
of the business, The M. I. Wilcox Company has a sales 
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V ATSON-STILLMAN 
HYDRAULIC FITTINGS 


MADE FROM SOLID FORGED STEEL 


I 
FOR HIGH PRESSURES 


Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 





Write for catalogs. 




















RSFORD— 


This is a 
RIGID ROLLER BEARING 
PILLOW BLOCK with a 
SELLS ROLLER BEARING 


integrally constructed. 


ABSOLUTE RIGIDITY— 
—MINIMIZED FRICTION 


Write for Information 





YOU CAN USE THEM TO ADVANTAGE 


ROYERSFORD FOUNDRY & MACHINE CO., INC. - BOX S, ROYERSFORD, PENNA. 
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force of twelve men. They sell mill supplies, with the 
exception of machinery, which the company does _ not 
handle. The company also enjoys a good business in 
prepared roofing and roofing material, which is sold both 
to industries and dealers. Roofing is sold by the regular 
salesmen, who cover established territories, such as the 
company has for its paint lines. The wire rope business 
of the company is discussed in the article on wire rope, 
which is a part of this issue. 

The location of the house on the Maumee river nat- 
urally has been an advantage to the company in the 
conduct of its marine supply business. No merchandise 
is received from boats, as the tonnage handled in and 
out of the Port of Toledo is devoted almost exclusively 
to coal, iron ore and grain, but the company’s property 
is situated advantageously on the Pennsylvania railroad. 
The railroad tracks that may be seen between the com- 
pany’s two buildings in the picture are on the Pennsyl- 


meee ~ 





vania’s right of way, but a great deal of the merchandise 
received by the company is unloaded from the cars to 
the warehouse. The company has a floor area of approxi- 
mately 75,000 square feet in its buildings. 

O. S. Wilcox, president of the company, has been with 
the organization for forty-three years. C. J. Stanley, 
vice-president and general manager, has thirty-eight 
years of service with the company to his credit. H. W. 
Wilcox, secretary-treasurer, has been with the company 
sixteen vears, and T. P. Steel, assistant general man- 
ager, has had twenty-one years of service. In addition 
to these members of the firm, there are seven active 
stockholders: T. A. Fallon, manager of the canvas de- 
partment; H. W. Parke, assistant sales manager; L. J. 
Gutridge, store and warehouse manager; A. W. Krupp. 
P. D. Daugherty, M. S. Schwanzl and George Lane, Jr. 
All of these men have been with the company from ten 


to twenty-five vears. 
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Swartwout Purchases “S-C” Regulator 


Cleveland Adds 


Organization 


Several 


New Lines to Its Power 


Plant Equipment Production by the Acquisition of Fostoria Company 


Announcement has been made of the purchase of The 
“S-C” Regulator Manufacturing Co., of Fostoria, Ohio, 
by The Swartwout Company, Cleveland. 

J. M. Barrett, vice-president and general manager of 
the “S-C” company and its executive head, has purchased 











J. M. BARRETT 
stock in The Swartwout Company under the terms ot 
sale, has joined that organization as vice-president and 
director, and will be in charge of the steam specialty 
division of the business. The plant of The “S-C” Regu- 
lator Manufacturing Co. in Fostoria has been closed 
down, and the machinery and equipment have been moved 
to The Swartwout Company plant in Orrville, Ohio. The 
executive offices of The Swartwout 
tinue in Cleveland, where it 
oven factory. 


Company will con- 
also has a ventilator and 


Absorption of the Fostoria company by The Swartwout 
Company adds the following lines to the products of the 


latter organization: Feed water regulators, boiler teed 
pump governors, pump governors for every type of work, 
drainage control systems, special regulating valves, dif- 
ferential pressure valves, high-pressure relief valves, and 
differential valves for electric-driven boiler feed pumps. 
The lines previously manufactured by The Swartwout 
Company, production of which will be continued, are: 
Steam separators, oil separators, air separators, hydro- 
matic steam traps, low-pressure float traps, boiler return 
traps, lifting traps, vacuum traps, cast iron exhaust heads 
and feed-water heaters and purifiers. It is an interesting 
fact that, while officials of The Swartwout Company 
believe the combination of the two groups of lines is 
logical from the standpoint of their character and in- 
creased efficiency in production, distribution and service, 


( 


the lines of the two companies were not competitive in 
any way. 

The Swartwout Company has ‘a large, modern plant in 
Orrville, which had plenty of room for the addition of 
the “S-C” machinery and equipment. With the absorp- 
tion of the latter company, The Swartwout Company now 
has both brass and iron foundries. The Swartwout Com- 
pany has had the iron foundry in its Orrville plant, while 
the brass foundry equipment came from the “S-C”’ plant. 
The Orrville plant has 40,000 square feet of floor space. 

The first water regulator was made in 
1903. The name of the company resulted from the fact 
that the inventor’s name was Short and that a man 
named Copley later purchased a half interest in the 
original patent. The present “S-C’’ Regulator Manu- 
facturing Co. was incorporated in 1910 under the laws 
of Ohio and took over the old “S-C”’ Regulator Company, 
which had been organized several years previous to that 
time. 


“S-C” feed 


Mr. Barrett joined the “S-C” company in 1912 as vice- 


president and general manager, and has been executive 


head of the company since that time. 
mechanical and engineering experience. One of his posi- 
tions previous to joining the “S-C"’ company was in the 
engineering department of the Jeffrey Manufacturing Co. 
M. M. Carr, president of The “S-C” Regulator Manufac- 
turing Co., and G. 


He has had much 


A. Snyder, secretary-treasurer, with 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 


The material used in the manufacture of VOGEL closets is the best to be obtained 
[he seats are exceptionally strong and durable, the operating levers are cf mal 
leable iron galvanized and will not break, the valve bodies are of good quality brass 
and the entire fixtures are tested under hydraulic pressure before leaving ou: 


factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
pone removed in an instant. 





The VOGEL is the simplest and most durable frost- 
proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


Wilmington, Delaware 





























“SUPERIOR” 
Cap Screws and Bolts 
for 





Quality and Service 
Machine Bolts 


° Stove Bolts 
Carriage Bolts Specials 
Plow Bolts P , _ Stove Rods 
Step Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


St. Louis, Mo.—318 Planters Bldg. 
Detroit, Mich.—3-216 General Motors Bldg. 


New York—290 Hudson St. (also export office) 
Chicago—707 W. Van Buren St. 
WAREHOUSES 


Newark, N. J.—-15 Kirk Place Chicago—707 W. Van Buren St. 
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the other stockholders, have sold all their interests to 
The Swartwout Company. George Fritze, who served as 
technical engineer for the “S-C”? company, is now with 
The Swartwout Company in the same capacity, as are 
the foremen of the brass foundry and machine shop and 
several key molders and key machinists. 

The plant formerly occupied by The “S-C” Regulator 
Manufacturing Co. is owned and controlled by the Keas- 
ing Mfg. Co., a holding company. It is not known at 
the plant, 


this time what disposition will be made 
which has 16,000 square feet of floor spa 

Officers of The Swartout Company, aside from Mr 
Barrett, are as follows: D. K. Swartwout, Sr., president; 
D. K. Swartwout, Jr., vice-president and general man- 
iver, and W. E. Clement, secretary-treasurer. Carl 
Maver is in charge of sales for the oven and ventilator 
division. 

Charles W. Foster and E. H. Bolton, who have been 
members of the firm of Foster-Bolton, Inc., Chicago, 
which has represented the “S-C’ company, have now 
disposed of their own business interests and joined The 
Swartwout Company organization, to handle the steam 








Pon nae eee rere or: presse 


specialty activities of the company in the mid-western 
district. They will share offices with George Montgom- 
ery, who is district representative of the oven and venti- 
lator end of the Swartwout business. The new offices 
are in the Moxley building, 549 West Randolph street. 

In its statement to the trade, The Swartwout Com- 
pany says in part: 

“The Swartout Company regards this as a type of 
consolidation much needed in the industry, and is very 
much pleased to be a pioneer in the new movement. It 
is even more of a pleasure to the company to be able 
to assure its friends throughout the trade an immediate 
improvement in sales and service as a result. This bet- 
terment is indicated because now a broader general line 
of power plant equipment is being produced by one manu- 
facturer, under one standard trade name, and with one 
recognized quality of excellence. By centralizing pro- 
duction, sales and service, and by marketing a well- 
rounded line through one organization instead of two 
or more, The Swartwout Company anticipates immediate 


benefits, which it proposes to share directly with its 


+ 


customers.” 
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Assorted Subjects 


for Business Men 


Counterman Diverts from Usual Plan of Writing on One Topic 


to Discuss Briefly and Interestingly Various Valuable Theughts 


FRED COUNTERMAN 








\\ ure men so anxious to draw the profits out 

he isiness and put them into something else? If 
man is not willing to leave his profits in his own business 
ereater devolepment, it would seem that he has 
more th in the development of some other business 
han he n that of his own. Or perhaps he lacks 
tne n to see the possibilities of his own business 
and prefers to trust the vision of someone else. I have 
ea that if men were more willing to back their 
wn business with their profits the American Bankers’ 
\ssociation would not have to report an annual loss of 
a e and a half billion dollars in money invested 

‘ ‘ be ‘ it 

N¢ yer does the phi conference carr 
he magic it once did. Big business men whose meeting 
istify being called conferences no longer are particular 
to designate them. They are not interested in con 

veving the impression that those are sacred official fun 
( Little business men who try to dignify unin 
portant gatherings by calling them conterences fool no 
ne When the “in conference” phrase was at its best 
was rolled from a man’s tongue with the san 
atis n that one mig! eel in saying, “My friend 
President Coolidge.” I may be wrong, but I have an 
idea that calling a committee or executive meeting 4 


“conference” is likely to add about a hundred percent 


+ { 
? 


se and detras about ninety percent trom 


The Howard Clock Co., of Boston, Mass., had a man 
working at the tower clock in the church of which | 
I stopped and visited with him a hl 


am a trustee. ttle 
and referred to the great care he appeared to be taking 
with his job. “I don’t want to be sent back here,” 


said he. “The company pays us a bonus for each job 





when it has worked perfectly for a vear. I figure o1 
fixing this so it will st: fixed.” That is the kind 
bonus that makes a } with me 

The bigger the business, the greater its momentum 
and the farther ahead its executives must be able 
see. The chauffeur of a Ford truck may not need a 


clear road for more than a hundred feet ahead of him. 
“Twentieth Century” train must 


track. Wrecks are 


The engineer ot the 
e assured ot niteen miles ot clear 
failure to look 


certain of a clear road. It is so in business. You 


s . . . 
times Caused D\ aneaaqd and make 


know men who have wrecked their automobiles because 
took a chance on what was around the corner. 


} 


You know men who have wrecked their business for the 


they 


same reason. 1 gdont belleve a Man Nas any Frignt to 
} 


drive a car faster than the visible clear road ahead of 


him warrants I know he has no business driving a 
financial enterprise faster than the clear road ahead 
warrants: certainly not he funds of ‘others tha 
himself are involved 

“Doesn't the use of high priced tools increase your 
loss through lost, strayed or stolen items?” I asked a 
shop man. It works just the other way.” he replied. 


“Where we use the best tools obtainable, we get all the 


advantages of good tools, and, besides, the workmen ap- 
preciate them and take better care of them. We seldom 
lose a really good tool. Cheap ones disappear almost by 


the dozen.” 
The first thing an army does, when it has won a 
The longer it 


position, is to entrench itself, to dig in. 
stays there, the better it will make its defenses and 
the more work it will do in developing offensive plans. 


Plenty of battles and some wars have been lost through 
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Why the ATLAS is the Most 
Powerful Car Mover Made 





From a fixed pivotal point at the back of the 
shoe the initial energy is transmitted to the 
arch lever by linking together of three parts, 
the only way of obtaining compound leverage. 
h lever is so pivoted that the smallest 
novement can only be forward, thus using all 
the power in a forward thrust No power is 


wasted in lifting 
ee 


Bottom view showing how the double spurs are set to grip the 
rail where it has not been case hardened by the friction of the 











The Atlas Improved Arch 
Lever has changed the strain 
trom transverse or 
to one of compression. An- 


gle of great strain is trom 


crosswise 





Our Policy 


Is to sell through the Jobber 
APPLETON CAR MOVER CO. 


P. O. Box 42 Appleton, Wis. 














Swartwout 
Steam Products 


Swartwout 
Bucket 
Type 
Steam Trap 
Intermittent ac- 


tion — pressures 
to 250 Ibs. 


Trouble Free 





Steam Separators 

Return, Lifting and Va- 
cuum Trap 

Steam Separators — Re- 
ceiver Type 


Low Pressure Float Trap 
Air Separator 
Cast Iron Exhaust Head 


Cast Iron Strainer 


i he . ‘ r a hel , aa bl ‘ , ’ 
PHE Swartwout ComMPANny 
General Offices: 18523 Euclid Avenue, Cleveland 
Factories: Cleveland and Orrville, Ohio 


























WATER GAUGES 


and 
other quality 


Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 




















yy We Wy Ve we Ve Ve we we we we we we we we we we we we we we we we we we 





This jobber appreciated our 
help, because the first order he | 
tells about in the following note | 


was a start to a dandy volume 


| 
| 


| “We enclose our order and it will 
be interesting to note that this is 
a direct result of the letters you 
are sending out for us. 


“We are very pleased with this 
demonstration for this is the ini- 
tial order for us for anything in 
our line from this large concern.” 


We can do the same for you 


THE REPUBLIC RUBBER Co. 


Youngstown, Ohio 


BELTING 
HOSE 


PACKING 
FLOORING 
MOLDED GOODS 
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failure to appreciate the enemy’s strength and to be 


ready to meet it. <A military maxim of centuries is, 
“Do not despise your enemy.” When I note the absence 


of firms from the advertising pages of the trade 
press, or from the advertising columns of their local 
papers, if the business is local, I think of them 


as facing the enemy and taking no steps to protect their 
position. Many a business has gone down and out just 
the management failed to protect its position 
by proper advertising. Advertising is important as a 
defensive well as for offensive effort. New 
competitors start up and work their way into trade by 
means of advertising, and the business they secure often 
is taken away from those already in the business and 
not advertising effectually. 


because 


force as 


This is a yvreat country for business growth. The 
United Cigar Stores opened their first store on Nassau 
St., New York, and the for the first day were 
$3.47. Now the same organization has 3,000 stores and 
their sales are about $85,000,000 a year. Balaban & Katz 
not so long ago opened their first motion picture theatre 
in Chicago, a little hole in the wall without much to 
offer and with little patronage. Today they own a 
number of great theatres, including the “Chicago,” one 
of the finest motion picture theatres in the world, cost- 
ing $4,500,000 and seating 5,000 people. 

The pages of 
with advertisements of companies 
and have built from the ground up. 
the top. not 


sales 


advertising this publication are filled 
that started small 
Some have reached 
Some 


are yet so large. <All have oppor- 
tunity to grow farther. Their ultimate bigness depends 
upon the agyressiveness of the men at their head. The 
smallness of their beginning has nothing to do with 
their final success. Success is a matter of fighting 
spirit. 
When Murdock, the inventor of the rotary engine, 
sought a charter, it was opposed by millers and meal 
producers who saw that it might affect their business. 


They said, “If flour is ground by steam, wind and water, 
mills will stop and men will be thrown out of employ- 
ment.” In other words, “We 
is going to hit 


see something coming that 


our business a wallop. Let’s block it 


f we can, no matter if it is a step in advance.” 
The day has passed when men seek to prevent im- 
provement in methods and general advancement just 


because it may mean temporary disadvantage to them. 
Business men work together, even though they are com- 
petitors. Associations work together, even though they 
represent elements of divergent interests, or of 
peting interests. 


com- 


We waste a good deal of time in worrying about what 
we fear competition may do to us. This is nothing more 
than a fear of the unknown just because it is unknown. 
When you played on the high school baseball team, if 
vour team was to meet a strange team, vou were always 
afraid of what that team might do to you. Or it might 
be a team you knew that had a strange pitcher. You wor- 
ried about that pitcher and vou struck out two or three 
times before you found out that he didn’t have anything 
new. What you failed to understand was that the other 
team was probably just as much afraid of your team 
and its pitcher. 

Men get buck fever in business just as they get it in 
sports, and we are in every line of effort afraid of the 
unknown. All that is necessary is to remember that the 
other fellow is human and probably has no more ability 





than we have and that we can call on the same sources 
as he does for information. 

Cyrus the Great and his army met the enemy and 
the soldiers of Cyrus turned to flee, crying, “We are 
fallen among the enemy and are lost!” The great leader 
went among his men exclaiming, “How are you fallen 
among the enemy any more than they are fallen among 
you?” and he led his forces back to victory. Confidence 
is a great thing. 


Isn’t it a safe statement that unless a manufacturer 
is steadily, even if slowly, increasing the productivity 
of the labor of his plant, he is going to fall behind? 

In 1918 it took one hour and four minutes of a man’s 
time, with the aid of modern machines, to make a pair 
of shoes. Today it takes fifty-four minutes. The gain 
of ten minutes is the saving due to increased efficiency. 
At that rate, in a few years the standing-still shoe 
manufacturer would be distanced and his market would 
be lost. 

In 1914 it took 1,260 hours of man power to produce 
an automobile. Now it takes 220 hours. Therefore 
automobiles have gone down in price and automobile 
stocks have advanced in returns and in values. 

How about a little check-up of what man-power meant 
in your business a decade ago, or even five years ago 
as compared with what it means today? There is a 
steady gain in productivity in your industry as a whole. 
If you are not gaining along with the average gain, your 
business will one day sink below the horizon, out of the 
vision of those who have gone on and who do not even 


look back to see whether or not you are coming. 
<> 
Austin Has Big Requirements 
The Austin Company, 16112 Euclid avenue, Cleveland, 


industrial builder, is now placing orders to cover 1927 
material requirements. The total value of materials 
required will be about $10,000,000, including among the 
many items 47,000 tons of steel in various forms, 3,000 
tons of metal roofing and siding, 1,000 tons of rivets, 
75,000 gallons of paint and 1,000 tons of putty. The 
number of construction projects handled by The Austin 
Company at any given time is 100. These 
include complete plants, some costing more than $1,000,- 
000, as well as small plant units in the form of extensions 
and separate buildings. The company has the largest 
steel fabricating shop in the Cleveland district. It is 
expected that considerable new equipment will be re- 
quired in 1927. 


close to 


+r 
Yardley Heads Liberty Group 
During the world war the hardware group of the Lib- 
erty Loan Committee of the Hardware, Metals and Allied 
Trades made a splendid record selling government bonds. 
this group alone disposing of $240,000,000 worth. The 
group is unique among those organized during the war 
period in that it has kept together ever since. Recently 
the organization held its eighth annual luncheon in New 


York City, and Farnham Yardley, vice-president of Jen- 


kins Bros., New York, was chosen chairman for 1927. 
—<or 
Have You This Information? 
Reed & Duecker, 171-175 North Main street, Mem- 


phis, distributors of machinery and mill supplies, have 
written to MILL SUPPLIES seeking the addresses of the 
manufacturers of the Olsen pipe bending machine and 
the McWilliams pipe bending machine. Any information 
on this matter will be appreciated. Replies may be sent 
to MILL SUPPLIES or to Reed & Duecker direct. 
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This HiLAB Belt Has 


RUN 50 YEARS 


and is Still Going! 


Gentlemen: 








VOLT brand is best for 
most severe drives. Made 
in single, double and triple 
ply, and in all widths 
Truly, it is the belt for 
service 











We are very glad to recommend Hide Leather & Belting OLD FAITH 
; : ; ; aie FUL is same as 
Company. We have been in business since 1872 and have eee 
bought practically all of our belting from them during this -“ ds ’ —— 
: ; water proo 

time. We have been particular in demanding quality and it cement and impregnated with special oil 

; , 7 dressing Unequalled for hard service in 

has proven to be a saving. as our records show. hot, damp, oily and steamy places 


” . e ° wo \DHESO is best for 
e have one 10” HiLaB leather drive belt that has been in je small pulleys, high speeds 
& 4 and excessive strains 


pe) Withstands steam, water, 


use since soon after our business was founded. and it is still 


oil and fumes. Won't 


transmitting a good load after a continuous service of at least 
: . crack or lose its pliability 


- ings? 


fifty vears. We have kept in touch with the quotations of 


because it is tanned and 





- treated by special process 
other houses and have sometimes used other products. and 


: . : : ) he N is recom 
with no disrespect to them. we know the service and quality ee ee 


me nd e d for use on 
° » > . 4 n s s 
of the Hide Leather & Belting Company is second to none. motors, dynamos, fans, 
: blowers and similar high 
speed short center drives. 
Yours very truly. Light weight, double ply, 
. : a 4 : , , ; with great tensile strength 
Loughry Bros. Milling & Grain Co. and pliability 
(signed) W. N. Loughry. ; MACHINE. is a thor 
r a: , ighly reliable belt for 
Secy. Treasurer. | } 

a nerai purposes anc or 

dinary work where the 

tran and speed are not 


ssive Made in sin le 


and louble ply up to 4 





Write for Special Jobbing Proposition | double p| 


HiLAB 


Leather Belting 









Hide Leather (ok | & Belting Co. 
Indianapolis |“ ae He Indiana, U. S. A. 
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Why Conventions Are Valuable 


There Is Opportunity to Meet Others in Trade “Without Feathers” 


\ 


A somewhat different 


aspect on the value of conven- 
tions is given in an interview broadcast to members 
of the American Supply and Machinery Manufacturers’ 


Association by Secretary Fred D. Mitchell in Little Talks 
vith Mill Supply Men, which is issued 
the The 


worth 


ccasionally bs 
association. 


well 


thoughts expressed in this cir- 


ular are reading, assimilating and acting 


upon. Here they are: 

“A few days ago a very successful sales manager 
looked in on us, and the subject of conventions was dis- 
cussed. 

“He said: ‘The most valuable thing I get out of a 


convention is the opportunity to see how people in whom 


I am interested perform when mingling with other peo- 
ple in the trade. 
‘*Our traveling men of course come in contact with 


buyers, 


} 
tne 


their 


and are expected to tell us the news of 
| informed of business con- 


customers. We must be kept 


} 


itions to advance our own business interests. At con- 
ventions I get fine first-hand knowledge as to how our 
ustomers react to our salesmen, and I am able to get 
direct from customers the ideas on which I build my 
business for the future. I realize that I prosper as | 
erve 

‘In business relationships it is humanly impossible 
to avoid misunderstandings. I must know the types 

mel whom I am selling in order to know how to 
vrite them and how to get along with them. Some art 

the judicial type and have minds that must be 
reached by cold reason, others are of the impulsive type, 
jul times to misunderstand, but quickly appeased 
DV the rignt treatment. 


‘Men “perform” rather naturally at conventions and 


re pu iway in the storehouse of my _ busi- 
ess memory by noting the way they act and react with 
‘When my company wishes to establish a new agency 
hange a representative, it is a matter of dollar 
and ofte 1 many, many dollars to get the right mat 
orn approached, men are likely to put on thei 
mpany manners,” but at conventions they appear ‘as 
: nd tl the way they are going to be in their 
vn home ns where they would sell our goods. 
I n wonder how far back we would slip if we 
e privilege of meeting competitors and cus- 
ymers mnventions. We surely would have to travel 
ir, al hen we would not get as good information as 
ve get now, for we not only see the man who interests 
l ut we see whether he attracts or repels other bust- 
ness me! 
“Now, all of the above may sound to you like preach 
ment, but isn’t it all true? 


“Conventions together 


of 
in 


may seem to get themselves 


just naturally, but they do not; there is work back 


anything worth while. Their worth to every man is 


proportion to the number and types of men attending, 
and both of these factors are determined by the size 
and spirit of our association. 

“The whole idea is that of mutuality of interest and 


to make the American Supply and Machinery Manufac- 


turers’ Association worth more to ourselves we musi 
make it worth more to every man who earns his living 
directly or indirectly through mill 
chinery. 


supplies and ma- 
“Then our conventions, which are of really great value 
each us, will 


to 


one of become of even greater value.”’ 


~<~<-Pr 


*~PHONE ORDER FROM ENGLAND 


R. of Ths Allen Mig. Co., Ine.,. 
His L Distributor 

H. R. Grant, president of The Allen Mfg. Co., Inc., 
Hartford, Conn., manufacturer of set screws, tried the 
trans-Atlantic "phone Saturday morning, Jan- 
uary 22nd. He called up R. S. Golding, manager of The 
Fairbanks Company, London, distributor Allen 
who was talking from his cottage at Iona-by- 
several miles from the English metropolis: 
enjoyed a little informal conversation and discussed a 
few business details. When he hung up the receiver he 
had an order for 200,000 set screws tucked away safely 
in his pocket—pardon us, ear. 


Grant. President 


Talks with yndon 


service 
of set 
SCrews, 


the-Sea, 


G. H. Anthony, secretary of The Allen Mfg. Co., Inc., 
talked with Mr. Golding. The Englishman asked 
Mr. Anthony what the prospects were for business in 
thi 


also 


s country in 1927, and, in reply to a similar inquiry 


from Mr. Anthony as to prospects in England, said: 
“Conditions here are improving very rapidly and we 


expect a very good vear. 


} + 


Things are shaping up fas 
ting back to 


gett normal. We 
here, vou know, Mr. Anthony.” 


The call 


and ’re 


time 


we had a terrible 


was the first from Hartford to London. It 





was 11:27 o’clock in the morning for Mr. Grant, w 
he was talking, but Mr. Golding’s clock showed 4:25 in 


afternoon. Several people in Mr. Grant’s office 
listened in throughout the conversation, and all remarked 
t the Clarity of the voice from the other side of the 
Atlantic. Mr. Golding said he could hear the American 
eakers pertecthy There was no tading and there 
were no interruptions during the conversation, whic} 
ted five minutes and forty-five seconds and cost $150 


<+<-r 


Gain in Machinery Exports 


Industrial machinery exports from the United States 


during 1926 exceeded 1921, 


rece. They 


previous vear except 


th ‘ \ vear Inc 
tnose of any vVear since 


cording to figures of the Department of C 


were also greater than those of any 
1e abnormal war period. A 
f industrial machinery was exported 


rao 
(Vu 


1926, rep- 


total of $156. O00 


gain of 


immediate 


resenting a 
the 


slight drop that occurred 


5 percent over 1925. Prospects for 


future are said to be 


ard 


bright despite th 


the end of the last 


tow 
«o> 

De Courcey Cleveland Dies 
De 


Brass 


Courcey Cleveland, president of 
& Co., Medina, N. Y., died in the 
morial hospital January 25th. He was born in Short 
Hills, N. J., in 1876 and was educated in New York. Mr. 
Cleveland was president of the Central Foundry Co., New 
York, for 18 years. He left that company to form a con- 
nection with one of the Medina foundries and later took 
over the Medina Iron & Brass Co. 


the 


Medina Iron 
Medina Me- 


en et 
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20 years on the market without a complaint 

Belts are like shoes—they need attention or else they become 
hard and cracky. Atlantic Belt Dressing being a high grade ar- 
ticle, so little is needed that the cost of keeping belts soft and 
pliable and making them wear longer is very small. We manu- 
facture three kinds—for leather, rubber and canvas belts. Also 
made in liquid form. 


ATLANTIC MANUFACTURING CO. 
Wilmington, Delaware 






































ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 











BULL©»FROG The dove babbitt 


oes —_— isands of engineers because 
always uniform in composition, melts 


and pours 
coall. ‘ua assures cool running, efficient and eco- 
nomical bearing 

Government tests prove it to have the lowes 









yf yee sign 
2 Bi frictional coefficient of any known bearing metal 


aa @ irpose Magnolia Metal Co., 75 West St., “T York 


ee I saves money n -outstan jo ee tl . ull Frog 
THE TOLEDO WHEEL- X 
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BARROW COMPANY % er JEL 
Poledo, Ohio 
Branch Offices and Warehouses Mi a A 
Philadelphia 69 E. Wacker T LL 
233 North {2th Chicago 
St. Drive In the metal 
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The “Type B” Friction Clutch is extensively used for line-shaft, 
countershaft and many other drives. A good seller and a repeater as 
it is simple, inexpensive, efficient, easy to operate and adjust. Made in 
a complete line of pulleys, extended sleeves and cut-off couplings. 


Get in on the large amount of available business with a clutch of 
proven worth. 





Send now for catalogue. 


THE EDGEMONT MACHINE CO. ohio" 
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New Products 
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The Lawson Mfg. Co., 6505 Car- 
egie avenue, Cleveland, is now is- 
i} suing its eight-inch wrenches to 
| supply houses in a counter display 


package. Mach display contains 
eight &-inch pipe wrenches. The 
package fs about eight inches square 













HaNpiEst AU! 
WRENCH ONY 











» —— > 
1 : \ en 4% | 
) “Wi} ‘ ae THE ae “ one) 
; A Y ae A re 
| I! | as 
| \ = 
i Co 
' 
+ and two inches deep, with a cover, 
| 


which, when opened, folds double and 


| forms an attractive die-cut display 
} card, six inches high. Each wrench 
} is in an individual box within the 


larger box. 

| Clipper Belt Lacer Company, 974- 
} 1042 Front avenue, northwest, Grand 
' Rapids, Mich., announces the new 
Clipper speed lacer, in which, it is 
claimed, both ends of an eight-inch 
belt may be laced in one and one- 
half minutes. A pressure of 45,900 
pounds on the belt is developed by 
what is said to be the entirely new 
principle of embedding the hooks in 
perfect alignment, absolutely flush 
with the surface, and this, it is 
claimed, will prolong the life of the 
joint and reduce wear on pulleys to 
a minimum. Only a _ three-quarter 
turn of the crank is necessary to 
force a row of Clipper hooks cleanly 





and into an 


uniformly 
belt, the company states. 


eight-inch 


The Cincinnati 
Montgomery avenue, Norwood, Cin- 
cinnati, announces a new line of 
“junior” clamps. These clamps have 
malleable iron frames and 


Tool Company, 


steel 


ee ee es a eee Cree ena 





Y | t TZ 10] 
screws and are said to be especially universal power drive is equipped 
useful on jig and pattern work, light with a one-half horsepower universal 
glueing, jewelry and instrument motor, which will operate from a 
work. Frames are enameled red and light socket on any 110-volt circuit. 
screws are bright, except on two The motor is reversible, and after 
types, which have tumbled finish. 


These clamps may be furnished with 
a revolving display 
ately. 


stand, or separ- 
The display stand is patterned 


atter the company’s six-inch stand- 
] 


ard carriage clamp and is fitted 
with a swivel base. The carriage 


clamps, being large and bulky, are 
ordinarily stored in warehouses, and 
the makers state the display stand 
should help the dealer advertise them 
as well as the junior clamps. 

Tuthill Pump Company, 131 West 
63rd street, Chicago, is manufactur- 
ing a circulation pump to_ supply 
coolant for machining operations, in 
four standard sizes, with capacities 
ranging from one-half gallon to 
eighteen gallons per minute. The 
pump is so constructed, according to 
the maker, as to eliminate the neces- 
sity for foot, relief and 
check valves, and can be used on pres- 
ent mountings by machine tool 
builders and users. The pump oper- 


by-pass, 

















ates on the internal gear principle. 
An internal gear, which is integral 
with the drive shaft, meshes with an 
idler. Suction is accomplished when 
the teeth unmesh on one side and 
draw in the liquid. The liquid is car- 
ried past the crescent member 
(which, together with the idler, is 
mounted on the cover) to the dis- 
charge side, where it is forced out by 
meshing of the teeth. The pumping 
action is continuous, and according 
to the manufacturer spreads a steady 
stream of coolant over the tool. All 
parts of this pump are interchange- 
able, and bases are made to fit the 
standard bases of pumps now on the 
market. 
The 


chine 


Toledo Pipe Threading Ma- 
Co., 1425-1445 Summit street, 
Toledo, Ohio, is now manufacturing 
the Toledo universal power drive. 
This will Toledo tools for 
cutting and threading pipe up to and 
including The 


operate 


twelve inches. new 


EA TE INES DO Ot ARRAN O_O 


the thread is cut, the operator backs 


the dies off the completed thread 


simply by a turn of the switch, which 
is conveniently located near the driv- 
automatically 


ing head. It slows 





down on the heavy pulls and speeds 
up on the light loads. It weighs 
only 165 pounds and may be rolled 
about on its wire wheels. The power 
drive helper is a special yoke and 
chuck attachment that may be fitted 
to the driving head of the universal 
power drive and will permit the use 
of pipe threaders and cutters for 
one-half inch to two-inch pipe. 
Luther Grinder Mfg. Co., 285-289 
South Water street, Milwaukee, is 
now manufacturing an improved one- 
fourth horsepower electric motor 
driven bench grinder for sharpening 
edge tools of all kinds, also for buff- 
ing and polishing. It has two Dimo- 
Grit grinding wheels, one 6x1 inches, 
the other 6x! inches; guards, ad- 
justable work rests, and_ toggle 
switch in base. It may be moved 
easily by means of a handle mounted 
on the motor. The motor is full one- 





horsepower, 


fourth with bronze 
sleeve bearings, regular stock model, 
alternating current, 110-volt, 60- 
cycle, single-phase, 1,750 r.p.m. 
Other types of motors can be sup- 
plied. The company also makes the 
twist drill grinder, which is the same 
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The New Guarantee 





JUST THE THING FOR SALESMEN 


The Guarantee Breefbag is well adapted for use by 
Mill Supply Salesmen and all other salesmen who 
carry samples and bulky catalogs. It contains three 
pockets—the wide center one for the catalog and the 
side pockets for price books, literature, and samples 
of small tools and specialties. 
The Guarantee Traveling Bag Company 
411 S. Market St., Chicago, Ill. 


























Steady profits in Kieley 
Steam Traps. Investigate 
the Kieley line of spec- 
ialties for Steam, Water 


and Air. 


Kieley & Mueller, Inc. 
34 West 13th St. N. Y. City 


“DIVCO” Brands 
Babbitts and Solders 


DIVECO"” NICKEL GENUINE. 
See eas ns ARVICE 
1 AND ANTIFRICTION BABBITT 
DIVEO ALUMINUM GENUINI DIVCO" MILL BEARING BAB 
Bit 
DIVEO COPPER HARDENED \Iso) Standard oN 1 
cou Babbitt met 
\l " " ' wr T ccording to you; peciheations 
ier Ins ( | u Meter, Pig, Vr neular nad Wire 


1 trial order will convince vou as to the high 
quality of “DINCO™ Products. Let us hear 
from vou, 


DIVISION SMELTING & REFINING CO. 
836 W. Kinzie St. Chicago, Ill. 














PIONEER frcre DRILL 
ELECTRIC £4 

Light weight, yet sturdy. Heat 
treated alloy steel gears. Every 
tool inspected and tested. New 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 


The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 


es : Ball Bearing Equipped, but cost 
Louisville Electric Mfg. Co. no more than the plain bearing 


Louisville, Kentucky tools now on the market. 
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mention Mitt Supriies 
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machine, but with a drill sharpening 
attachment, in which grinding is 
done on the face of the wheel, a cor- 
rect, uniform cutting angle being 
ground on drills ranging from one- 
eighth inch to one inch. 

Bonney Forge & Tool Works, Mea- 
dow & Tilghman streets, Allentown, 
Pa., is out with the 
new+CV assort- 
ment, No. 311, of 
Bonney chrome vana- 
dium = engineers’ 
wrenches, consisting 
of three each of the 
eleven most popular 
These wren- 
ches are drop-forged 
from chrome vana- 
dium and are 
backed by the manu- 


sizes. 


steel 


facturer’s guarantee 
that they will “strip 
the thread or break 
the bolt without 
damage to. the 
wrench.” Any 
wrench which may 
spread or 








break is replaced free of 
Thin, pear-shaped jaws 
permit maximum clearance in close 
quarters. It contains the most-used 
sizes of this type of wrench, and, as 
a further help to the dealer, a mahog- 


charge. 


any-finished display board is fur- 
nished free with each set. The 
board is equipped with hooks, num- 


ber plates, ete. 

Oil Jack Companu, Inc., manufac- 
turer of the Pedersen “Oiljack,” an- 
nounces the removal 
’ its general offices 
to 15 Park Row. 
New York City. The 
company 


Ol 





advises 
now in full 
production ol the 


that 1s 


two popula models 
of the “Oiljack,” the 
JB-3 (up to three 
tons) and the JB-10 


up to ten tons 
that 


all industries every 


Jan 


distributors in 





having 
filled promptly. Pro 
duction of these models was stopped 


where are 
leir orders 
more than a vear ago, at which time 
some 
which will 


company to incorporate 


construction of special nev 
enable the 

some minor, 
vet distinct improvements in the 
was started. One of the added 
10-ton model, which 
is illustrated herewith, is a carrying 
handle. Orders for the 
the 10-ton jack are being accepted 
for shipment after March 25th. The 
company claims its jacks have abso- 
lute control of lifting the load at the 


machinery, 


jacks, 


features of the 


new model of 


a core rsbeereRS 


instant the operator stops pumping, 
at any point of stroke, up or down. 

Wappat Gear Works, Meade street 
at Braddock avenue, Pittsburgh, is 
manufacturing the Alta portable ele- 
tric hand saw. This saw cross-cuts 
and rips material up to and including 
three inches. It is equipped with 
a universal motor, operating on 
either alternating or direct current. 
An important feature of the saw is 
the safety guard, which completely 
encloses the blade and automatically 
opens only when the saw is pushed 
into the 
automatically as the cut is completed. 
The wide carrying shoe supports the 
weight of the tool and prevents tip- 
ping. The manufacturer also claims 
that this insures perfectly square 
cuts and prevents straining the saw 
blade. The shoe is adjustable, mak- 
ing it possible to adjust the saw for 
any depth of cut, such as is required 
when cutting out sections of flooring 
The total 
thirty-one 


material, and closes again 


and concrete form panels. 
weight of the 
pounds. 

The Billings & Spencer Company, 
Park & Laurel streets, Hartford, 
Conn., has just placed on the market 
a new, adjustable strap clamp, de- 


saw Is 


~> 
S 
— 





signed for holding work on planers, 
mills, drill presses, face 
plates of lathes and milling ma- 
chines. Its design permits of its use 
on irregular shapes and various sizes 


boring presses 


without blocks and shims. It has but 
two working parts to be used in con- 
nection with the tie-bolts with which 
every machine is 


equipped, and, 


owing to the changeable position of 
transmitted through tie- 
is always at 


the saddle 
bolt), right angles and 
perpendicular to the table of the ma- 
h i maximum 
The Medart Company, 


street, St. I 


chine, giving strength. 


3500 DeKalb 
ouls, Manufacturer of 
power transmission machinery, an- 
that it is now prepared to 
complete line of Medart- 
Timken equipped industrial applica- 
tions. The announcement. states: 
“The line embraces the spherical ball 


nounces 


supply a 


and socket pillow block, which, when 
adapted to line shafting and other 
kindred uses, saves power and lubri- 
cant, preserves alignment and prac- 
tically eliminates wear; the ball and 
socket hanger bearing, which, when 
applied to either Medart post or drop 
hanger frames for support of line 
shafting, takes out the heavy drag 
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and saves lubricant, wear and power; 
the unit mounting, which is fur- 
nished to meet the needs of various 
machine designs and heighten the 
value of duplicate machinery (fur- 
nished with a number of different 
type housings to suit various designs 
of machines or special equipment), 
and the loose pulley, which, when 
adapted to line shafting and counter- 
shaft usage, materially reduces fric- 
tion and assists in cutting 
power bills.” 


down 





Trade Literature 





Arguto Oilless Bearing Co., 149 
West Berkely street, Wayne Junc- 
tion, Philadelphia, has been giving 
out an attractive and practical desk 
rule. The company has 
cently issued a folder. 

The Wm. H. Ottemiller Co., Patti- 
son street and Maryland & Pennsyl- 
vania Railroad, York, Pa., has issued 
a very attractive price list on its 
products. It consists of 40 pages and 
cover. Features of the price list 
include the thumb index, the com- 
plete telegraphic code list and valu- 
able tables. 

The Billings & Spencer Co., Park 
and Laurel streets, Hartford, Conn., 
has issued an elaborate hand book 
and catalogue combined on the large 
line of drop forged tools and other 
equipment it manufactures. 


also re- 


Simonds Saw and Steel Company, 
Fitchburg, with the 
Simonds hack saw wall chart, which 


Mass., is out 


gives sizes, number of teeth and 
hints on cutting different kinds of 
metal economically with Simonds 


blades. The chart is for 

supply houses and users of hack saw 

blades and 
Parker 


hack saw 


will be sent on request. 
Vises, manufactured by 
The Charles Parker Company, 48 
Elm street, Meriden, Conn., is the 
subject of a twenty-page booklet. re- 
The 
booklet gives information concerning 
the entire Parker vise line. 
The Mechanical Rubber Co., 
Broadway, New York City, 
ing a large wall calendar to its dis- 
tributing accounts in reasonable 
quantities, with the distributor’s 
name and address imprinted within 
the ribbon at the bottom of 
of the calendar. <A space in 
the upper half of each page of the 
calendar is devoted each month to 
an argument in favor of the dealer. 


cently issued by the company. 


1790 


is send- 


each 
page 


Reeves Pulley Company, Columbus, 
Ind., has issued a folder on speed 
flexibility and Reeves variable 
speed transmission. 


+ eataeectn 
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> “Kor emergency 
Power blade users today more than ever realize the su- _ ’ 
perior qualities of some blades over others. belt repairs you Can t beat 
After using a great many different makes of blades 
they have singled down to the use of one blade that me, a . _ 
lasts the longest with the greatest number of cuttings. Bi istol a Fastener De Th ey 
= this blade that out performs and out lasts all 
others is the Victor. ot 74, C ini 
Why not profit by the experience of others and select make a good st) Ons joint 
the Victor blade, saving the cost of experimenting ‘ 
with inferior blades. quick ly. 
Victor Saw Works, Inc. Middletown, N. Y. 
nsemesean 
Joining a belt with Bristol’s is 
as simple and easy as driving | 


| REG. TRADE MARK 








There is a durable, efficient and low priced 
Pump for every pumping need. 

TRAHERN Pumps are suitable for Pumping Water, Liquid 
Petroleum Products, Bilge Water, Milk, Cream, Alcohol, Paint, 
Syrup, Molasses, Road Oil, sphaltum, Brine, Fuel Oil, Etc. 


TRAHERN 





Also used for Pumping Is and Acids of all kinds: 
circulating coc ling water to ¢ -ngines : ised extensively 
in Fac torie which Fc cts are heudiek in liquid 
orm, in Text ile Mills d in Construction Work, 


GEO. D. ROPER CORPORATION 


Rockford, Illinois 
PUMPS FOR PERMANENCE 














\\ n riting to A 


a nail. Square up the ends of 
the belt, butt them together 
on a block of wood and drive 
the fasteners through. _ Bris- 
tol’s fasteners and a hammer 
are all you need. 


Made in a series of sizes to 
join all kinds and thicknesses 
of belting. 


A staple at most mill supply 
houses. 


Send for latest belt lacing bul- 
letin, No. 722-H. The Bristol 


Company, Waterbury, Conn. 


BRIST OLS 
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All belts are subject to what is known as creep. As 
the belt is brought into motion its tight portion is 
stretched beyond its normal length while the slack portion 
remains normal in length. As the pulleys revolve and 
the belt passes over them the stretched portion returns 
to its original state as it passes from the tight side over 
to the slack side. This results in creep, which represents 
a small loss of power and is inevitable with all types of 
belting. 


The handling of merchandise during the processes of 
manufacture and throughout each successive step in its 
delivery to the final purchaser is often an important part 
of its cost. In common with all cost problems this is 
one that is demanding the attention of the industrial 
executive of today. There are many methods of trans- 
porting merchandise in factory, store, or warehouse, but 
for short, quick hauls the two-wheeled hand truck is in- 
dispensable. It is often a valuable supplement to other 
and more elaborate conveying devices. 


“It is surprising how few men appreciate the enormous 
dividends derivable from investment in their own busi- 
ness. There is scarcely a manufacturer in the world who 
not in his works some machinery that should be 
thrown out and replaced by improved appliances; or who 
does not, for the want of additional machinery or new 
methods, lose more than sufficient to pay the largest 
dividend obtainable by investment beyond his own do- 
main. And yet most business men whom I have known 
invest in bank shares and in far-away enterprises, while 
the true gold mine lies right in their own factories.” 
Andrew Carnegie. 


has 


Rubber hose can rightfully take its place as one of the 
essential factors in modern industry. Our locomotives, 
steel ships, bridges and skyscrapers could scarcely be 
built were it not for the hose, which keeps innumerable 
air hammers, riveters and chippers incessantly going. 
Trains could not move without air brake hose. Mines 
and quarries would find operation highly difficult indeed 
without steam and air drill hose. Our fire departments 
could not function without rubber fire hose. In fact, 
the uses for hose have become as innumerable as they 
have essential, and ordinary as well as highly specialized 
types of hose have had to be developed to meet current 
industrial demands. 


It would be difficult today to name any metal article 
produced in quantity in whose manufacture gages of 
some sort do not play an important part. Without ade- 
quate means of insuring accurate duplication and inter- 
changeability, the tremendous savings afforded by quan- 
tity production of parts would be more than lost on the 
assembly floor. Gages insure this interchangeability. By 
their use it is not only possible to know that all parts 
manufactured in the plant will fit perfectly when they 
come to be assembled, but it is possible to make parts in 
different factories, often in widely separated states, and 
know that when brought together there will be no delay 
for hand work, “on trial and error,” no lost time, but 
every part will fit. The adoption of limit gages marked 
one of the forward strides that industry 


greatest has 
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ever known. Limit gages insure the accuracy of the 
product within definite and permissible limits, and do 
away with the need for detailed measurement. Gages 
save assembling time. Gages insure the needed accuracy 
without controversy or argument. Gages increase pro- 
duction. Gages make it possible to produce better work 
with cheaper labor. 


With the increasing number of swimming pool in- 
stallations it was necessary that a method be devised to 
keep the pool and water in a clean, hygienically safe 
condition. The fill and draw method of emptying and re- 
filling the pool at stated intervals was not a success 
because it was costly and would not maintain a hygienic 
pool. The modern refiltering system consists of filters, 
pump, heater and sterilizer. The water is continually 
circulated through the system and maintained in a hy- 
gienic condition at all times. It not only reduces the 
operating cost by allowing one filling of water to last an 
entire season, but keeps the pool water within drinking 
water standards at all times. 


The prime function of a boiler is to generate steam, not 
to heat water. If cold feed water is supplied to a boiler, 
it is not only forced to do work which could be done 
better elsewhere, but its efficiency as a steam generator 
is also seriously impaired, and its life shortened. The 
following are the reasons for providing for feed water 
heating: Economy of fuel; increase of boiler capacity; 
increase of effective condenser capacity; saving in the 
cost of boiler maintenance; increased life of boiler. As 
a result of properly heating the feed water, the fuel 
Savings and the increase of maximum boiler capacity 
will vary from 8& percent to 15 percent, depending 
upon the conditions of installation. 

To the ever-broadening use of steel, modern industry 
owes much of its progress. Steel has come to be a symbol 
of strength, reliance, and endurance. Shelving made of 
steel is gaining greater recognition for the way it fits 
in with modern industrial needs. To build shelving of 
steel is to build but once in a lifetime, and to avoid the 
cost of repairing. Compared with wood equipment, ex- 
perience has proved that steel shelving, scientifically 
constructed, economizes lessens fire hazards, is 
more flexible, weighs less, and makes for more economical 
stores handling. Steel shelving will not warp on account 
of weather condition: it will not crack or splinter from 
constant handling of supplies. It costs but little more 
than wood, when the wood equipment is made of finished 
lumber and painted. 


space, 


Lead burning, from an artistic viewpoint, is prac- 
tically a forgotten art. Several hundred years ago it 
was classed among the fine arts. Sheet lead would be 
fastened to the walls and ceilings, and the lead burner 
would trace, with his torch, beautiful designs in flowers, 
birds or other motifs pleasing to the human eye. Today 
the interior decorating of our buildings is confined to 


the uses of wood, plaster or marble. An idea of the 
great quantities of lead used in early days is in- 
dicated by the historical report that while the great 


Fire of London (1666) was raging, the streets repre- 
sented flowing rivers of molten lead. As other methods 
came into use this art was gradually lost and was not 
revived again until about the beginning of the last 
century when the manufacture of acids became general. 
In order to unite the sheet lead or lead pipe (with pure 
lead) it was found necessary to melt or burn the joint. 
Thus lead burning was revived, not as an art, but as a 
trade. 
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Design 
Material 
WorKmanship 
Reputation 
Service 


Saginaw Manufacturing Co. 
Saginaw, Mich. 














INJECTORS 





600,000 


Satisfied Users of U. S. Automatic 
Injectors requiring repairs and 
replacements, together with an 
assured and proper profit to the 
obber through our established re- 
sale prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
ible line for any jobber to handle. 











American Injector Co. 
DETROIT, MICH. 
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After a company has been making 
belts for fifty years, it gets to know 
something about belting and the sec- 
ond fifty years isn’t so hard. 


Stanley had had its fiftieth birthday 
before it was sold in this country, yet 
the long staple cotton from which it 


is made is picked in the American cot- 
ton fields. 


Put the fifty years plus of our ex- 
perience into the belting you offer. 
Correspondence invited. 


Stanley Belting Corporation 


13 N. Jefferson St 
CHICAGO 
$20) Broadway 
NEW YORK 


rE PE. 


124 Adelaide St., W. 
PORONTOL ONE. 


A Southwark St. 5. 


LONDON, ENG. 
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STEEL BELT LACING 























In the sectional 
steel rocker hinge 
pin (U. S. Patent 
1917), the 


faces rock on each 


oval 


other taking up the 
and 


pin 


wear 
the 


tremely long life. 





giving 


an oP 


Flexible Steel Lacing 
Company 
1633 Lexington st 


Chicago, U. S. A. 
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Machine Tool Building in 1926 
written for Trade Review, E. F. 
Ross gives an interesting summary of the year’s develop- 
ments in machine tool building. The article is entitled 
“Mass Production Requires Machine Tools of Rugged De- 
sign.” According to Mr. the 
design included greater strength 
power, centralization of control, 
manipulation, a and more extensive application 
of drive, further roller and ball and im- 
proved lubrication and coolant systems. ‘Application of 
ball and roller bearings more general in 1926 and 
many of the drills grinders introduced featured 
with these types of bearings,” Mr. 


In an article Tron 


advances in 
rigidity, higher 
more speed and ease in 


Ross, year’s 


and 


broader 
use of bearings, 
Was 
and 
spindles 


Ross. 


wrote 


IM ffictenc) in Belting Control 

Industrial Management 
William Staniar, 
Manufacturer 
the 


has published an 
entitled, ““The Two Roads from 
to Production Machine.” The 
belting abuse that leads to 


article by 
Belt iny 
article tell 


clearly story ot loss, and 


methods of purchase, 
leading to gain in product 


and 
The 
control in purchas 
Kfliciency control means tl 
all belting 
proper 


rooms 


the correct belting selection 
installation, 


wrpritar 
write 


tion efficiency. 


pleads for efficiency belting 


as against price control. 
experienced advise oO} 
In the 


ties, with 


engineers 


purchases, 


next step, he explains how facili- 


belt 


far Supe rior 


storaye 
quipped 
hit-or-miss 


Ing stock with 


special 


to careless, arrange 








n \ rein belting is placed on any miscellaneous 
racks or shelf, with mechanics guessing at belt types 
lengths, thickness, et Next, the writer shows the ex 
perienced engineer selecting the correct type and size 
bel ind best method ot joining, as balanced against the 
less efficient work ¢ he ordinary shop man. 

On the Subject of Modern Equipment 

Ind / f ef n a Ke ! ure 
many types of modern equipment |} Ipp 
| le} but mn ver readable pal ‘ 
relatlo U! equipment wears to O} 
The e series of articles Is valual sale 
men who want to be something more ers 

) Wal rhe I ] to advise bi s 
purchase and installation of machinery, its mainte? t 

mprovements made In machinery and 1 
ne tool manufacture, methods of economizins ) 
duction processes and on questions of general overhe 
nd upkeep expe Brietly, the series, with its accon 
| ng lists of helpful questions, is as follows: Powe 
Generation Apparatus and Accessories, with questions 01 
itting the co ft power generatio Power T1 
mission Equipment and questions on eliminating los 
power transmisslo Materials Baden Kquipn 

{ questions on making sales pay dividends; Product 

d Shop Equipment, and questions on getting the utmos 

m production equipment; Maintenance of Equipment 
ind questio on reducing depreciation and waste 
better maintenance 

Here, readers secure detailed and interesting infor 

n on the purpose of equipment, advantages wl 
ertain lines hold over others, what machinery is best 
to use in busy and slack seasons, what equipment 
idvisable where the industry must be flexible in it 
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production processes, what devices improve power trans- 
mission, what machinery is best where the humidity in 
plants is excessively high, what to use where acid vapors 
or other gaseous substances corrode materials, what 
standardized and simplified lines to recommend, and 
other helps clearly evident as the reader progresses. If 
anyone is looking for specialties to promote, he will 
find good lines, such as various types of industrial ther- 
mometers, which are becoming more and more popular 
in modern industrial plants; oilless bearings for out-of- 
the-way and hard-to-get-at places; special hardeners for 
concrete floors; different types of the value of 
which is not generally recognized; high grade, special 
packings available for every service, and those specially 
reduce length of time between renewals; 


scales, 


designed to 


exhaust fans with special blades; fuel economizers, 
special feed water heaters and automatic equipment 


which save fuel costs and eliminate hand shovelling. 


U ses of Portable Tools 
In Industry Illustrated there was published an inter- 
illustrating by photographs novel 
tools. The section, which contains explana- 
tory for each illustration, the tool as 
it is taken directly to the work. Formerly, material 
juiring ions was brought to the tool. As the 
instances , the the portable 
only by the resoureefelnens of the worker: An 
electric drill, brush attached, ingot 
molds; portab “snag” and castings; 
portable drills put 
screw drivers, drive 


pensable in automobile 


ting section uses 


for portable 


captions features 


re- 
follow 


tool 


operat 


indicate uses of are 


with wire cleans 
nders clean 
in boiler 
bolts home 
construction, 
the ar 
work is a big 


le geri 
function as 
and are generally indis- 
These, and other 
that “bringing the 
cost operation” in 


holes stay bolts, 


ticle, show 
aid to 


repair 


instances given in 


the 


industrial 


‘ ] 
OOo! t 


low 


yroduction and 


Ver 


following ed 


processes. 


England Modernizing Equipment 

Tron Trade 
Efficient Tools’ 
pointed 


itorial 
Review under the title, “P 


appeared in 
rime Need Is 


1d industrialists have out repeat 


greatest handicap is not high 
manufacturing equipment. 


Walworth C 


ut antiquated 


Ho ward Coonley, head of ompany, recently 





stated at boston that the way out for New England 
manufacturers is through the installation and use of 
ticle machinery 

“An analysis by the Boston chamber of commerce 

ws that foundry work output per man in New Eng: 
ind is tar below that in other parts of the country 
Q) nufacturer operating plants in New England and 
he lle West recently carried out an experiment in 
he production oO heavy cast iron. parts. The latest 


automatic equipment was purchased at the New England 





lan my the full sequence of operations, with the result 
ha sts dropped to the level of midwest practice, 
Mr. Coonley said further that New England to com 
e successfully with the rest of the country must adopt 
he est scientific methods of production and merchat 
past vear has seen a surprising awakening to the 
eed of modern equipment on the part of New England 
manutacturers. Makers of machine tools themselves 
ve OE l! isually nea buvers of t Ols Progressive 
nanufacturers everywhere are taking stock of their ow! 
yrodu mM equipme! It is too early for concrete ev 
lence of this to appear on balance sheets, but there is 
ttle doubt that the New England industrial situation is 
less acute today than it was a vear ago, and furthe 


modernization ot well be 


PS Pag 


progress 1 


looke d 


quipment may 


for in 
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LIM nn LILI 


“To Get the Right Start—Equip with *M4EDART- 











q What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—’phone them 


—they'll go off our ware- 
house racks and on the cars in a jiffy 
G You can always get them from stock, and for a fair 


price, at “Medart’s.” 

MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

1 OUR POLICY in building Wood Split Pulleys is: Cheap- 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 

Get the “MEDART” WOOD SPLIT PULLEY frem stock! 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 


Offices 
PHILADELPHIA NEW YORK 


CHICAGO PITTSBURGH 

Shafting, Couplings yllars, Hangers Bearincs Bearing Supports. 

Friction Clutches n Pulleys, Steel Rim Pulleys. Gearing, Sprock- 
ets, Chain 





Sheaves, Rope Drives. Belt Tighteners, etc 


lll INT Hn! 
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LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Glasses 
Oil Cup Glasses 





AMERICA’S STANDARD 
and 


Made in L.S. A. 


Write for Booklet 


The Libbey Glass Mfg. Co. 


Virs. of Railroad and Industrial Glassware 


Toledo. 


Ohio 
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They detach from 
tabs with perfect 
edges. 









The man who can say 


“YES” 


Every salesman is trying to reach him. 
A ying 


How far do YOURS get? 


THERE are plenty of men in thousands of 
firms throughout the world who can say no when 
it comes to doing business—but there are com- 
paratively few who can say yes. 


Every salesman is endeavoring to reach and 
cultivate the man who can say yes. And invari- 
ably from out of the mass which is seeking him, 
he will give preference to the salesman whose 
business cards show by their quality in evidence 
much plainer than words, the blue-blood of the 
firm behind them. 

* 


* oe 


WIGGINS Engraved Business Cards—the cards 
that detach from tabs with perfect edges—are 
used by firms that set examples of salesmanship 
for others to follow. 


It has taken sixty years for The John B. 
Wiggins Company to raise its standards of qual- 
ity engraving to the point of international 
recognition, and now—an unrivaled leader—it 
is patronized by firms and individuals through- 
out the world for all types of copperplate 
engraving. 

it the request of any executive or salesman, we 
will gladly send a sample tab of the engraved bus- 
iness cards which we have made for other lead- 


ing business firms throughout the United States. 
Simply clip and send the coupon below. 


The John B. Wiggins Company, 
1143 Fullerton Avenue, Chicago 


(Established 1857) 


WIGGINS 


Peerless Book Form 
CARDS 


The John B. Wiggins Company, 
1143 Fullerton Avenue, Chicago 


Please send sample tab of Book Form Cards which art 


being used by leading firms 
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W. 5S. Roedel 


W. S. Roedel, machinery salesman for Manning, Max- 
well & Moore, Inc., New York, died in January in his 
home in Mt. Vernon, N. Y., at the age of 31. 


Steadman S. Newton 

Steadman S. Newton, one of the founders and former 
president of the Luther Grinder Mfg. Co., Milwaukee, 
died in his home in that city January 30th at the age 
ot 76. He was born in Poynette, Wis. Mr. Newton dis- 
posed of his interests in the Luther company two years 
ago and retired. 

Shiras Morris 

Shiras Morris, a prominent industrial figure in Hart- 
ford, Conn., died February 2nd. Mr. Morris was presi- 
dent and treasurer of the Hart & Hegeman Manufac- 
turing Co., and a director of The Billings & Spencer Co., 
The Peck, Stow & Wilcox Co., The Terry Steam Turbine 
Co., Bristol Corporation, Sesamee Lock Co., 
Sesecure Lock Co., and Bush Manufacturing Co. 


Brass 


James G. Bateman 
James G. Bateman, assistant to the sales manager of 
the National Tube Company, Pittsburgh, died February 
Ist in the Engineers’ club, New York, of pneumonia. 
Mr. Bateman, who was 49 years of age, had been with 
the National Tube Company for the last fifteen years. 


He gained his early engineering experience with the 
Erie railroad. Deceased was vice-president of the Engi- 
neers’ club of New York. 


John W. Mann 
John W. Mann, service engineer for the Chicago Cruci- 
ble Co., Chicago, died early in January in his home in 
Antioch, Ill. He was born in Warren County, Pa., 65 
years ago, and early 
molder’s 


in life began foundry work as a 
apprentice. He became associated with the 
Chicago Crucible Co. in 1917 and retained that connec- 
tion until the time of his death. Mr. Mann was engaged 
in business for himself for a number of years. 
Dr. Jesse F. Duryea 

Dr. Jesse F. Duryea, president of the Pierce, Butler 
& Pierce Mtg. Corp., died suddenly in Albuquerque. 
N. M., January 30th, following a heart attack. He was 
on his way to California, accompanied by Mrs. Duryea. 
Deceased was 61 years of age. He was born in Man- 
hasset, L. I., and was graduated from the Bellevue Medi- 
cal college in 1899. Dr. Duryea retired from medical 
practice in 1903, but at the time of his death was still 
a regent of the Long Island College hospital. He was 
chief executive of the Wolff Mfg. Co. for three years, 
until control of the company passed to New York inter- 
ests and it was made a unit of the Pierce organization. 
He was also a director of the By-Products Coke Co. 


George M. Landers 

George M. Landers, of Landers, Frary & Clark, New 
Britain, Conn., manufacturers of brass goods, died from 
pneumonia in his home in New York January 25th. His 
grandfather, the late George M. Landers, founded the 
firm of Landers, Frary & Clark. Following his gradua- 
tion from the Sheffield Scientific school in 1894, Mr. Lan- 
ders entered the family business. He became a director 
soon afterward, and from 1906 until 1911, when he re- 
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signed, he served as vice-president, secretary and treas- 
urer. He continued to serve as a director following his 
resignation, however. Later he returned to active duties 
with the company as manager of the New York office. 
He had also been president of the North & Judd Mfg. 
Co. and the Pressure Lighting Co., New Britain, in re- 
cent years. Mr. Landers served for two years as mayor 
of New Britain and in 1912 ran unsuccessfully for the 
lieutenant governorship of Connecticut. 

Louis Hanssen 

president of Louis Hanssen’s Sons, 
Davenport, Iowa, distributors of factory and mill supplies 
and hardware, died in his residence in that city Sunday 
evening, February 13th, in his sixty-fourth year. Mr. 
Hanssen and his brothers, C. E. and B. C. Hanssen, 
comprising the corporation of Louis Hanssen’s Sons, 
were born on the site of the present five-story store at 
213-215 West Second street, where their father, the late 
Louis Hanssen, in 1851 established himself in the 
hardware business in a two-story structure, with the 
family quarters on the second floor. The date of Louis 
Hanssen, Jr.’s birth was January 3lst, 1864. For 
several years following his graduation from business 
college, Mr. Hanssen was employed by one of the city’s 
leading banks, and in 1895 joined his father in the hard- 
ware business. In 1897, on his father’s retirement, he 
and his brothers, C. E. and B. C. Hanssen, formed the 
corporation of Louis Hanssen’s Sons. Louis Hanssen, 
as president and treasurer, was an important factor in 
the development of the corporation’s business. Deceased 
was a director of the Union-Davenport Trust and Savings 
Bank, a member of the Davenport Commercial club, the 
Turners, the Rock Island Arsenal Golf club, Bowling 
club and Outing club, and always did his part in public, 
civie and charitable undertakings. He leaves a widow and 
son, Waldo, three brothers and six sisters. 


Louis Hanssen, 


Benjamin Carpenter 

Benjamin Carpenter, president of Geo. B. Carpenter 
& Co., Chicago, died Tuesday evening, February 22nd, 
in his home, 1545 Astor street, at the age of sixty-one, 
following an illness of two years. Mr. Carpenter was 
born in Chicago September 16th, 1865, a son of George B. 
and Elizabeth Curtis Carpenter. He was graduated from 
Harvard in 1888, and immediately became connected with 
Geo. B. Carpenter & Co., which had its origin in a ship 
chandlery, founded in 1840 by George A. Robb. Mr. 
Carpenter was chosen president of the company in 1913, 
following the death of his father. Aithough past the serv- 
ice age, Mr. Carpenter volunteered and was a lieutenant 
colonel in the quartermaster corps during the world war. 
He was vice-president of the Anniston (Ala.) Cordage 
Co., and a director of the Commonwealth Edison Com- 
pany, the Illinois Merchants Trust Company and other 
corporations, and a former president of the board of 
trustees of the St. Charles School for Boys, a state in- 
stitution near St. Charles, Ill. Mr. Carpenter was a 
past president of the Commercial club and a member of 
the Cliff Dwellers, Chicago Yacht, Onwentsia, Saddle and 
Cycle, Chicago and University clubs and of the Harvard 
club of New York. Deceased is survived by his widow, 
Helen Graham Fairbank Carpenter; two sons, Benjamin 
Carpenter, Jr., manager of the cordage department of 
Geo. B. Carpenter & Co., and Fairbank Carpenter; two 
daughters, Mrs. Nathan S. Davis and Mrs. Thomas L. 
Marshall, and three brothers, United States Judge George 
A. Carpenter; Hubbard Carpenter, secretary-treasurer 
of Geo. B. Carpenter & Co., and John Alden Carpenter, 
vice-president of the company. 
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Application of Correct Sales Principle 


Knowledge of the Field is Essential 


Reading Ought Not to be Restricted to Salesmanship Articles, 


But Should Cover Trade Products and Problems 


He was a_ hard-headed, practical 
minded salesman of years of experi- 
ence. “Those fellows who write about 
salesmanship are theorists,” he said. 
“Most of them never sold anything 
in their lives. I never read any of 
their stuff. I got what I know about 
selling out of the school of practice 
and I’ve always been able to turn 


n my share ot orders.” 

He was posing a little before a 
oung salesman who had been on the 
road only a little while and was 
studying all the selling literature he 
searching for ideas 
wherever he thought one might be 
und. Both of them handled the 


ame kind of lines. The younger 





nan offered no argument in return, 
it let his companion talk on until 
t w: ime tor them to separate. 
before I go,” said the young 
man, “I want to tell vou about one 
little experience of mine that makes 
me think maybe there is something 
this business of reading. I sub- 


scribe to several trade papers in my 


leld and I read everything in them 


at looks as if it might be helpful. 
I found something by one of these 


alesmanship writers who said it was 
good thing for a salesman to find 
ut about different government tests 
f such products as he handles. I'd 
never thought about that before. In 


+ 


fact, I don’t think I knew the govern- 
ment ever did make any tests that 
would be of interest to me. 

“But I asked about it in the fac- 
tory, and they gave me a_ report 
showing how different kinds of oils 
tested up under use in certain ma- 
hines. This report showed that the 
il i'm selling was pretty well up 
toward the head of the list. I was 
alling on a user who told me he was 
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buying altogether one other oil, one 
I knew was way below ours on the 
list. I called his attention to the 
government report, and, though he 
was a hard man to move and I had 
never been able to interest him be- 
fore, I sold him right then and there, 
and now I’m going to have all his 
lubricant thing, 


business, 


Funny 


> 1 READ THE 





T REPORT ON STEEL f 
OR I'D NEVER MADE THAT 
“th : DALE 
\ =, 
y, 
e 
- 


j LJ NIN . 
\ 
4 


He Kue His Stuf 


too, it wi that man had 


been using and he was your customer 


s vour oils 


up to that time. I must be going 
along. See vou later. ‘ 


“Well, Vl be blasted!” said the 


old timer to himself as he watched 


(,00d by e, 


the young man walk away. “So that’s 
how I lost that account! Humph!”’ 

Will Rogers says, “Everybody is 
ignorant, only on different subjects.” 
Perhaps the experienced and success- 
ful mill salesman is. still 
ignorant on certain subjects. It is 


supply 


unlikely that the wisest of us has 
reached a point where he knows it 
all. It there 
should be any question as to the ad- 


doesn’t seem. that 
vantages to be gained by reading 
what others, whether theorists or 
practical men, have to say about sell- 
ing methods. As a matter of fact, 


about the most practical thing is a 
good, sound theory. 

The man of my acquaintance who 
knows the most about salesmanship, 
and has as many good ideas upon 
the subject as any traveling sales- 
man, is a man who has never been on 
the road. His knowledge of sales- 
manship of the sort practiced by mill 
supply salesmen has been gained 
by holding down the other end of 
the job. He has been buying from 
traveling salesmen for twenty years 
or more. He might be called a theor- 
ist as far as salesmanship goes, but. 
take it from me, he knows a lot of 
things about selling that you and I] 
don’t know. 

If a mill supply salesman could 
get close enough to that man, and 
almost any salesman calling on him 
could develop enough friendliness to 
make that possible, more good ideas 


about } 


ow to get on with buyers and 
how to enlist their interest and sell 
to them could be obtained in a short 
visit than might be picked up in a 
vear of experience. Experience is 
valuable, and what we learn by ex- 
perience sinks in and does us a lot 
ft good, but learning by experienc: 
is learning in the slowest way. The 
man who is willing to learn by study- 


ing what has been written from the 
experiences of others begins where 
the other fellow left off. 

It is particularly in relation to the 
scientific phases of your business 
that information is best secured by 
study. A salesman has opportunity 
to make his reading count along such 
lines if he will. 
ment reports. 
available in the way of government 
aids to business, obtainable by the 
salesman who cares enough to go 


I spoke of govern- 


There is a good deal 








after such matter by addressing the 
Superintendent of Documents, Gov- 
ernment Printing Office, Washing- 
ton, D. C. Why not consider what 
sort of information would be of value 
to you along the line of records of 
business in the mill supply field 
or in experimental test work con- 
nected with mechanical development, 
then write the above office and ask 
for a price list of their pamphlets 
and bulletins along that line? You 
will have your eyes opened to a 
source of a good deal of new and 
useful information if you will write 
and find out what the superintendent 
of documents has in his shop. 

The Bureau of Standards has in- 
vestigated methods of water-proofing 
gypsum. Gypsum had _ previously 
been unsatisfactory for outside use 
because of its slight solubility in 
water. You may not be interested 
in the waterproofing of gypsum, but 
it is likely that there are manufac- 
turers on your list of buyers who are 
interested and who would value a tip 
given them by you regarding what 
the Bureau of Standards has found 
out in this connection. Much me- 
chanical information is valuable to 
you, less for what practical use you 
may make of it than for what pres- 
tige you may acquire by passing it 
along to someone else. 

Right in the line of the salesman’s 
affairs is the pamphlet, ‘Planning 
Salesman’s Territories,” written by 
G. E. Bittner and issued as “Trade 
Information Bulletin No. 314.” This 
is obtainable on application to the 
Domestic Commerce Division, De- 
partment of Commerce, Washington, 
B.C, 

I have never been told by any 
trade paper publisher anything 
about his circulation among travel- 
ing salesmen, but I am morally cer- 
tain that outside of such publications 
as the salesman takes because they 
are published directly for traveling 
men, there is a relatively slight dis- 
tribution of such literature direct to 
salesmen. And yet, what reading 
matter could be better adapted to 
the enlightenment of a man seeking 
to do business with buyers and users 
of mill supplies than MILL SUPPLIES 
tself? 

There are some salesmen who are 
ardent readers of everything about 
salesmanship. They want to know 
how to sell more goods and they are 
willing to admit that they can learn 
the “tricks of the trade” from sales- 
manship literature. But they stop 
there. Or, rather, they skim off that 
surface the cream that seems par- 
ticularly adapted to their purposes. 
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They neglect what lies beneath, the 
plain information about the trade. 
A mill supply salesman, like any 
salesman, needs to know about sales- 
manship, but his ultimate success is 
going to hinge in a large degree upon 
what he knows about mill supplies. 
And his knowledge must be well 
founded if he is going to convince 
buyers that it is real rather than 
ficititous and superficial. 

Of two salesmen, one carrying 
with him a recent number of MILL 
SUPPLIES or a journal devoted to the 
technical interests of his business, 
and the other having always at hand 
the latest number of “Messy Con- 
fessions” or “Kampus Comedy Kut- 
Ups,”’ I will place all my bets on the 
reader of the business or technical 
literature, though he may not prove 
as amusing at the table in the hotel 
dining room or in the smoking com- 
partment of the train. 

I might say right here that the 
editor of MILL SUPPLIES has not 
even hinted to me that he would like 
me to play up his paper in this man- 
ner. He may blue pencil the men- 
tion of it. It is nothing to me 
whether he does or not. I am not 
trying to boost MILL SUPPLIES to get 
in right with the editor, because he 
is already my friend. Incidentally, 
let me add that at no time in the 
dozen years or more that I have 
written a monthly salesmanship ar- 
ticle for this publication has there 
been any suggestion to me that I 
temper my words to any policy or 
to any set or group of men on either 
the buying or selling end. 

“Write ’em good stuff that will be 
helpful to the salesman.” That’s all 
the instructions I have. I can hew to 
the line and let the chips fall where 
they may, and I only apologize to 
my readers for not having oftener 
sought to impress them with the im- 
portance of studying this magazine 
from cover to cover. If that be 
propaganda for anything or anybody 
other than the upbuilding of good 
selling methods, I require to be 
shown. 


Improving the Salesman 


Employers Should Intensify His Training 
and Co-operate with Him Closely 

A number of years ago there was 
a tendency to increase the number 
of salesmen out in the field. This 
was one of the _ results of the 
system of hand-to-mouth buying. 
Because of comparatively quick 
turnover in lines sold, it became 
necessary for salesmen to be on the 
spot when the buyer was checking 


up on his needs. Now an occasional 
employer raises the query, “Have I 
too many salesmen? Should I re- 
duce their number?” The answer 
seems to be that there are not too 
many salesmen, but too few of what 
are known as “missionary — sales- 
men.” 

Employers should intensify the 
training of their salesmen,  co- 
operate with them closely, and study 
means of encouraging them to do 
their best — selling. One — sales 
manager, for instance, stresses the 
matter of time lost in waiting for 
purchasing agents or buying enygi- 
neers. He suggests that in sending 
out advance notice of a call the 
salesman should courteously ask for 
a definite appointment, or, if that is 
impossible, a statement as to what 
time is most convenient for him to 
call, thus saving time. This sales 
manager reminds his men. that 
many of their prospects have sales- 
men out in the field, and will there- 
fore appreciate an appeal which 
tends to lessen general waste of 
time. 

Another sales manager encourages 
his men to make demonstrations of 
their products. Their selling talks 
are more varied, he realizes, when 
they handle machines or tools di- 
rectly before an audience concerned 
in the purchase. Frequent checking- 
up reveals whether the salesman is 
over-emphasizing one line at the ex- 
pense of another, or over-concen- 
trating on one part of his territory. 


Sleep An Important Factor 

Sleep is an important factor in 
good salesmanship. The fellow who 
has a big task tomorrow should get 
a good night’s sleep tonight. Con- 
sider the consequences tomorrow, 
the big day, following a “heavy” 
night. There is often a_ swelled 
head or a disordered stomach, or, at 
best, a lack of the freshness and 
alertness that should characterize 
the salesman going after big busi- 
ness. The salesman after a_ big 
order, or, in fact, any order, must 
be prepared always to shake off 
sharp remarks by the buyer, with a 
smile, but, if he feels out of sorts, 
he may come back with a remark 
that will lose him a sale. No one 
expects the salesman to retire to his 
cover every evening at 9 o’clock, but 
he should be regular about his sleep 
if he is to meet his customers in his 
best condition. Another value of go- 
ing to bed reasonably early is that it 
enables the salesman to get up 
promptly and be off on his calls 
when the day is young. 
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Methods Used to Maintain Enthusiasm 


What Mill Supply Salesmen Do to Keep Up the Proper Spirit 


When Depression Comes to Harass Them 


It is quite often a fact that selling 
without enthusiasm is dead. In 
other words, the mill supply sales- 
man who has no enthusiasm for sell- 
ing or for his job, and who is always 
thinking of ways and means of get- 
ting into some other line of work, 
often gets nowhere in increasing his 
sales. On the other hand, however, 
the supply salesman who feels that 
he is in a fine line of business and 
is really enthusiastic about his job 
is generally successful. But how can 
the salesman keep his enthusiasm at 
a high pitch all the time? 
waning 


How can 
enthusiasm be revived? 
How can enthusiasm be worked up 
when there isn’t any to start with? 

These questions were put to a 
number of highly successful mill 
supply salesmen, and from them was 
obtained some interesting and im- 
portant information which may be of 
distinct help to others in securing 
more business and higher profits. 

“How do I keep up my enthusi- 
asm?” repeated one of the salesmen 
when the question was put to him. 
“IT keep it up by freely and frankly 
admitting to myself that my enthusi- 
asm is beginning to slump, when I 
find such is the case, and by then 
systematically and in a business-like 
manner engaging in the things which 
will be most helpful in making me 
get back my enthusiasm. 

“In doing this I find that my best 
bet is to picture to myself what I 
would be up against if I tried to get 
into some other line than mill sup- 
plies. I say something like this to 
myself: ‘Well, next week I’m going 
to blow this job and get into some 
line of work that I'll like’ better. 
Now, let’s see, just what line of work 
would offer me the best opportun- 
ities? How about the automobile 
business”? No, that’s overcrowded 
and lots of the salesmen aren’t mak- 
ing much. And, besides, I’d have to 
learn it from the bottom up. Then 
how about trying to sell stocks and 
bonds? Aw, that’s the bunk. I’m 
not the type of fellow for that kind 
of a job. Well, then, what line shall 
I get into?’ 

“T think the whole proposition over 
carefully and finally come to a real- 
ization that there isn’t any line that 
looks as good to me as the one I’m 
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in. I realize that if I did try to get 
into some other line, there’d be quite 
an interval before I could begin to 
make money and that this interval 
would cost me quite a lot and make 
a big hole in my bank account. And 
the result of all this is that my in- 
terest in my present job revives and 
I soon become really enthusiastic 
about it again, because I see defi- 
nitely that it is the right place for 
me to be. 
“Yes, sir, this thing of carefully 
counting my present blessings and 


| SUPPOSE I COULD SELL 
STOCKS AND BONDS OR 
AUTONOBILES OR SOMETHING 
—~ BUT THE MILL-SUPPLY CAME 
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comparing them with the things I’d 
be up against if I lost my job or left 
it always makes me dig in more en- 
thusiastically than ever before.” 

Another slant on the proposition 
of keeping up enthusiasm was given 
by another top notch mill supply 
salesman in these words: 

“T suppose every salesman in every 
line has his moments of depression, 
when he almost hates his job and 
hasn’t any enthusiasm for it at all. 
I know that I have those moments, 
but, thank Heaven, they are becom- 
ing fewer and farther between, be- 
cause I keep busy all the time and 
don’t have time to get down in the 
mouth. 

“Yes, that’s the big thing with me 
in maintaining enthusiasm—keeping 
just as busy as I possibly can all the 
time. I’ve found, by looking at my 
spells of depression carefully, that it 
is practically always when I haven't 
much to do that I begin to lose my 
enthusiasm, and that just as soon as 
I get real busy again the depression 
vanishes and my enthusiasm returns. 
So if I find that I haven’t much to 
do and that my mind is beginning 


to dwell on the dark side of things, 
I at once start in working harder 
than ever. I make more calls than 
I’ve been making; I spend more time 
per call, and I study all the reading 
matter with which I am provided by 
the house more carefully. In this 
way I ward off any drop in my spir- 
its and keep up my enthusiasm, and, 
believe me, my sales sure reflect my 
success in doing this.” 

Here’s what an enterprising west- 
ern mill supply salesman had to say: 

“T find, by studying myself closely, 
that the one thing which makes me 
the most enthusiastic is to feel that 
I am accomplishing something worth 
while. Every time I get to the point 
of feeling that I’m simply drifting 
along without getting anywhere I 
get blue and down in the mouth. 
But when I feel that I’m accomplish- 
ing something of which I can feel 
proud my enthusiasm goes right up. 

“But how secure this feeling of 
accomplishment when business isn’t 
any too good? That’s the time that 
used to be most dangerous for me 
because, of course, the greatest sense 
of accomplishment comes to me when 
I feel that I’m putting across a fine 
lot of sales. 

“Well, the way I get a feeling of 
accomplishment in times when busi- 
ness isn’t very good is by doing 
everything I can to make business 
good and by setting up certain goals 
that I will attempt to reach in a cer- 
tain definite time. For instance, I de- 
termine to make a definite number of 
calls in a given length of time. The 
number I[ decide upon is anywhere 
from 10 to 25 percent more than 
I've been accustomed to making in 
the same length of time. And when 
I succeed in reaching the quota of 
calls in the time I’ve designated, I 
always feel that I’ve really accom- 
plished something in spite of the fact 
that my sales may not be good. 

“Or I determine upon making sales 
to a larger percentage of prospects 
than I’ve been getting business from. 
Suppose, for instance, I’ve been put- 
ting sales across to only ten out of 
every twenty calls. If this is the 
case, I set up a goal of sales to 
twelve out of every twenty calls. I 
work hard to reach this goal, and 
when I do reach it I feel that I’ve 
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really accomplished something and 
my spirits accordingly. = Or, 
again, I determine upon opening a 
definite number of new accounts in 
a set period. And when I do so I 
that I’ve really accom- 
plished something worth while. 
“Yes, this thing of acquiring an 


rise 


again feel 


accomplishment-complex, as you 
might call it, is my one best bet in 
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keeping enthusiastic. And, perhaps, 
other mill supply salesmen could fol- 
low this same plan with equally good 
results when they feel enthusiasm is 
slipping.” 

Interesting, isn’t it? And aren’t 
there some worth while ideas and 
suggestions in all this that other mill 
supply salesmen can use to good ad- 
vantage in their own work? 


Why Push Specialties? 


Kenneth G. Merrill Lists Reasons Why Doing So Will 


Help Salesmen Get 


How can mill supply salesmen get 


the most out of 1927? “By selling 


specialties,” in the opinion of Ken- 
neth G. Merrill, vice-president and 
manager of M. B. Skinner Co., Chi- 


cago, manufacturer of steam special- 
ties. In the January issue of The 
Re-Seller, the 

Mr. Merrill 


making his 


Skinnei company’s 


house organ, lists six 


reasons tor assertion. 


ee ae Scie 
They are as follows: 


“Specialties carry big profits. 
They have to because they require 
selling. Staples pay the overhead, 


specialties pay the dividends. 
} pay 


Would 


the big boss say ‘he 


\ 


you rather have 


makes expenses,’ or ‘he makes 
money’? 

“Specialties land new accounts. 
There are certain prospects who 
don’t buy from you. If, instead of 


going 


atter their general business, 
vou demonstrate specialties, interest 
and sell them, their names 


The second 


you've got 
on your books at last. 
sale is easier than the first—particu 
larly when the specialties have saved 


enough money to create gratitude! 

“Specialties hold old accounts. 
Now every modern mill supply house 
gives good service ‘with prices 
right.’ It’s expected. But special- 
ties take you a step farther than 
that. They definitely save large 
sums of money for customers and 
keep Good Will alive and working 
for you. 

“Specialties banish monotony. 


does an en 
what can I 
Don’t vou 
? An in- 
‘monstration 
Eves carry 
a message more quickly than ears. 


How many times a day 
gineer hear ‘Well, Jim, 
today = 

gets tired of it? 
specialty d 
brightens his whole day. 


do for you 
imagine he 


teresting 


Are your calls an oft-heard lecture 
or a new movie? Think it over! 
“Specialty selling improves you. I 
mean it. It gets vou into the habit 
t 


of demonstrating. Demonstrations 


Vost Out of 1927 


call for mental alertness 
you on your toes. 
thusiasm—that 
can make 


force. 


they keep 
They create en- 
divine spark which 
anyone an_ irresistible 


build 
house. If you 
specialty 


“Specialties 
your 
new 


prestige for 
demonstrate a 
week or each 
month during the year, you and your 


each 


house get to be looked upon as un- 
usually alert, live and well-informed. 
Engineers turn to you with thei 
troubles. They respect your knowl- 
haven’t vou shown them many 
devices? ‘Here, Bill,’ 
they say to vou, ‘what'll I buy for 
fixing this valve?’ When your cus- 
tomers consult you, they have con- 
fidence in the house—work like hell 


to keep tr” 


edge 


interesting 


Helps for the Customer 
The mill 


benefit 


supply salesman 


himself 


may 
house im- 
measurably by little suggestions and 


and his 
helps to his customers. He = can 
perhaps suggest better methods fo) 
handling the 
sells or other equipment used by th: 


stocking or goods he 


customer. Cases may arise where 
he can even take off his coat and 
lend a hand, as well as advise the 


customer installing a belt or othe: 


piece of equipment. 


Bi eekly Sales Meetings 
Members of the sales force of The 
Boyer-Campbell Co., Detroit, gather 
in conference every two weeks. J. FE. 
Phillips, sales manager of the com- 
pany, that at each of these 
meetings a talk is given on some line 
handled by the salesmen, either by 
a manufacturer’s representative or 
a member of the Boyer-Campbell or- 
ganization. In this way the sales 
men are given opportunities to learn 

more about the goods they sell. 


states 
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“The Mill Supply Salesman” Section 


Plan for Concentrating 


Vanufacturer Suggests System Whereby Supply Salesman 
Vay Push Sales on Different Lines 


The sales force of a well known 
supply house had been’ gathered 
together to meet the general man- 
ager of a company whose line they 
sell. 

The guest of the hour asked the 
question, “How often do you make 
direct efforts to sell my line?” One 
salesman, who had been serving the 
trade for many a vear, responded. 


} 


“How do vou expect us to pusn 


any particular line when our cata- 
logue contains 29,000) items?” he 
asked. 

“Why, vour catalogue hasn't 


29,000 items; it has only five or 


six,” was the visitor’s reply. 

“What do vou mean-—only five or 
six items?  l’ve been selling sup- 
plies for thirty-five vears, and you'll 
have to prove it to me.” 

“All right,” said the manutac- 
rer. “LT passed a cement block 


Suppose you 


S WHEN 


EN EE -T GUES 


t NV I VISIT 
JONES THIS 


S TRIP 'D BETTER 
CONCENTRATE ON SELLING HIM 
SOME VISES 


“Of course not,’ replied — tl 
salesman. 


And then the manutacturer pro- 


ceeded to mention other items whicl 


no salesman would attempt to. sell 
to a cement block plant, and went 
on to bring out his point that each 
industrial plant called upon is in the 
market for only certain items. 

The manufacturer elaborated on 
his idea in a conversation with a 
representative of MILL SUPPLIES. 

“Were I a 


supply 


salesman for a mill 
house, [ would make out a 
record for each plant I called on,” 
he said. “On the left-hand sheet, I 
would record the name and address 
of the customer or prospect. 

“On the right-hand sheet I would 


record the 
particular 


items for which that 
manufacturer might be 
in the market, including only those 
lines which the customer would need 
in his business. Before making a 
call, | would consult my record. On 
each visit I would attempt to con- 
centrate on one or two items I had 
never sold him before. As I made 
a sale of an item I would check it 
off, noting the date of sale and the 
amount sold. In this way I could 
keep a constant check on my sales 
and could make particular efforts on 
certain lines.” 

The story told at the beginning of 
this article is absolutely true, 
though in this particular instance 
the manufacturer wished his name 
and the name of the supply house 
to be withheld. 

The argument of the 
turer 


manutfac- 


appears completely logical. 
No salesman should visit a prospect, 
lav his order book on the table, ask. 
he ee 


, . : REE 
What do vou need today 


and be 
content with that. Whether or not 
he gets an order, he should make 

a point to bring the attention of the 
buver to some item he has never 


bought, but could use. 








It’s a mighty good thing. o 
course, to check up on items which 
the customer buys regularly to see 
if he is in need of more, but when 

is done, why not start a sales 
talk on something the manufacturer 
has never bought? Perhaps many 
supply house salesmen have though 
that because of the number of lines 
hey carry they could not concen- 
rate on an} If so, the suggestion 
of the manufacturer is well worth 


Keep on Smiling at “km 


The salesman often has a desir 


to cut entirely a buyer who has 


turned him down completely on his 


efforts number of 
visits, or to make his visits brief and 


Yet, the 


continues courteous and 


after a 


sales 


perfunctory, even curt. 
man who 


smiling, though persistent. often 
through with flying colors, 
and, incidentally, orders, where his 
more easily tempted brother loses 
out entirely. 


comes 


You never know when 
the worm will turn, or when a smik 
will melt an iceberg. 














- Make 


Sales 
that make 


Customers 















When you have taken an 
order for belting, the pres- 
tige of your house, your 
customer’s confidence, de- 
pends on the service the 
belt renders— 


and then 


improper belt joining, 
something with which you 
have nothing to do, upsets 
the “works”. 


Perhaps the customer 
knows it isn’t the fault of 
the belt, the house or the 
salesman—but a suggestion 
as to proper belt-joining in 
the beginning would have 
avoided all 
and trouble. 


explanations 


As one belting salesman 
puts it, “When I take an 
order for a length of belt- 
ing I have made a sale— 
when I make sure it ts 
joined properly with 
Crescent Belt Fasteners I 
have made a customer.” 


CRESCENT BELT FASTENER CO. 


247 PARK AVENUE, NEW YORK, N. 


Sales Service! 





CRESCENT 
BELT FASTENERS 








ee 
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- UALITY” is a stale word these 
days. That’s why the Ladew 
man says mighty little about 

the quality of Ladew belting but in- 

vites you to test it by putting a Ladew 
belt on your toughest drive. That's 


where the real quality talk comes out. 


By the way! 


Have you read the Ladew 
“Proof Book”—a few words 
and a lot of pictures of typi- 
eal Ladew Belting reeords. 


Send for a copy. 











was conceived thirty years ago by a sales- 
man who specialized in the sale of babbitt 
metal, and who has been the head of this 
company ever since. Briefly, it represents 
a ball of babbitt metal of the highest 
grade, with a hole running to the center of 
the ball, in which is a deposit of mineral 
flux. That flux is the ingredient necessary 
for making perfect babbkitt bearings. 


Monarch Ball Metal is sold exclu- 
sively through Mill Supply Distrib- 
































for Storage and Service Heaters 


There is considerable demand for re- 
newal bends for storage and service 
heaters. Supply houses can take orders 
for the bends and send us the specifica- 
tions and be assured of prompt service. 
We have special equipment for bending 
copper tubing and can supply bends for 
any make of storage heater. 


High Grade Copper Work 


The Harris line includes Floats in copper and 
other metals; Coils and Bends in all shapes and 








sizes; Expansion Joints; Plain and Steam Jacket 
Kettles; Vacuum Pans; Dippers, Measures and 
Funnels; Flag Pole Balls, et« Also “‘HarBronz”’ 


Bushing Bars. 
Get our Price on all Copper Work 


Arthur Harris & Co. 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 N. Curtis St., Chicago 


Established 1884 
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EDW. R. I ADEW ( O = 
i 
BELTING AND OTHER LEATHER PRODUCTS ” : 
a Since 1835 
29 Murray Street. New York City National Suppl et oa alan tors’ Ass'n 
a = 

Bend c— 
opper U-bBends a = 

X y 
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ALLEN 


the 30% stronger Hollow Screw 





30°; extra strength over broached hollow screws 
the only other kind made. Cold-drawn by a pat- 
ented process which increases the density of the 
steel around the socket-hole, and_ heat-treated 
scientifically according to size and style of point. 


The Allen process makes deep, perfectly formed socket-holes, 
with no chips in the bottom. The entire length of the 
“Allen” is utilized either for solid metal at the point, or 
depth of socket for the wrench. All sizes in stock from ™% 
to 1%” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenches—Allen process. 


The Allen booklet, with its charts of sizes and 


prices, will make itself useful to every mill sup- 
ply dealer who sends for it. 


The Allen Mfg. Co. | 


143 Sheldon St. Hartford, Conn. 
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Personals 





Theodore Ahrens, president Standard 
Sanitary Mfg. Co., Pittsburgh, is now 
on a four months’ trip to South 
America and South Africa. 

Val Lee was recently appointed re- 
ceiver of the Whipp Machine Tool Co., 
Sidney, Ohio. He will continue to direct 
the activities of the plant. 


B. H. Essmueller, Essmueller Mill 
Supply Co., St. Louis, is now in charge 
of the company’s recently completed 


roller grinding plant in Kansas City, 
Mo. 


S. G. Morris, 
sourne-Fuller Co., 


formerly with The 
Cleveland, was re- 
cently appointed sales engineer by the 
Cleveland Duplex Machinery Co., Cleve- 
land. 

C. M. Hall, who for the last several 
years has been branch manager of the 





Cc. M. HALL 


Cleveland office of The Black & Decker 
Mfg. Co., was recently appointed as- 
sistant automotive sales manager, with 
Black & Decker 
Maryland. Mr. Hall 
has not only a wide acquaintance but a 
very successful sales 


headquarters at the 
factory, Towson, 


and is un- 
usually well fitted for his new duties. 


record, 


He was at one time New York repre- 
sentative of the Dodge Manufacturing 
Corporation, Mishawaka, Ind. R. F. 
Mitten has succeeded Mr. Hall as 
branch manager of the Cleveland of- 
fice of The Black & Decker Mfg. Co. 

Edward G. Meckstroth, formerly con- 
nected with the Cincinnati Planer Co., 
was recently made general manager of 
the Morris Machine Tool Co 
nati. 


.. Cinein- 


Glen H. Waid, for the last twelve 
years factory representative of the 
Scott Valve Manufacturing Co., Detroit, 
resigned his position March Ist to 
become direct factory representative of 
The Wm. Powell Co., Cincinnati, for the 
state of Michigan. He will make his 





GLEN H. WAID 


headquarters with the 
son Co., 155 East Atwater street, 
Detroit, which is a Powell Co. dis- 
tributor. Mr. 


Kenneth Ander- 


Waid is well known to 
the plumbing, heating and industrial 
supply trade, having spent the last 
seventeen years in the business. He is 
Nation: r 
Engineers 
and newly elected treasurer of the 
National Association of Plumbing and 
Heating Supply 
Chapter No. 

G. M. Lawrence was recently ap- 
pointed sales manager of The United 
States Electrical Tool Co., Cincinnati. 
Mr. Lawrence has been with that com 


an associate member of the 


Association of Stationary 


Salesmen, Detroit 





G. M. LAWRENCE 


pany for more than seven years, and 
before accepting the new appointment 
was district manager from the Cleve- 
land office. 


J. T. Wing, head of J. T. 


Wing & 
Co., Detroit, 


and president and treas- 
urer of J. T. Wing & Co., Ltd., Wind- 
sor, Ont., Canada, left Detroit Feb- 
ruary 8th to spend some time in Italy. 

Don L. Williams, for fifteen years 
with the Southern Supply Co., Jackson, 
Tenn., was recently appointed buyer 
for the Henry A. Petter Supply Co., 
Paducah, Ky. Mr. Williams succeeds 
W. H. Tritt. 

W. 1D. Sargent, until recently adver- 
tising manager of the Hurley Machine 
Co., has been appointed advertising 
manager of the Sloan Valve Co., Chi- 
cago, with which he was associated 
previous to joining the Hurley Machine 
Co. 

J. H. Schroeder was recently ap- 
pointed buyer and sales manager for 
the Fort Wayne Pipe & Supply Co., 
Fort Wayne, Ind., to succeed R. E. 
Buchholzer, who resigned his position 
early in February. Mr. Schroeder has 





J. WH. SCHROEDER 


been in the company’s employ for the 
last fifteen years, and, because of his 
long connection with the mill, factory 
and contractors’ supply business, is 
well acquainted with the trade in his 
territory, as well as with the factory 
representatives who have been calling 
on the company for a number of years. 
In his new position, Mr. Schroeder will 
be connected with the mill, factory and 
contractors’ equipment department. 
Mr. Buchholzer was with the Fort 
Wayne Pipe & Supply Co. for a year 
and a half, having previously been em- 
ployed by The Luetkemeyer Co., Cleve- 
land mill supply house, and The W. 
Bingham Co., Cleveland. He was with 
The Luetkemeyer Co. nineteen years, 
starting as errand boy and working up 
through the various departments until 


S28) 8 Deemer pene 
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AMERICAN SWISS 


The File of Precision, manufactured to a gauge and with 
quality first requisite. Used by manufacturers of quality 
products, tool and die makers, instrument manufacturers, 
machinists. jewelers, and other skilled workers. 


we 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 


Sold Extensively by 
Will Supply Houses 


/ 





Booklet list of distributors and other interesting data sent 
upon requé Sold by the foremost dealers, 


scala Swiss File & Tool Co. Victor Balata & Textile Belting Co. 


Main Sales Office, 38 Murray St., New York 
410-416 Trumbull St., Elizabeth, N. J. 


Ask for Prices 

















Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
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CHU CKS » | 


Grayson 


PIPE WRENCH 


FORGED STEER! 
THROUGHOUT 










PROFITS to you 
from SALES and USE 


tsk Your Nearest Jobber 






or Write 


THE LAWSON MFG. CO., Sta. B, Cleveland, O. 


Cushman Chuck Coca 


: Lex 
HARTFORD, CONN. THEmew, W TRIPLEX i 
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Look into this new WALL 


“Service with Safety” 


DREADNAUGHT 


his new el torch combines all the advanté s of the time-tried older Dread 
peed sh v ith a number of improvements B uilt for heavier work, to give a 
fie bigger hotter Hame New ‘eee 1er cleans elf automatically. All "Foiete 
brazed with hard brass spe Iter solder; every hee tested. Can be used in all 
kinds of weather. \ better “service with safety’ torch at an attractive price 
that sells readily at an attractive proht Let us tell you why the new Dread 
naught No. 41 has beer adopted by manvy of the largest industrial and public 


utilits mr 
utility c« pa 





P. WALL MFG. SUPPLY CO. 


m 3126-66 Preble Ave., N. S. PITTSBURGH, PA., U. S. A. 


Since L864 
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he became assistant manager of the 
mill supply department. Later he be- 
came buyer for that department and 


served in that capacity until the com- 
pany was purchased by The W. Bing- 


ham Co., where for two years he was 
assistant sales manager of the mill 
supply department. He left that posi- 


tion to join the Fort 
Supply Co. 


O.. 'F. 


Wayne Pipe & 


Barnidge, formerly purchasing 


agent for the St. Louis Structural 
Steel Co., is now representing The Ohio 


Injector Company, Wadsworth, Ohio, in 
Missouri and southern 

Charles L. 
manager 
tool 


Illinois. 
Cameron has resigned as 
for Gould & Eberhardt, 
manufacturers, Newark, 


sales 

machine 

ee 
c. "a sales 


Grainger, manager of 


The American 


Hammered Piston Ring 
Company, Baltimore, who has been 
eriously ill for several months, ha: 


recovered and is back on the job again. 

Robert Bradshaw, who for the last 
ix yea has been purchasing agent 
for I). 1. Wertzberger, Tulsa, Okla., 
recently esigned to become credit 
manage of the International Supply 


Company, Tulsa. 
EF. D. Wil 


with the Standard Supply & Equipmen 


son, formerly associated 


Co., Philadelphia, 1 now with the 
( ina Supply Company, Philade! 
ihe i he Ca city ct vice-pre ident 
ind general manage) 

W. 4 Ste niu 1 dent of 
American Hammered Piston Ring Co 
Baltimore, has been appointed a mem 
he of the merchandising committee of 
the Automotive Equipment association, 
filling tl incy caust | 
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refractory materials and equipment. 
He will travel the Central South and 
South Atlantic states, with headquar- 
ters in Atlanta. 

H. C. Woodsum, until recently head 
of advertising and sales promotion of 
the Boston Gear Works, Inc., Norfolk 
Downs, Mass., has appointed 
to the manager. William EF. 
succeeds Mr. Woodsum 
manager of the company. 
Frederick A. 


been 
assistant 
Kerrish 

advertising 


as 


Billings has been ap 


pointed direct factory representative of 








FREDERICK A. BILLINGS 


the Flexible Steel Lacing Co., Chic: 
manufacture f ‘ 
He will COVE 
Alabama, M ssippi, Louisiana, At 





acing. 
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York and northern New Jersey district. 
The company manufactures power 
transmission equipment such as shaft- 
ing, couplings, bearings, clutches, pul- 
leys, sheaves, belt tighteners, speed 
transformers, agitators, gears and 
sprockets. 


J. D. Cox, Jr., president of the 
Cleveland Twist Drill Co., presided at 
the seventh annual meeting of the 
American Plan Association recently 


held in Cleveland. Thomas Ferry, 
president of The Ferry Cap & Set 
Screw Co., was elected a director of the 
association for a three-year term. 

Thomas Ferry, president Ferry Cap 
& Set Screw Co., F. R. Fishback, 
president Electric Controller & Mfg. 
Co., R. W.  Kallenbach, president 
McMyler-Interstate Co. and G. J. 
Stanley, vice-president, United States 
Aluminum Co., been elected di- 
rectors of the American Plan Associa 
tion of Cleveland. 

The Hyatt Roller Bearing Co., New- 
ark, N. J., announces the appointment 
of H. O. K. Meister as general 
manager. Mr. Meister joined this com- 
more than fourteen years 


have 


] 
sales 


ago a 


pany 


an engineer at the home office in New- 
ark. Later he removed to the Chicago 


assumed 
the 
half 


headquarters in 


flice, where in a 


few years he 
the supervision of 


territory. 


sales work in 
A year 


returned to 


western and a 
ago he 
Newark as assistant sales manager. 

Ernest F. du Brul, general 
of the National Machine Tool 


association, wi headquarters in Cin- 


Manage: 
] 


Buil 


ers 





recently nz Secre- 


cinnati, was imed by 


tary of Commerce Hoover as a membe 
of a committee to assemble certain 
lata for commercial use. The commit- 
tee, made up of representative business 


study the statistical informa- 





ion gathere by federal, state in¢ 
private agencies and will investigate 
the general nee fon ket resear 
work 


George L. Wilson, or “Louie,” as he 








known to his friends in the machin 

col and machinery industry, announce 
retirement from active business. 

H« ) bee connecter W Henry 
Prentiss & Co., New ¥ forty- 
hive veal Ing jo ed = firm 
1882 as clerk when he w fourteer 
years Ol He Late becat ( 1 = es 
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promotion for the plumbing ar T ng 


industry. He also vice-president 
the Pierce, Butler and Pierce Manuf 


turing Corporation, New Yor! 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








THE CORRECT 
Grinder and Buffer 


g etal sur fo: es 













MARATHON ELECTRIC 
MEG. CO. 
50 Island St., Wausau, Wis. 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 


ELCO Wood Screws 


Prompt shipments are made Iron and Brass 
from our large stock of Iror 
and Brass Wood Screws and 
Machine Screws 

You will be pleased with the at 
tention given to your orders 


and instructions 


ELCO TOOL & SCREW CORP. 


Broadway at 13th 





Rockford, Ill 


ELKHART 


Blow-Off, Gravel and Drainage 


CATCH BASINS 


Used between steam boiler and 
sewer, or drainage system and 
sewer, to. intercept 
gases and solids. 






Write for circular to get 
full list of sizes and prices 
and be able to quote. Spe- 
cial or extra heavy con- 
struction if required. 


Elkhart Iron Works 


2010 south Main Street 


Elkhart, Indiana 





vapors, 









PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing— 

Drilling — Buffing—Rotary 

Filing—S c re w Driving— 
Nut Setting \ 


and hundreds of other useful 
operations, Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 


Chicage 


M6—'% H.P. Capacity 


Standard 
Ball Bearing Grinders 
Made in sizes from % H.P. up to 
5 H.P. 


Tool Post Grinders ™% to 2 H.P. 


Polishing and Buffing Lathes ™% to 5 
r.P. 


Aerial or Hand Grinders '4 to 3 H.P 


Bench Grinders and Buffers ™% to 2 
H.P 


Drills 4” to 114”. 
Send for Catalog. 
The Standard Electrical 
Tool Co. 


19146 W. 8th St. 
Cincinnati, Ohio 


“BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
Ask your jobber or nickel plated. 


write us for a catalog. TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 


BROWNIE N°S 


BROWNIE MFG. 
Co., INC. 
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Fort Wayne, Ind. ‘ 








SKINNER Clamps 
Stop Leaks 


Mint SuppLirs 
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A. Bower, vice-president of the New 
York Trust Company, was elected 
chairman of the Wolff Manufacturing 
Corporation’s finance committee. 

L. G. Heath recently joined the O. C. 
Keckley Company, Chicago, distributor 
of belting, hose, packing and power 
house specialties, as manager of the 
mechanical rubber department. He 
Was associated with Geo. B. Carpenter 
& Co., Chicago, for seventeen years, 
having gone there from college. From 
errand boy and general utility man he 
advanced to manager of the mechanical 
rubber department. He also did some 
pecial assignment work on the road 
for the Carpenter company. 

J. 1). Lawrence has taken a position 
as city salesman for the Interstate 
Machinery & Supply Co., Omaha. For 
the last three years Mr. Lawrence has 
been with the lowa Machinery & Supply 
Co., Des Moines, Iowa, and was_ pr 
viously with the Cedar Rapids Pump & 
Supply Co., Cedar Rapids, Iowa, and 
the Fisher Supply Co., Marshalltown, 
lowa. At one time he conducted the 
Industrial Specialties Co., manufactur 
ers’ sales agency. Mr. Lawrence ha 
salesman for the 
lowa Machinery & Supply Co. by Hugh 


} 


Terrill, 


peen ucceeded as 
who has for some time been 
ier capacity by that 


I) K. Swartwout, president, The 
Swartwout Company, Cleveland, 


inied by M) 


accom 
Swartwout, sails from 
March 5th, on the 
Line, for a 
V expect to 
cturn on the Lapland April 20th. The 
t Gibraltar, 








A LP1¢ > Monaco, Naples, Athen ‘ Con 
tantinople Haifa (fo Holy Land), 
Ale (for Cairo and the Nile); 





Syracuse, Naple and Monaco on. the 


cturn trip. Mr. Swartwout is not only 
eteran in the n supply manufae 
iring field, but one of the organize) 
the American Su} ply and Machine I\ 
Manufacturers’ ciation 





Factory Additions 


i i ee 


Hammett Co., Newark, 
N. J., plans to erect an addition, 50x 


The Akron Standard Mold Co., 
Akron, Ohio, expects to build a factory 


addition, SOx80 ft. 


‘eveland, 
has work under way on a 156-ft. ex 
plant. 

The Cleveland Gasket & Mfg. Co., 
Cleveland, will soon build a plant addi 


The Ferro Enameling Co., 


ension to its 


tion to cost about $75,000. 

The Stern Metal Mfg. Co., Philadel 
phia, contemplates building a one-story 
addition to its present factory. 

Standard Sheet Metal Works, Seat 
tle, will build a one-story addition, to 
st about $15,000 with equipment. 
The Westcott Valve Co., East St. 
Louis, Ill., will build a one-story ad- 
dition, 90x200 ft., to cost about $50,000. 


CC 


The Bendix Brake Co., South Bend, 
Ind., has work under way on a one- 
story addition, 100x520 ft., to cost in 
excess of $75,000. 

The Industrial Engineering & Sales 
Corporation, Norfolk, Va., will build an 
addition, 50x110 ft., to cost 
$40,000 with equipment. 

The Safety Stair Tread Co., Wooster, 
Ohio, has taken bids for the erection of 

0 one-story factory additions, 110x 
140 ft. and 60x80 ft., respectively. 


about 


Leedy Mfg. Co., Indiznapolis, has 
awarded contract for the erection of a 
three-story factory addition. 50x90 ft., 
to cost about $50,000 with equipment. 

The Wayne Tank & Pump Co., Fort 
Wayne, Ind., is considering the erec- 
tion of a two-story and basement addi- 
tion, 65x85 ft., to cost about $45,000. 

The Judson L. Thompson Mfg. Co., 
Waltham, Mass., is asking bids on a 
three-story and basement machine shop 
addition, the dimensions of which will 
be 50x125 ft. 

The Solem Machine Co., Rockford, 
Ill., contemplates the early erection of 
a one-story machine shop addition, 80x 
355 ft., saw-tooth roof type, to cost 
about $50,000. - 


O. F. Mossberg & Sons, New Haven, 


Conn., will soon take bids for a one- 
story addition, 50x70 ft., for which 
plans have been drawn by R. W. 


Fabian, New Haven. 
Johns-Manville Corporation, New 
York, is planning the immediate eree 


tion of an addition to its Waukegan, 


Ill., mill, reported to cost more than 
$250,000 with equipment. The Ameri- 
can Bridge Co., Chicago, has the con 


> a 
tract for steel framing. 


The Certainteed Products Corpora 
lladelphia, manufacturer of 


etc., will build an addition 





gara Falls plant to cost in excess 


of $30,000 with equipme 


The Rand Kardex Co., Tona 
N. Y., manufacturer of office  fili 








equipment, ete., wil! soon build an 
iddition to its plant at Falls 
Ont., to co bout $175,000 with equin 


ment. 
The Gate City Iron Works 


| Omaha, 
Neb., is planning additions to its plant 


to include a_ steel fabricating works, 
machine shops and foundry. The entire 


project will cost in excess of $90,000 
With equipment. 

Parkersburg Rig & Reel Co. Park- 
ersburg, W. Va., is working on 
extensions to consist of a one-story 
addition, 125x24 
b 
be 


10 ft., and other struc- 
tures to i 


>t 


erected later, the entire 


cost 


approximating $450,000. 
The Potter Mfg. Co., North Chicago, 
Ill., will soon build a one-story addi 
tion to cost about $25,000. 

The Bodine Electrie Co., Chicago, 
plans to build two additions, one and 
two-stories, 29-50 ft., and 95x121 ft., 
respectively. 


The H.. F. 


Holbrook-Henry Brewster 
Corporation, Bridgeport, Conn., lately 
rganized, will build two additions, one 
three-story, 553x156 ft., and the other 


121 


one-story, 175x200 ft., the entire proj 


ect to cost about $150,000 with equip- 
ment. 





New Factories 





Bisch & Salzman, Los Angeles, plan 
to rebuild their one-story plant, 129x 
175 ft., which was recently destroyed 
by fire. 

The Universal Brass Works, Indian 
apolis, will build a new one-story foun- 
dry, 65x105 ft., to cost $28,000 with 
equipment. 

The Paul A. Sorg Paper Co., Middle 
town, Ohio, is planning to build a new 
paper mill and power house, to cost 
more than $500,000 with machinery. 

The Sly Mfg. Co., Peoria, Ill., manu- 
facturer of fans, blowers, ete., will 
build a one-story and basement factory, 
100x125 ft., to cost 
$30,000 with equipment. 

The Bunker Hill & Sullivan Mining 
Co., Kellogg, Idaho, plans to build 4 
new mill of three-unit type to cost 
approximately $2,500,000 with machin 
ery. The first unit will be = started 
immediately and = will cost about 


$1,000,000, 


approximately 


Bids are being taken by Wilson- 
Bohanon Co., Marion, Ohio, for the 
erection of a plant, the dimensions of 


which will be 50x200 ft. 

Bain-Beaird Co., Inc., Cedar Grove, 
La., will erect a new one-story building, 
Gox85 ft., to be equipped for welding 
and other mechanical work. 

Pittsburgh Die Casting Corporation, 


Swissvale, Pa., plans 





early erec 
tion of a one-story plant, to cost mors 
than $15,000 with equipment. 

Los Angeles Furniture Co., L 
Angeles, will build a new four-story 
180x240 ft., to cost approx 


mately $160,000 with mac] 








Cleveland Cap Screw Co., Clevelar 
will build a three-story heat treatin 
laboratory, 70x90 ft. H. M. 


: : : : 
orris Co., Cleveland, is architect. 


lant and 





The Hal-Fur Truck Co., Canton 
Ohio, is pl 


l anning the construction 


a one-story plant to cost about $50,000. 
A. C. Fuhrman is vice-president of the 
company. 

The Western Printing & Lithograph 


ing’ Co., Racine, Wis., will build a new 


plant of 220,000 sq. ft. dimensions at 
an estimated cost of $250,000 wit 
equipment. 

The American Piston & Machine Co 
Detroit, is planning to build a new 
plant at Alpena, Mich., and proposes t 


move the present Detroit factory to 
this location. 

The Detroit Gray Iron Foundry C 
Detroit, has awarded contract for th« 
erection of a new two-story building, 
70x100 ft. Milder & Eisen, Detroit, 
are architects. 

The Standard Box & Veneer Co., 
Hammond, La., contemplates rebuilding 
the portion of its mill which was de- 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











Buffalo 
- Hose Clamp 


Made of Sheet Brass 


Rustproof 
Durable 


Economical 





Fries & Company 
91 Main Street Buffalo, N. Y. 


THESE TOOLS 
Won't Be “Orphans” 


Neither will your tools be “‘or 
phans’ if you do what this 
ian is dk ying—br anding tools 
and quip ent with an 
Eve chet Branding Torch, the 


ost effective way to stop tool 


losses 


ae ola Oe “or | a 5 
Co rere or, [ T 
MANUFACTURING CO > 


A Complete Stock Means 
Prompt Shipments - - - - 





ware t t Tea ¥ 

Att stand- 3 L Ange es Sales office at At anta, B 
——— d 1 Cincinnati, Norfoll War ind San 
The Sievend Cap Screw Company 
2071 East 79th street Cleveland, Ohio 


CLEVELAND. 


CAP SC RE Ws 


iS al 





are tir sup} 

ee hovel a fricti "haat spe 
cialist to work out an extensive or 
difficult installation. That's wher 

e want you to call on us for ad 

» and service, and if the itua 
tion warrants it, we will be on the 
ob in person. Schultz Frictio: 
Clutches and Schultz Service g 
hand in hand. Let us hear from 


\. L. SCHULTZ & SON 


1675 Elston Avenue, Chicago. ITI. 





T’S easier, and more satisfactory all around to 
| sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


HE design of Davis Valve Specialties is dis- 
tinctive; every item in the line is simple, 
effective, and proven by years of performance. 


HOW the complete line in your catalogue, 
and take full advantage of the established 
position of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 
408 Milwaukee Avenue, Chicago, Illinois 


Ms 


The HOLLANDS Line 


will increase your 


9g vise sales 
: Send for 


Catalog and 





\ -“w'sn 
“Yd 3143 
SQNYTIOH 


Terms 


HOLLANDS MEG. Co. 


ESTABLISHED 1887 


ERIE, PA. 


Toles Junior Vises 


Genuine 
Toles \ Ises 


propor tionately 


reduced in size 





e of TOLES JUNIOR VISES meets a de 
Spe ve vise of quality for use in P 


W. C. TOLES CO., Manufacturers, WOODSTOCK, ILL. 


WE WANT JOBBERS 


at) 
| aa fe lik, 
Euniwed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc 
Richmond, Va. 


March, 1927 


22nd. The 
$175,000, 


stroyed by fire January 
loss incurred is reported at 
including machinery. 

The Morristown 
ristown, 


Mor- 
one- 


Turning Co., 
plans to build a 
story wood-working and turning plant, 
100x202 ft., to approximately 
$30,000 with machinery. 

The Warren Cotton Oil & Mfg. Co. 
Warren, Ark., plans to rebuild the part 
f its plant destroyed by fire January 
28th, the loss of reported in 
excess of $50,000 with equipment. 

The W. K. M. Co., 


manufacturer of. oil 


Tenn., 
cost 


’ 


oO 
which is 


Houston, Texas, 


well equipment 


and supplies, will build a new one- 
tory storage and distributing plant, 
85x125 ft., to co about $235,000. 


Westchester Lighting Co., Yonk- 
ers, N. Y., will bids the 
‘tion of a tory equipment and 

DOx125 ft., at Ossin 


soon ask for 


three 


ere 


ervice building, 


ing, N. Y., to cost in excess of $90,000. 
Mesick & Mahy Mfg. Co., Los 

Angeles, will soon build a three-story 

plant, the estimated cost of which 


LSh0.000 The 


manufacture 
| 


company 


} ed Wale erware speciaities, etc. 

The Chiloquin Lumber Co., Klamath 
Fa Ore., plans to erect a new mill, 
In¢ ldiInp machine Shop and powet! 


house, to cost about $150,000. It will 


building recently destroyed 


The Merchant Ice & Cold Storage 
Co., Los Angeles, will build a one-story 
ice manufacturing plant to cost ap 
proximately $60,000 with equipment. 
L. A. Parker, Kerckhoff building, is 
ircnitect. 

The Smit Planing Mill Brewer, 
Me are arranging’ to rebuild their 
Wwood-wo ng plant which were de 


troved by fire January 50th, with 


$90,000, including 


kfield, 60 


New oe ear epresents a company, 
I ( temporarily withheld, hic! 
} to buil ructural on plant, 
259x487 ft on the site a 1 > 
I re n¢ l en enue, Newark 





awww eee oe ee ee 


Field Notes 


eee ee ee ee ee ee ee eee eee ee 


National 
‘ALO, recently chang *( 
Helin Co. 

The M ion 


Machine Co. 
: 2S 


Sanding 





name t 








& Supply Co., 
San ! Texas, has changed its 
name to the Kibele Mfg. Co. 


The Toledo 





Tool Co. 
its 1D 
Motors 


Machine & 
re ently 


258 General 


moved 
troit office to 
building. 
Louis FE 
in machinery, have establishe 
warehouse at 517 
Detroit. 
Atlanta, 
roadbuilding equip- 


Kmerman & Co., Chicago, 
deale 
office and 


rancl 
a branch 


Ea { Woodbridge 
The Southeast Supply Co., 
Ga., distributor of 


street, 


ment, has moved to larger quarters at 


322 Edgewood avenue. 


Wisconsin-Appleton Co. has taken 
over the business of the Stowell Co., 
South Milwaukee, manufacturer of 
malleable castings and hardware. 

The Anchor Post Iron Works, New 
York, manufacturer of Anchor fence 
railings and gates, and all-steel trucks, 
has changed its name to Anchor Post 
Fence Company. 

A. W. Cadman Mfg. Co., 
recently sold its valve 


Pittsburgh, 
specialty manu- 
business to the Barrett 
Co., specialty division, 1430 
Oliver building, Pittsburgh. 

Gilfillan Machine Works, 
N. Y., has been organized to assume 
the business formerly managed by F. C. 
Gilfillan in the auto 
matic pressure 


facturing 


Machine 


Ebenezer, 


manufacture of 


reducing’ regulators. 


Rockford Machine Tool Co., Rock- 
ford, Iil.,. ha purchased from the 
National Lock Co. the assets of the 


Thess 
and 


Lf ] r lyvall ’ 
Kockford Lathe & Drill Co. 


include patterns, fixtures, stock 


good will. 
a. 


] 
+ 


iy move 


St. Paul, ri 


d into a new location at 


Jurgens Co., 


cen 
726 Raymond avenue. In addition t 


carrying a line of mill supplies, this 


company manufactures and reclaim 


leather belting. 


The Southern Supply Company, Bal 





timore, now located in new build- 
ng at the corner of Calvert and Sara- 

2 treet This building is a five 
ory structure and commodious and 
well ECCEULP pM 

Power Equipment Co Inc., Knox 
ville, Tenn., distributor of mill and 
electrical supplies, was planning: to 
move on March Ist from its present 
location, 505 Ea Jackson avenue { 
29 State treet 

The Lam on & Se =“10ONns Co. and the 
Kirk-Latty Mfg. Co., Cleveland com 
panies which recently merged, have 
opened ale offices at 1016 Strau 


building, Chicago, and at 4-228 General 


Motors 


building, Detroit. 


At its annual meeting held early in 
February, The W. M. Pattison Supply 
Co., Cleveland, elected the following 
officers: W. H. Smit president an 
treasurer, C. E. McCombs, vice-pre 
lent, A. C. Vaughan, secretary, and 


second vice-president. 


All officers wit the ¢ xception or ©. V. 


Pattison have been with the company 
<ince its incorporation in 1897. M 
Pattison has been active since 1912. 


\ ate 


name 


Lawrence-Criddle Co., 156 
tree. New 
to.. ©, 
pany 


York, has changed it 
The 


Lawrence Co., In 
distributes and 


com 
manufactures, 
plumbing, heating, 


exports hardware 


and mill 
The Cleveland Worm & 
Cleveland, has 
office at 2600 
ri. A. 
be in charge, and he will 
Michigan. 
Ragsdale & Co., 


incorporated, 


supplies 
Gear Co... 
organized a district sale 
Buhl building, Detroit 
Sparrow, district manager, will 
serve the 
lower peninsula of 
Gritt, 
recently 


Indianapolis, 
manufacture 


ratchet wrenches and other tools under 


their own and L. G. S. Devices Corp. 
patents. What was formerly known 
as the Gritt Co. will be absorbed by the 
new firm. Frank Gritt, president, is 
vice-president of the L. G. S. 
Devices Corp., which will continue its 
production of industrial clutches and 
reverse gears for marine engines. 
Gritt, Ragsdale & Co., Ltd., will be 
established in England, in charge of 
W. F. Hammond and Albert Gordon, 

sell the firm’s products in Europe. 


also 


James McGraw, Inc., Richmond, Va., 
and E. C. Atkins & Co., Inc., Mem- 
phis, Tenn., distributing branch of the 
Indianapolis company, have 
pointed distributors of the product 
of Alexander Bros., Inc., Philadelphia, 
manufacturers of leather belting. 


W. B. Mershon Co., Saginaw, Mich., 


been ap- 


continues tne 
by Wil 


and will als« 


ecently incorporated, 


business formerly carried on 

] Mershon & Co., 
band sawing 

the S. A. Woods Ma- 

} 


Co., Boston, which will sell the 


iam B. 
manufacture machinery 
as a division of 


chinery 
product. 
The 
Kokomo, Ind., has electe 
ollicers: E. A. Simmons 


Tool Ge., 


following 


Superior Machine 
1 the 


president, 8. 


Frank vice-president, and A. B. Arm- 
strong treasurer and general manag 


The directors include the officers and 
, Danner, E. B. Seaward, C. E. 
Hansell, and B. F. Harness. 

In order te 


volume of business, 


> take care OT an increasing 


the V. Hi. 


Barwood 


Mfg. Co., formerly located in Lynn, 
Mass., recently moved to. enlarged 
quarters at 295-297 Congress street, 
soston. The company, of which Vict 


H. Barwood is president, manufactures 


iskets and packings. 





hers, § 
ie » £ 


The Unique Mfg. Co., 
turer of 


Chicago, manu 
and fu 
factory to 

Whitney 


blow torches 





nace 
is removed its ofees and 


t new pli 








treet, Cl 8) hi 21 
company rged manufacturing space 
n which to take care of increased » 
auction needs 

The J. R. S. Specialties Mfg. C 


Inc., recently moved into 
at Academy 
N. 


states 


and Ryd 
a. Jame = R. 
that approx 
mately twenty-five per cent 

s icity will be re 


, re ee ] 
facilitic which tne 


located 


Ing 











+ 


<treets 
Smit} 


‘ Patchogue, 
1, president, 
Increas¢ n 
alized through new 
new building offe1 


cap 


Ine., Cleveland, 


valves, 


Thompson Products, 


tional distributor of bolts and 


bolts, rece ntly lease space in 
1404-06 West Twelft 
City, Mo., for a 

branch. Activities of th 
(one of the company’s five di 
warehouses) will cover six 


branch 


tributing 








tates 


Husky Wrench Co. 


recent 


teen s 


Milwaukee, at 


annual meeting of stockholders, 


authorized its plan on in 


ifiicers to 
creased production and to take advan 
tage of a broadening 
the 
automobile 


market. Besides 


produces tools 


W renche S, 
for 


plants, garages, ete. 


company 
other industrial 
John G. Zum 


and 





March, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








Our “‘Practical’’ Force-Feed 
Lubricators 


applicable to steam engines 





and sizes, steam pumps, air and 

compressors They are easily in 

and adjusted, and feed any grade of 
with clock-work regularity 


One of the fastest selling and best paying 
power plant specialties on the market today. 





They are ked hundreds 
f Mill Jobbe are not one 
th + i is 1 and sub 
nit Our proposition for 
Th 
Sure-Shot Merite today. Mention Mill Supplies. 


Lubricator 


McCULLOUGH MFG. CO., Minneapolis, Minn. 


MECHANICS PREFER 
o. 32 TORCH 


It Is up-to date—has every Improve 
ment known Its powerful cenerator 
produces a large volume of intensely 


hot Hame that is under perfect con 


trol of the operator. The No. 32 1s 
STRONG — DURABLE — EFFI 
CIENT — ECONOMICAL — DE 


PENDABLI AND ABSOLUTELY 
SAFE We warrant it to please you 





Your nearest jobber will supply at 

: Factory Price 
Ney Eoreh CLAYTON & LAMBERT MEG. CO. 
Ask for latest price 6257 Beaubien st. DETROIT, MICH 


The No. 401 Champion 
Steel Rivet Forge 








ed in stock by all the leading 


Write for No. 52 catalog 





Champion Blower & Forge Co. 


Lancaster, Pa. 
’ 


PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH-) 
NO CRUSHED POINTS ~ GUARANTEED 


JD. BURRILL & SON ~ ILION. N.Y. 














Sockets 
and Sleeves 





One solid piece—Standard except the flat - 
AN ORDINARY DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 
or the shank breaks, the drill is useless in the ordinary socket. 
BUT—grind a flat (time 3 minutes) on the broken drill, slip 
it into a “Use-Em-Up” Socket, and it’s as good as a new drill. 
Furnished in Sleeve or Socket Type. Specials made to order. 


Write for Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 

No delay in shipment. Complete stocks of all 


sizes. Als Oo made in brass and bronze. A good 
seller. Send for Deaier's Sample Outfit. 


ECONOMY —" CORPORATION 


Manufacturers ¢ tandar und, Flat, Fillister and Oval Head Iron 
ind Brass Machine Screws, Brass Washers and Soldevias Terminals 


5215 Ravenswood Ave., Chicago, Ill, 


“FILES THAT CUT” 





Write for story of Delta Files that is 
told in a surprising booklet entitled 
‘Files that Cut.’ It is worth money 


to any shop. 
DELTA FILE WORKS 


BRIDESBURG A PHILADELPHIA 








BLAKESLEE JET PUMPS 


All parts inter-changeable--Economical, reliable-* 
Freezing does not injure it asitis self dre aining. 
S 1 for Latest Price List and C gue 








Has No Valves--Cannot wear out--Pumps 
sandy or dirty water equally well--En- 
tirely Independent of Engine. 


BLAKESLEE MFG. CO. 
10 Q Street, Du Quoin, III. 
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mach is president and treasurer, Sieg- 
mund Mandl vice president, and Joseph 
QO. Wirtish secretary. 


The American Brass Co., Waterbury, 
Conn., will take over the manufacture 
and sale of “Everdur”’ metal from the 
lu Pont Everdur Company, Inc., Wil- 
mington, Del. This alloy will be manu- 
factured by the American Brass Co. in 
the form of casting ingots, plates, 


eets, rods and wire, washers, bolts, 
nuts <crews, rivets, wire cloth and 
casting The research work directed 
by the Ju Pont company in developing 
th metal will be continued by the 
American Brass Co. 


Burgan Corp., Chicago, recently in 
started its production 
1 shop equipment tools and automotive 


corporated, has 


, Including cotter pin ex 
tractors and valve spring lifters. For 


« present, the company manufacture 
' : 


m contract, Dut It plan to build 
ant of its own which will require 
punch presses, lathes, drilling and mill! 
ing equipment and a_ nickel plating 


pliant. Floyd L. Musgrove president, 
ident, J. F. Sole 
ecretary, and I. A. Milot treasurer. 


Burke vice pre 








elphia, whi ha for many yea 
ecialized it upplying “Neverslip 
Wuashe ne tributing ti ; 
\ ! ce n Chicago, at 537 
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Lawrence in charge y of the d 
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| i¢ S| \ ( OnLy epresel { 
ho of eleetrie truck eld anyw he 
n the world, will be held on Mareh 14th 
the New York Edison Company’ 
owroom at Irn ng place and Fifteenth 
cet M« than twenty manufac 
of eleetrie trucks and. elect 


truck equipment will be represented in 
special exhibits, which will include not 
only the commercial street vehicles, but 
various types of apparatus used 
in electric truck garages. The latest 
developments in semi-automatic and 
automatic battery charging boards will 
be on display, along with a feature 
exhibit of storage batteries, including 
the smallest and the largest 
battery cells ever manufactured in the 
United States. The truck 
be open free to the public every day 


also 


storage 


show will 


from nine to six. 





CLASSIFIED 
ADVERTISEMENTS 


SITUATIONS WANTED 


Sales Manager of large midwestern 
manufacturing 
South. 





company desires to move 


Fourteen years experience 
ales manager, branch manager, and 
advertising manager. Nine years ex 
perience in contact with mil] supply 
house and ulroad of Southern 
state Corresp ence solicited. Ad 


B. kh. -. care MILL SUPPLIEs, 


Dearborn St., Chicago. 





ment Manage present suc 

managing n upply adepa 

} ri 1OuUs¢ ci¢ 

) MmMital po i Mar € 

With 10 yea experience ! 
upply house ne. Address No. 888, 

MILL SUPPLIES, 537 Sout 1) 

born St ( Capo. 


Mil Lp ply esmMmal ! eX¢ T fi 
Wit! 20 yea Kp ence om. oihes 
0V 9) ¢ manage ¢ ¢ t m ¢ 

ne W ( ‘ ny position 
n the me! i 


ed 

Sale ( onne 

oO} ¢ v \ ( ( ib r € 

Ka i { ne eithe ( 
ra) ( ry Oo l “uj ly if ( 
Addr No. 88 e MILL SUPPLIES 

1S. Pye ) Street, Chic 

* 1l'¢ o'¢ Oo IPGNnIV eNXpe 
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A ddire No. 884, care MILL SUPPLIES 

A Ss Di DO street, ¢ cago 

Min ll ] ( ( h to ke 
on one ¢ I ¢ elling t 
the Mill Supply ‘lumbing, Hardware 
n Automotive bhe \ ese) 
, esent 1 icture COVE ng Ohio, 


1 Kentucky. Mat 


( Lcnown oO rege 
nd a} Ce \ ‘ O. J. Obe 
epne OO Gie lale, Toledo, Ohio 
Kxp ee n mill upply heavy 
ird P ! lic lines, 33 yea of 
ipe eecking’ po ion a general man 
iver, le manager or assistant te 


to 
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will consider any executive 
Address No. 881, care MILL 
Dearborn Street, Chi- 


either, or 
position. 
SUPPLIES, 537 S. 
cago. 

Salesman, experienced, desires main 
line for jobbing trade in Indiana, Mis- 
souri, Nebraska, Kansas, Tulsa, Okla- 
homa, and Memphis, Tenn. Commission 
basis preferred. Financially responsi- 
ble, with best of references. Address 
No. 882, care MILL SUPPLIES, 537 S. 
Dearborn Street, Chicago. 

The National Supply and Machinery 
[)istributors’ Association bulletins the 
following: 

“We know of an experienced sales- 
man in the following lines: Mill Sup- 
Machinery, Transmission and 
Belting. He is at present out of em- 
ployment, and would be willing to ac- 
cept a position either as a salesman or 
inside worker in any of the above lines. 
We can personally vouch for his ability 
through a personal acquaintance of 15 
years.” Io you know of a position open 
to this salesman? If so, address No. 
883, care MILL SUPPLIES, 557 Dear- 
born Street, Chicago. 


plies, 








Salesman with 


desires to 


thirty 
represent 


years’ experi- 
manufactur- 
selling to mill, machine 
factories in Greater New 
York, Connecticut, New Jersey. For- 
merly connected with The Fairbanks 
Co., The Garven Machine Co., and Pat 
t Gottfried & Hunter. Address 
> Egmont Ave- 


ence 
ing concern 
shops and 


erson, 
Ivan Spangenberg, 355 


ue, Mt. Vernon, New 




















Service of experienced sales manage 
allable Knows i from A to Z 
Intimate vith ales promotion plans 
Know the mill supply jobber from 
coast to coast. Acquainted adve? 
ng al its application t = prob- 
lems. Can direct harmoniously. Has 
( =10n pers lity. 4 ge ov. 
ecnnic training ts to make 
mnectior th aggressive and grow 
ng manufacturer. Address No. 886, 
care MILL SUPPLIES, 557 S. Dearborr 
Street, Chicago. 
| oughly experience ! ogre 
e mill and factory 1 y man now 
) oO oO} ec ) it 1" r 
b to Oo nut A1'¢ Ie N poe t 
e] 2 esman oO ! 
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“Wiping Waste. 
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887, care MILL SUPPLIES, 537 S. Dea 
) Street, Chicago. 
AGENT WANTED 

One of e ol t and mo productive 
Kuropea wo making Hig Pres 

11" Jointins (COMPpTresse isbeste 

1" hee ? ) equi re I ~ \ 
Wholesale 1 )¢ t oO Gene Agent 
Write full particula Box 1301, Don 


land Agency, Ltd., 14 Regent Street, 


London, S. W.. 
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“Fortify for Fire Fighting’ with lp) on — 
and Safety Fire Appliances—Approved and Labelled by Null mit TO LY ed! oe 


Diener Fire Extinguishers 
Underwriters Laboratories, n\n 
> The Valve with the Reversible Disc & Seat 


' Reliability 
=) \ should be the first con- 











bof sideration in regard to Seat and disc of Nicu- 
/ \7 fire fighting appliances. lanium — a hard, tough, 
ah } Diener Extinguishers close-grained nickel alloy 
ea a are reliable. ms —resists effectively the cut- 


ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


kK 4©©Soda-Acid Extinguish- 
4 ers. Pump-Tank Ex- 
tinguishers. Non-Freze 
Extinguishers. 


Write for Complete —_ | 
Catalog 


t Oi fast ns, 
Exc 10 Cans Safety 7 ;, 


DIENER PRODUCTS ARE SOLD THROUGH JOBBERS 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave. CHICAGO, ILL. 





To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 











But this is not all of Re 
verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 





The popularity of “Tor REVERSO: — Bronze body 


for 200 Ibs. pressure. Total 
temperature 550 deg. F 


IROVERSO:—Iron body for 
lols cetoe and bar eal 150 Ibs. pressure. Total tem- 
st poe P No. 780 perature 450 deg. F. 


rid Blow Torches made 


by Dier ST was estab 





lished by super quality, 


‘esnips bm THE D. T. WILLIAMS VALVE CO. 


tor CINCINNATI, OHIO 


GENUINE MYERS Stacie 


Si Late «Ant to Home Water System 
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f * SELF-OILING 






RESIDENCE 
WATER SYSTEM 


fj Capacity 
’ 20027300 


Gallons 
Per Hour 









HAY TOOLS & DOOR RANGERS) 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


Sole Ma tur 


1285 Elston Ave. Chicago, Ill. 
BRANCHES 
New York 228 W. Fourth St., Los Angele 


8 Riv ide Drive, Minneapoli 





THE FLE,MYERS & BRO.CcOo. 
ASHLAND, OH10. 


AGBHLAND PUMP AND HAY TOO’ WORKS 
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BOL. TS, EYE, HOOK, RING AND LAG 
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BOLTS, SINK, STOVE AND PLOW 
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DRIVES, POWER 
The Oster Mfg. Co, 
[The Toledo Pipe Threading Machine Co, 
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American Injector Co 
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Turned and Polished Shafting || 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 


and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. | 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 
Chicago Phone: Pullman 6490 


Phone: Monroe 5356 and 5357 


The Air Supply For Raise the Heat 


| . Limit of Gas 
Commercial Gas Appliances wits Air 


A proper supply of air is essential to 
the proper operation of gas furnaces, 
blowpipes and similar devices. It in- 
creases the heat, rendering quicker and 
better service to the manufacturer. 

















The gas supply of any 
factory can be used for in- 
numerable manufacturing 
purposes so why not en- 
courage its use? One of 
these air pumps will in- 
crease the heat limit of 
gas used for all manufac- 
turing purposes because 
they are made for this 
work. 








But a proper air supply—this means 
much—a rotary air pump of course— 
but the right kind is the one that will 
not puff and make a great nouse. 
Constant pufhing of the air alternate 

: ly heats and cools that of course, is 
i not to be desired an even supply ot 
air is the right kind of air, an efh- With the name and size 
cient rotary air pump will give this of the appliance to be 
used we can very readily 
tell all about the air sup- 
ply needed. Send us all 
the particulars for the ad- 
vice is free of course. 


teady, even alr supply. 


LEIMAN BROS. PATENTED 


Rotary 
| AIR PUMPS 


“Take Up Their Own 


Leiman Bros. Rotary 


GAS PUMPS | 









Wear” with By-Pass and 
' Pressure Regulator 
Without this feature the slight . : 
; The curved win e held out against the cylinder when in The gas supply in the 
est wear would cause puffing. eicaaesce ep cect pau eat ae ere ; z 
es = mains and pipes can be 
WANY SIZES FOR ALL USES maintained at an_ even, 
— steady pressure, no matter 
\ vas appliance requiring air for high heats sometimes is equipped with a | . 
ikcevex. Gat. is. cube. lecieciens dcdl Olbsebinn scutes. “Gk: datenendien what the demand at the burner by 
the user. Maybe the blower is too large, requiring a great deal of power. Some using this rotary gas booster with its 
blowers leak bac k, thus not deliverin the alr but simply chur ling it up inside automatic by-pass and pressure recu- 
Greater heat can be secured with the proper blower reduci the cost for power ] bs 3 
; ’ tator. 
and giving pleasure in the use of gas nts 
These are the only pumps that 
df? * i ad YR Py PR Yi RK . 1 
PROMINENT USERS EVERY WH HERE take up their own wear automatically 
Jnited Gas Improvement Co. Autostrop Safety Razor C Eagle Pencil Co and they are just what you need for 
Public Service Gas ( Bristol ¢ Continental Motors Corp eee : “¢ 
Ganasidased Gas Co. NY Wastman Kodak € , RiGene Cc eas boosting. Made to stand a life- 
C. G. Conn, Inc Nai Linole Co Frar in Motor Co ° ‘ eee rer BY . = ’ 
eS a lh hg / tewsnstig hg time of service with a minimum of | 
Lehn & Fink, In Coco Cola Co Peck, Stow & Wilcox attention. You've always thought : 
Sheffield Farms Co R. R. Donnell & Son *o R ‘“ement Co ‘ ° ag ' 
picao Sache Aiarinac Rcetieen, tae ea ; . & wate ton. about a pump like this, so here itis, | 
International Tailoring Co s Envelope Co Phos Cx all ready for your service. Used for |} 
Edison Storage Battery Co A ican Bank Note Co A. GS & Bro “ " ; 
Standard Oil Co Pa c Portland Cement Cc gas or alr. / 
_ ; 
ILLUSTRATED 





Nai  LEIMAN BROS, “sso 


MAKERS OF GOOD MACHINERY FOR 35 YEARS i 
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FRAMES, WALL 
& M 


FURNACES, GAS, INDUSTRIAL 


FURNACES, SOLDERING 


FURNACES, MELTING 
GAGES, HYDRAULIC 
GAGEs, IRON, AMMONIA AND CHEMICAL 


GAGES, WATER 


GASKETS 


rUBULAR KNITTED 


GAUZE, 
GEARS 
M ; = 
GENERATORS, ACETYLENE 


GLASSES, GAGE 


GLUE HEATERS, COOKERS AND POTS 


GOVERNOKS, PUMP SPEED 


GRAPHITE FOR ALL PURPOSES 


GRATES, ROCKER AND DUMP 


GREASI LUBRICATING 


BELT. ROPI MOTOR 


DRIVEN 


GRINDERS AND 


AT 
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GRINDI BENCH AND FLOOR 


Rs, 


GRINDERS, DIs¢ 


GRINDERS, DRILI 


GRINDERS, ELECTRIC 


GRINDERS, VALVE 
. 


GRINDSTONES 


GUARDS, ELECTRIC LAMP 


GUARDSs, CABLI HIGHWAY 


GUNs, OIL AND GREASE 


HAMMERS 


HANGERS, BALL BEARING 


HANGERS, DOOR 


HANGERS. PIPI 


HANGERS, SHAFT 


LUBRIC 
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tion An n t Oo 
I 1 Ma il lkoundry Co, b ‘br it Oo. 
Medart Cor n M lo h Co Minneapolis, Minn. 
1 M McRae & R rts Co 
Tt W Powell Co 
~ > wi M ( 
3 $ re I T, Williar Valve Co 
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HEATERS, FEED WATER i und & Machine Co 
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HOISTS, HAND 


HOLDERS, TOO! 


HOOKS, BELT 


HOSE, COTTON 


HOSE, RUBBER 


HYDRAULIC LEATHER 


INJECTORS 


At 


INSULATING MATERIALS 


IRON PRESERVATIVES 


IRONS, SOLDERING 


JACKS, AUTOMATIC: LOWERING 


JACKS, BALI-BEARING, SCREW 


JACKS, GOVERNOR CONTROLLED 


JACKS, HORIZONTAL 


JACKS, LIFTING 


JACKS, PIPE FORCING 


JACKS, POLE 


JACKS, PUSH AND PULI 


JACKS, SPECIAL PURPOSI 


JACKS, TRACK 


JOINTERS, WOODWORKING 


JOINTS, EXPANSION, COPPER 
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MONEL METAL 
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CRESCENT WOOD WORKING 
MACHINES 


are ellicient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT MACHINE CO. 


96 Columbia Street Leetonia, Ohio 


Genuine 
Nason 
Steam 
Traps 





Class B, 1 to 20° Ibs, 


and other specialties 


have led since 1841 





Class C,- 20! ta 10) tbs: Bulletin on request. 


Nason Manufacturing 
Company 
Steam Specialty Specialists 


71 Fulton St., New York 





sidelug, 10 to 150 Ibs, 











You Couldn’t Think 
of Anything Better 


than to decide right now—to eliminate the risk 
of a complete shutdown in case something goes 
wrong with the boiler feed pumps—by equip 
ping your boilers with 


zl 


Automatic Injectors 












Their reliability is an outstanding featur proved 
over one million times in practice 
: Automatic 
The design ts the result of over 37 year ex Cellar 
1en¢ ei Drainer 
i d 1 t td H = 
i H ‘ yt water A u yr f oO 
ul arkable working range 
Send now for catalog =] 
“= 


PENBERTHY 
INJECTOR 
COMPANY 


1262 Holden Ave 
Detroit, Mich. 





Canadian Plant 
Windsor, Ont. | 








Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 


Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 
Split Pulleys. 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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- March is : 
“THE CHASE” | the Moncrieff month 


Line of 

Factory Trucks , | 

" ing made to sell more of 

Industrial Cars these popular glasses. Tie 
Charging Trucks and Cars up your sales efforts with ihe 


those of Jenkins Bros. 
Dump Cars | CONTFIED 
Let us send you a supply of for steam pr 


Turntables etc. a sires 


descriptive literature, 








and a special drive is be- 


PERTH Q 


We solicit your inquiries your further information 


and to aid you in selling WHITE ENAMEL D 
THE CHASE FOUNDRY & MEG. CO. Moncrieff Genuine Scotch enamelled back 

Columbus, Ohio Gauge Glass. sures up to 15 
JENKINS BROS. 
ss esc aametaiitedd (BEACON REDD) 





} 1CCRS 





80 White Street New York, N. Y. With 





524 Atlantic Avenue 30oston, Mass ' 
133 No. Seventh St Philadelphia, Pa re 
646 Washington Blvd Chicago, III. 


(CUBRICATOR 0) 


























“FELL. CLUTCH” 
MILL EQUIPMENT 


“Cleveland Type” Oil Film Bearings 


Flood lubrication, and nothing else, makes oil film 


bearings that are capable ot steady and continuous 
service These qualities are secured only in the 


‘Cleveland Type” Oil Film Bearing. 
= 


Every day theoretical 
and practical proots 
ot the advantages ot 
true oil film bearings 


lat 
are accumulating 





‘Wet Heat”’ Burns Glue Money 


A water-iacket destroys glue: water heats to 212 
degrees Fahrenheit—67 degrees above the safe limit for 
glue. Animal glue must never be heated over 140-145 
degrees, according to the U. S. Bureau of Standards, the 
U. S. Forest Products Lakoratory and the National Asso- 
ciation of Glue Manufacturers. ih 
When a water-jacket boils dry, glue is quickly burned 
to a total loss. A_ steam-jacket destroys glue quicker 


than a water-jecket. 
ta Warm 


ELECTRIC GLUE POTS & HEATERS 
Heat Thru Walls —Cannot Burn Glue 

Sta-Warm walls are al- 
ways evenly heated by an 
electric heating coil element 
wrapped around the WALLS 
of the pot. No crust of cold 
glue—no stirring needed. 


You Should Kno 
fhout Them 
{sk l s 
| Our “Cleveland 
Type’ Flood Lubri 


cated Bearing has 









large oil capacity. An 





automatic pump insures flood lubrication. \n oil 
film develops in the bearing from the moment the 
shaft starts and continues until] it stops. It will au 





tomatically carry on under daily operation or con 


four hour service. It is designed 






tinuous twenty 
for all kinds of power transmission service,- plain 
or water cooled, and low, medium or high speed. 








Wasted power through inefficient bearings, shut 
downs and loss of production make wrinkles in the 

























forehead. Our antidote for lubrication problems Glue cannot overheat—ther- 
is along new and original lines. , mostat (automatic electric 
> Write for FREE Booklet switch) controls heat at 

“The TRUTH About 140-145 degrees—with no at- 





You should know the facts {sk us 


GLUE-HEATING tention. 
Are you paying for Sta-Warm equipment without getting it? 


STA-WARHN 2" CORPORATION 


sacieinenindiutil EEEB W. Chestnue St. RAVENNA, DHID 





Catalog giving complete information mailed upon request. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 
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Murray Gin Company, Dallas, Texas, Use— 


BLACK & DECKER 


ortable Electric Tools 
“With the Pistol Grip and Trigger Switch” 


wil 
\ 


| 











HL iT : The illustration opposite shows how the 
a t Black €* Decker 6-inch Portable Electric 
Grinders are used by the Murray Gin Co. for 
smoothing castings. They advise us that the 
portability and general handiness of these 
grinders, plus low up-keep, make them in- 
dispensable for work on gin castings. 













A part of the assembly work re- 
quires the driving of 6 of the 54” 
Black €? Decker No. 4 
Portable Electric Sock- 
et Wrenches are used 
by The Murray Gin 


Company for running 


square nuts in positions not readi- 
ly accessible, and for this purpose 
a Black (&* Decker No. 4 Electric 
Socket Wrench is used in conjunc- 
tion with the Black & Decker 
Right Angle Attachment, as 
ee shown in the illustration below 
up 5’’ square nuts. In 

this particular opera- 
tion there are 21 of 
these nuts to be run 


up. 








( The Murray Gin Company advise that by the use “" 
of Black &? Decker No. 4 Electric Socket Wrenches 
they have increased their production 50°; on the 

a assembly work illustrated. 


\ 





> 





Black & Decker Portable Electric Drills, Electric Screw Drivers, Electric Socket 
Wrenches, Electric Valve Refacers, Electric Tappers and Electric Grinders are sold 
by the leading Mill Supply and Machinery Jobbers. 

Write for New 1927 Catalog. 


THE BLACK & DECKER MFG. CO. 


TOWSON, MD., U.S.A. 
Black & Decker Mfg. Co., Limited, Toronto, Ont. 





BRANCH OFFICES AND SERVICE STATIONS 4 
BOSTON CHICAGO MINNEAPOLIS CLEVELAND 
BUFFALO NEW YORK OAKLAND, CAI ATLANTA 
DETROIT PHILADELPHIA ey. Logis DALLAS 
LOS ANGELES BALTIMORE KANSAS CITY SEATTLE t 
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Handsome 1s as 
Handsome 


Does 













~~ [MERICAN 


j HANGERS | PULLEYS 


F it were not for their 
superior service quali- 
ties, the fine appearance of 
“American” Pressed Steel 
Hand Trucks, Pulleys and 
Hangers would count for nothing. 


But having the superior service qual- 
ities—strength, lightness, durability, 
economy — their appearance is an 
added asset. 





Progressive manufacturers take justifiable pride in the appearance as well 
as the efficiency of their plants. Progressive dealers prefer to handle prod- 
ucts which do them credit, even to the casual eye. 


“American” Pressed Steel Products are handsome in design and finish. Knowing how 
good they are beneath the surface, we want their appearance to do them justice. It is 
easy for your customers to believe how good they are. 


If you haven’t full particulars on these preferred “American” lines, let us send you all 
the information. Write or wire today. 


The American Pulley Company 


Manufacturers of Steel Split Pulleys, Pressed Steel Shaft 
Hangers, Pressed Steel Hand Trucks, 
and Pressed Steel Shapes 


4200 Wissahickon Avenue Philadelphia, Pa. 


MERICA AN 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
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In addition to the Ferry Patented 
Brass and Nickel Silver Covered Acorn Nut 


We announce 


A new Steel Covered Acorn Nut 
Patented by Ferry 


ECAUSE of its construction, this new Acorn Nut 
is recommended for strength and durability. 


It has the added advantage of permitting painting, galva- 
nizing, Parkerizing, Sheradizing, Cadmium-plating, 
Nickel-plating, burnishing, polishing, and buffing. 


Comes in sizes *4" across flats and tapped 14", %e", 
48", 16", and %2",. Also in sizes '16" across flats and 
tapped 12", %6", and %", 


Send Coupon Today 


Send for your sample of this new patented Ferry All-Steel 
Covered Acorn Nut—let us tell you more about its advantages 
and low cost. Fill in the coupon below and mail today. 


PROCESS SC 


AG REW COMPANY Size Material 
2151 Scranton Road nam — 
Cleveland, Ohio Tapped Finish 

Please send us sample of your Name 

new Ferry All-Steel Covered ; 

Acorn Nut, together with further Virm 

information and prices. 
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